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North America Would 
Do Away With Prior 
Approval For Rates 


Exec. Vice Pres. Smith Holds Com- 
petition Will Protect Public 
Against Exorbitant Rates 


OTHER CHANGES PROPOSED 


Would Abolish Rule Members, Sub- 
scribers of Rate Bureaus Adhere 
to Published Rates, Forms 














Expressing the viewpoint of the inde- 
pendent underwriter and stating that “I 
do not pretend to be an impartial ob- 
server,” Executive Vice President Brad- 
ford Smith, Jr., of the Insurance Com- 
pany of North America believes the 
present requirement that all rates be 
filed with and approved by an Insurance 
Commissioner before they can be used 
is “impractical, unsound and against the 
public interest.” The Commissioner 
“should not have the unnecessary and 
hampering burden of prior review of all 
rates.” ‘ 

Also, in an address October 30 before 
the Fourth Insurance Institute at the 
University of Nebraska at Omaha, Mr. 
Smith asked abolition of the “require- 
ment that members and subscribers of 
rating bureaus adhere to the rates and 
forms published by the bureau and we 
would prohibit agreements among in- 
surers to adhere to such rates.” 


Hits All Industry Bills 


Prefacing his suggested changes, Mr. 
Smith told his audience that the All 
Industry Committee bills “have resulted 
in requiring Insurance Commissioners 
to dominate the whole area of fire and 
casualty rates; to substitute their judg- 
ment for that of experienced under- 
writers; to rely in many instances upon 
the close assistance of bureau com- 
panies which have demonstrated extreme 
hesitancy to engaged in the healthy com- 
— beneficial to the insuring pub- 
ic. 

“On the contrary, the bureau companies 
have used their powers to obstruct and 
avoid such competition. 

“We find that the procedural devices 
prescribed in these bills have been used 
to restrain competition, to enforce uni- 
formity, and to freeze rates and forms. 
These bills place such a great burden 
of responsibility on the Insurance Com- 
missioner that in many instances the 
only road he can safely tread is the 
course of political expediency. 

Finally, the most telling point of all: 
despite inordinate expence of adminis- 
tering these bills, they are not sufficient 


(Continued on Page 27) 
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Yesterday is in 
our files 










The calendar doesn’t lie. We’ve hit our 
50th birthday year at Jaffe Agency, but 
we refuse to “remember when.” 
We’re concerned only with this month, 
next month and all the months up 
through the next 50 years in relation to 
how they’ll affect the insurance 
industry. 

Brokers constantly discover Jaffe 
Agency has young ideas superimposed 
on mature experience in dealing with 
problems. That counts when you need 
strong facilities and good markets. 
Drop in on us. 





















Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation. Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 


JAFFE AGENCY, 


Insurance Underwriters 


INC. 





55 John Street, New York 38, N. Y. BArclay 7-8900 
Members. N.Y.C. Insurance Agerts Assr Ir 











Specialists in Health Insurance 


SMALL GROUPS 
INDIVIDUAL AND FAMILY 
HOSPITAL - MEDICAL - SURGICAL 
LOSS OF TIME 


GUARANTEED RENEWABLE 
"MAJOR" COVERAGE 
OVER-AGE PLANS 


Complete Local Service 


ALL HOME OFFICE FUNCTIONS 
POLICY ISSUANCE CLAIM PAYMENT 


AMERICAN HEALTH 


INSURANCE CORPORATION 


NEW JERSEY STATE OFFICE 
60 Park PI., Newark, N. J. 
TEL. MArket 2-2888 


E. D. LISTER 
State Manager 


“HERB" GRAY 


Service Manager 


“LET US BE YOUR A & H DEPARTMENT" 











Mutual Of New York 
Announces Extensive 
Sales Staff Changes 


President Hull In Statement Tells 
Of Creation of Two New Field 
Regional Departments 


6 TOP EXECUTIVE CHANGES 


Vice President For Sales Hale 
Explains Significance of Realign- 
ment of Field Forces 








Mutual Of New York, in an extensive, 
nationwide realignment of its sales staff 
and organization, has established two 
new sales regions and promoted 19 
members of its sales department includ- 
ing six top officials it was announced 
at a press conference at the home office 
on Monday by President Roger Hull. 

Vice President for Sales Stanton G. 
Hale commenting on the announcement 
said: “These far-reaching changes are 
expected to strengthen our field super- 
visory organization and provide for 
closer contact between agencies and 
regional supervisors and between the 
home office and the field. They repre- 
sent part of our long-range program to 
promote the continued, healthy growth of 
our sales volume.” 

This program was the result of a study 
lasting more than a year and made for 
the company by J. McCall Hughes, now 
Mutual Of New York’s executive vice 
president, and Mr. Hale: It included 
visits to many of the top business cor- 
porations of America where they often 
interviewed chairmen and_ presidents 
learning the merchandising methods of 
these companies, methods of selection 
and development of selecting and de- 
veloping of salesmen and their man- 
agers, amount of supervision necessary 
for the best control of sales outlets, 
the item of costs, and how many 
branches or agencies can one man super- 
vise ? 


New Regions and Their Executives 


In the announcement this week the 
new regions were given as the metro- 
politan, embracing 18 agencies in south- 
ern Connecticut, eastern New Jersey and 
greater New York, and, the South- 
western, covering 23 agencies in nine 
states. These will give MONY a total 
of seven sales regions, including Can- 
ada. 

Top promotional changes include: 

James S. Bingay, currently regional 
vice president for sales in the Western 
region, to second vice president for 
sales. He will have charge of MONY’s 
Sales Administration Division and super- 
vision over the Western and Central 
regions. 

Howard E. Barnhill, CLU, currently 
regional superintendent of agencies in 
the Central region, succeeding Mr. Bin- 
gay. 


(Continued on Page 6) 
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Cecil J. North 





Metropolitan Life’s New President Began Career as Debit Agent While 


Harvard Student; Helped Institute Many of Company’s Training and Edu- 


cational Innovations; Agency Management Association and American 


College Activities. 


Cecil J. North, who last week was 
elected president of Metropolitan Life, 
began his career with that company as a 
debit agent while a student at Harvard 
School of Business Administration. As 
president Mr. North succeeds Frederic 
W. Ecker who was made chairman and 
chief executive officer of the company. 
At the same time the new office of vice 
chairman was created and Financial 
Vice-President Harry C. Hagerty was 
appointed to that post. 

The company at the end of 1957 had 
assets of $15.536 billion which by the 
end of 1958 had grown to $16.282 billion. 
That its assets will exceed $17 billion by 
December 1, this year, seem certain. At 
the end of 1958 its total insurance in 
force was $84 billion. Before Mr. North 
became executive vice president and a 
director in 1957 he was vice president in 
charge of field management operations. 
At the present time the number of per- 
sons engaged in serving Metropolitan in 
the field, including agents, managers, 
assistant managers and field executives, 
but excluding clerical forces, is approxi- 
mately 30,000. 

During his career Mr. North has be- 
come one of the most widely known and 
respected insurance executives. His rise 
to the presidency was a _ step-by-step 
progression from the position of agent 
to the office of president. It included 
district management experience in Can- 
ada. It was characteristic of him while 
stationed in Montreal where so many 
people are French Canadians and do 
not speak English that he should take 
courses at McGill University in French. 
It was disclosed during a trip to Ger- 
many that he could make himself under- 
stood in that language as well. 


Instituted Training and Education 
Innovations 


When head of the company’s field op- 
erations he instituted a number of in- 
novations in training and education with 
special emphasis on training of managers 
and those who assist them. Methods 
used in ‘Metropolitan home office and 
some district or agency office schools 
in the area, particularly of “training the 
trainer” have been closely studied by a 
number of companies. 

As executive vice president, Mr. North 
manifested a very active interest in the 
two advanced management training con- 
ferences initiated by Metropolitan in 
Princeton, N. J. last summer. Each one 
of these was attended by about 45 ex- 
ecutives from the home office, was ad- 
dressed by noted educators from all parts 
of the country; and by senior officers 
of the company including Frederic W. 
Ecker, 


Has Wide Acquaintance 


Mr. North is personally acquainted 
with practically all the company’s many 
undreds of managers, and many thous- 
ands of its other representatives, and 
has almost as wide an acquaintance out- 
side the company, in the industry at 
large. He has had an active role for 
years in the work of the American Col- 
lege of Life Underwriters, in the Life 
Insurance Agency Management Associa- 
tion and as a member of numerous in- 
ustry committees. 
€ was a principal participant in the 
movement which resulted, with the en- 
thusiastic endorsement of John Mar- 
shall Holcombe, in the merger of the 


By CLarENcE AXMAN 


Association of Life Agency Officers and 
the Life Insurance Sales Research Bu- 
reau to form the Life Insurance Agency 


Management Association, more famil- 
iarly known as LIAMA. This was in 
1945, 

Because of their identical interests, 


members of the Bureau and the Life 
Agency Officers Association believed that 
by combining there would be created an 
added force for leadership in agency 
management. That has turned out to be 
the result; LIAMA has greatly increased 
the prestige of agency officers through- 
out the country. 

Credit for conceiving the idea of this 
merger is given largely to Mr. North by 
agency officers; early meetings for com- 
pleting details of the new organization 
were held in the home office of Metro- 
politan Life. Wendell F. Hanselman, 
now executive vice president of Union 
Central, became the first president, and 
Mr. North succeeded him for the 1946- 
47 term. 

For years the Bureau had been man- 
aged by John Marshall Holcombe, Jr., 
whose father was president of Phoenix 
Mutual Life and who made his start in 
insurance field with the Phoenix. Tihe 
Bureau commenced operations in Pitts- 
burgh on January 1, 1922, at Carnegie 
Institute of Technology as part of its 
division of applied psychology. The Bu- 
reau was the outgrowth of an educa- 
tional movement influenced and nurtured 
by Edward A. Woods, general agent of 
Equitable Society in Pittsburgh and a 
noted general agency leader. The Bu- 
reau moved to New York and after a 
short time to Hartford. 


Mechanics of Forming LIAMA 


The Life Agency Officers appointed a 
committee consisting of Roger Hull of 
Mutual Life, who is now president of 
that company; Jay Higdon, Business 
Men’s Assurance, now president of 
American Life Convention; Grant L. Hill, 
Northwestern Mutual Life, now retired; 
and Frank L. Barnes, now first vice 
president, Ohio State Life. Its objective 
was to work out details of the new as- 
sociation. 

The Bureau named a committee con- 
sisting of Wendell F. Hanselman;: R. E. 
Irish, Union Mutual (who later became 
president of American Life Convention) ; 
Hobe Haviland, then of Connecticut 
General; the late Jack Parker, Imperial 
Life of Canada; Eldon B. Stevenson, 
now president of National Life and Ac- 
cident; and Mr. North. 

The first annual meeting of LIAMA 
which was in 1946 following its organiza- 
tion in 1945, lasted four days and was 
up to that time the largest gathering of 
agency officers of life insurance com- 
panies. It was at the Edgewater Beach 
Hotel, Chicago, that Mr. North was 
elected president, succeeding Mr. Han- 
selman, the first president. When Mr. 
North’s term as president was over, Mr. 
Hanselman said: “If I were to attempt 
to tell of contributions that Mr. North’s 
talent and time and travail have put into 
this association and what that has meant. 
it would be a long time in telling and 
would still be inadequate.” 


Active in American College of 
Life Underwriters 


Mr. North has been equally active in 
the affairs of the American College of 
Life Underwriters, has for many years 


CECIL J. NORTH 


been a member of its board of trustees, 
executive and financial welfare commit- 
tees, and has had a leading role gen- 
erally in the advancement of the CLU 
program both with Metropolitan and in 
the industry at large. 

His first service as a promoter of the 
financial support of the American Col- 
lege dates back to 1937, when he fol- 
lowed his brother, Henry, as chairman 
of the Committee for the Cooperative 
Fund for Underwriter Training—a post 
in which he functioned for almost three 
years. 

It was in this period that the Cooper- 
ative Fund was established in the posi- 
tion it now holds as a principal financial 
mainstay of the American College. This 
work was paralleled by an equally active 
promotion of the Chartered Life Under- 
writer program within Metropolitan it- 
self; currently Metropolitan is probably 
foremost among all the companies i the 
number of its representatives who have 
completed the CLU course, or who have 


completed one or more examinations.’ ° 


The total number of representatives 


of the company, who since the chartering . 


of the College in 1927 have earned. the 
CLU designation is 672; the number who 
have passed one or more examinations 
but have not yet completed the course 
stood, in 1959, at 1,073. 


Family Came from Kansas and Missouri 


Ancestors of Mr. North were Kansas 
pioneers. His father, however, moved 
to Kansas City, Missouri, where . Cecil 
was born. When a small boy the family 
moved to the Bay Ridge section of 
Brooklyn, where the attended © public 
schools and high school and :then ‘en- 
tered Harvard University. For three 
years he was an undergraduate, hefore 
earning his B.S. cum laude, majoring 
in economics and mathematics and also 
won a place on athletic teams. He had 
been an able lacrosse player and track 
man in high school, and at Harvard he 
made the cross-country and track teams. 

Asked why he selected Harvard Uni- 
versity, his reply was, “Well, it’s the 
best, isn’t it?” 

In summer vacations during school and 





‘each other. 


. Virginia and Kentucky. 


college days Mr. North held a wide 
variety of jobs through which he learned 
a great deal about salesmanship and 
human nature. 

First of these was as a “runner” for the 
Seaboard National Bank which enabled 
him to make “contact” with all the banks 
in the financial section of this city. In 
the following summer he found work 
as a first class mechanic for the De- 
Lavel Steam Turbine Cec. of Trenton, a 
plant making supplies for the allies, 
Then he had an opportunity to learn 
door to door canvassing, an activity he 
experienced in selling pianos from a 
catalogue. That insight into ‘homes 
proved of much value to him in under- 
tanding the buying habits of families: 
There was also an interlude when he 
worked in a foundry. 


Brother Interests Him in Life Insurance 


His brother Henry E. North, who later 
became vice president of Metropolitan 
in charge of its Pacific Coast division, 
was with the Metropolitan and fre- 
quently suggested that life insurance was 
a career of great promise. Cecil grew 
more and more interested and while 
still in Harvard. Business School he 
started with that company as an agent 
on a debit in the Brookline district. Most 
of the policyholders on whom he called 
were of limited means living in small 
apartments with large families. 


The keen interest he took in these 
families, heads of all of whom were 
laborers, his growing familiarity with 


their problems and the benefits he noted 
they received from their insurance, made 
an impression on him that was deep 
and continued to grow: The progress he 
was making as an agent, ability to get 
along with people and common sense 
handling: of situations iesulted in his 
being promoted to assistant manager ifi 
Cambridge, and then to a similar post 
later :in Stamford, Conn. His appoint- 
ment as°a manager in Battle Creek, 
Michigan followed. 


Experience in Canada 


Mr. North was then transferred to 
Canada in which country he became a 
martager in two cities, each of which had 
populations considerably differing from 
One of the districts was in 
Ottawa, the capital of the. Dominion of 
Canada and in which the Canadian head 
office of Metropolitan is located. The 
other was the Verdun district located in 

ontreal, whose population is largely 
of French origin. 

By that time Mr. North’s field ex- 


““perience was highly regarded at the home 


office in New York and he was made a 
superintendent of agencies, a post he 
held in central territory, including West 
He was made 
third: vice president, field training, in 
1937; second vice president, field man- 
agement 1941, vice president in 1944 and 


-executive vice president in 1957. 


Mr. and Mrs. North, who were married 
in (Montreal, live in Hewlett Bay Park, 
Long ‘Island, where one of his recrea- 
tions is gardening. “Some people might 
not call that a recreation,” he said to the 
writer, “but I enjoy it.” He likes to play 
golf’ has musical tastes and is a sub- 
scriber to the Metropolitan Opera. His 
chief reading is about the Civil War 
period’ and books on Civil War leaders 
His clubs are Rockaway Hunting and 

(Continued on Page 10) 
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Ist Row, left to right—Lester O. Schriver, NALU managing director; William S. Hendley, Jr.. NALU president; Davilee Bryant, American Life Convention; Henry © 
F. Rood, V.P., Lincoln National Life; Ida Weber, ALC secretary; Dudley Dowell, executive V.P., New York Life; Clarence J. Myers, board chairman and president, New _ 
York Life; Gen Hirose, president, Nippon Life of Osaka, Japan; Keizo Asai, secretary, Nippon Life; Walter Steffin, Lincoln National Life; Chas. E. Becker, Jr., V.P, 


Franklin Life. 


2nd Row, left to right—Mrs Frederic M. Peirce, Ardell T. Everett, V.P., The Prudential; Frederic M. Peirce, president, General American Life; C. H. Kendall, execu. © 
tive V.P., Washington National; W. L. Newton, executive V.P., Kentucky Central Life & Accident; George R. Kendall, executive committee chairman, Washington _ 
National; Joseph M. Bryan, senior V.P., Jefferson Standard Life; Holgar J. Johnson, president, Institute of Life Insurance; Harry R. Wilson, V.P., American United 
Life; E. C. Donald, Mutual Of N. Y.; Leland J. Kalmbach, president, Massachusetts Mutual Life; W. D. Grant, executive 
president, Union Mutual Life and immediate past president, ALC; Robert B. Richardson, chairman and president, Western Life. Photos by Guy Fergason of Chicago, © 


V.P., Business Men’s Assurance; R. E. Irish, 
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Mutual Benefit Life First Year 
Agents Set Some New Records 


‘First-year agents of Mutual Benefit 
Life had the greatest year in company 
history with ive agents breaking the 
previous all-time earnings record, Second 
Vice President H. Douglas Palmer an- 
nounced this week. 

The record-breaking results were re- 
vealed at the annual meeting of the 
company’s First-Year Leaders Club, held 
November 4-6 at the St. Moritz Hotel, 
New York and at the company’s home 
office in Newark, N. J. 

Seventy-six qualifying first-year agents 
attended the meeting to take part in 
forums, round table discussions and to 
hear from Mutual Benefit officials and 
veteran life underwriters. 

Leading the five members of the group 
who broke the previous all-time earnings 
record was ‘Harry A. Freiberg, Jr., New 
Orleans, who also was honored as volume 
leader. His volume of life insurance sales 
also established a new record for first- 
year agents. 

Other record breakers in earnings were 
Harmon L. Watkins, Dallas; Leo 





Sroka, Phoenix; Warren F. Foster, Jr., 
Miami; and Donald C. Luce, Jr., Newark. 
Some Featured Speakers 

Second Vice President H. Douglas 
Palmer, meeting chairman, opened the 
business session on Thursday morning 
and was followed by Vice President in 
Charge of Agencies Charles G. Heitze- 
berg, CLU, who officially welcomed the 
group to the annual meeting. 

In the first session, Director of Train- 
ing William F. McMurry _ discussed 
“Prospecting in 1960.” This was fol- 
lowed by a round table discussion on 
“You Incorporated” led by Robert H. 
Stevens, assistant director of agencies. 
In the afternoon a round table discus- 
sion on “Sales Aids” was led by Douglas 
W. Johnson, director of sales promotion. 

A featured speaker in the morning 
was Harold M. Covert, Jr., of the Phila- 
delphia-Reiley agency, who was a mem- 
ber of the company’s initial First-Year 
Leaders’ Club in 1946. Mr. Covert, who 
four years ago wrote almost seven mil- 
lion dollar of life insurance in Mutual 


Benefit for an all-time company volume 
and earnings record, described his experi- 
ences since 1946 which have led him to 
life membership in the Million Dollar 
Round Table and many other honors. 
This year, Mr. Covert is first on the 
company’s Honor Roll through Septem- 
ber. 
President Palmer Heard 

Company President H. Bruce Palmer 
ended the day’s business session by fore- 
casting the Club member’s future in the 
life insurance business as well as dis- 
cussing their importance to the company. 

At the banquet on Thursday evening, 
Second Vice President and Director of 
Agencies Wilbur ‘H. Hintz acted as toast- 
master introducing General Agent 
Charles L. Doane, CLU, of the Omaha 
agency who had five qualifying first-year 
agents at the meeting. Mr. Doane was 
the featured speaker for the evening. 

In addition to the earnings awards, 
five runner-up awards for volume leader- 
ship were presented at the awards ses- 
sion of the banquet. They were received 
by the following men, all of whom paid 
for over a million in their first year: 
Harmon L. Watkins, Dallas; Howard J. 
Saks, New York-iRosenbaum; Donald C. 
Luce, Jr.. Newark; Warren F. Foster, 
Jr., Miami; and Leo F. Sroka, Phoenix. 

The lives leadership award was pre- 
sented to Jacob C. Margolis of Charlotte 


and runner-up awards went to Richard | 


G. Crane of the Boston-Berman agency 
and Richard F. Buckley of Omaha. : 
Special diplomas were also awarded to | 
all Club members. ‘ 
On Friday the Club travelled to the | 
company’s home office building in New- 
ark where two award winners, Harry A 
Freiberg, Jr. and Donald C. Luce, Jr, | 
spoke. Their talks were followed bya 
discussion of selling techniques in “To- 
morrow’s Market” led by Director of | 
Career Development Francis L. Merritt, 
CLU. During the morning, the agents’ 
wives had their own special: round table 
session devoted to methods of helping | 
their husbands in the business. 
Agents and their wives met with com- | 
pany executive officers at a luncheon to 
hear a talk by Mr. Heitzeberg. After the 
luncheon, Club members were taken ona | 
tour of the building by Miss Mildred F. 
Stone, CLU, staff assistant to the presi- | 
dent, and Malvine Mills and Mary C.} 
Flanagan of the agency department. 


— 








Stein Joins Capitol Life 

The appointment of Tom S. Stein as | 
superintendent of agencies with the Cap- | 
itol Life, Denver, was announced by | 
Linwood L. Meacham, vice president [ 
and director of agencies. He was for- | 
merly with Massachusetts Mutual Life. | 























INDUSTRIAL 
ACTUARY 








If you have experience in the actuarial as- 
pects of INDUSTRIAL INSURANCE and are a 
Fellow or Near-Fellow, you may be just the man 
we are seeking. 


As a multiple line company with one and one- 
half billion dollars in force, we need a man who 
will become the Industrial Actuary, responsible 
for the actuarial management of 500 million 
dollars of industrial business. If you interested 
in joining a steadily expanding organization with 
an excellent future, do not let lack of experience 
in certain phases of the Industrial business deter 
you from answering this ad. 


Our new Home Office is located near but not 
in a large midwestern city. A near-by university 
adds to the attraction of our location. Retire- 
ments, a recent death and the vastly increased 
utilization of actuarial talent in all lines of busi- 
ness have led to this attractive opening. 


Your starting salary, based on experience, 
should be attractive and recognition of demon- 
strated ability will be quick and concrete. If | 
you have the ability, one year can bring you to 
the top level in our organization. Replies are 
confidential so please give us full facts about 
yourself and your qualifications. Write to Box 
2735, The Eastern Underwriter, 93 Nassau Street, 
New York 38, N. Y. 
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JOHN HANCOCK’S IMPROVEMENTS 


Accidental Death Benefit which includes Triple 
Indemnity for accidental death on public trans- 
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Dr. Harry E. Ungerleider 

Made Medical Director 
BY STANDARD SECURITY LIFE 
Irwin T. Veuteeteet.J Appointed as Ac- 


tuary; Martin H. Tinsley Is Chief 
Accounting Officer 





Standard Security Life of New York 
has announced the appointment of Dr. 
Harry E. Ungerleider as medical direc- 
tor, Irwin T. Vanderhoof has been des- 
ignated as company actuary and Martin 
H. Tinsley has been named chief ac- 
counting officer. 


Appointments were an- 





HARRY E. UNGERLEIDER 
nounced by Michael H. Levy, president. 
Dr. Ungerleider was formerly director 
of medical research for Equitable Life 
Assurance Society and is a past presi- 
dent of the Association of Life Insur- 
ance Medical Directors. He also serves 
now as consulting medical director of the 
North American Reassurance. 
Responsible for all medical underwrit- 
ing activities of Standard Security, Dr. 
Ungerleider will also be in charge of 
evolving new methods for and ap- 
proaches to the selection of risks. Stand- 
ard Security plans to develop entirely 
new concepts of underwriting, along with 
a number of new forms of coverage de- 
signed to fill existing gaps in programs 
for insurance against medical expense. 
Mr. Vanderhoof was formerly asso- 
ciate actuary of United States Life in 
charge of research and development. 
Prior to that he was an assistant ac- 


) tuarial supervisor at Metropolitan Life. 


A graduate of Worcester Polytechnic 
Institute, Mr. Vanderhoof makes his 
home in Montville Township, N. J., 
where he is a member of the Montviile 
Township Board of Education and the 
Montville Township Industrial Commis- 
sion. 

Mr. Tinsley, who will supervise all ac- 
counting and cashiering activities of the 
company, was formerly staff assistant in 
the auditing department of New York 
Life and most recently, chief accounting 
olicer and executive cashier from Union 
Labor Life of New York, A graduate of 
Rutgers University and a veteran of 
World War II, he makes his home in 
Westfield, N. J. 

Standard Security Life is chartered 
and licensed by New York State. The 
company is a direct selling organization 
and will offer various types of life in- 
surance contracts on non- participating 
basis and individual and Group accident 
and sickness policies. Under Mr. Van- 
derhoof’s direction, Standard Security 
Life will operate on the basis of the 
1958 CSO Mortality Table. 


Colonial Names Anderson 


Regional Group Supervisor 

Appointment of Bruce C. Anderson as 
regional Group supervisor in the New 
York metropolitan area for Colonial Life 
of America was announced by ‘William 
C. Brown, vice president and actuary. 

‘Mr. Anderson will make his headquar- 
ters at Colonial’s home office and will 
work primarily with agents and brokers 
associated with Chubb ‘& ‘Son. 

A graduate of Lehigh University where 
he received his bachelor of science de- 
gree, he began his life insurance career 


as a sales representative with the Con- 
necticut General Life in New York City. 
After completing special Group insurance 
training, Mr. Anderson was responsible 
for the sale of all types of Group insur- 
ance through brokers in the metropolitan 
area. Additional responsibilities included 
servicing a number of the company’s 
many Group policyholders. 

Mr. Anderson joined Colonial Life last 
April as a Group sales representative and 
has assisted in Colonial’s new Group de- 
velopment program under the direction 
of Richard G. Mulholland, manager of 
Group sales. 


Horace A. Quimby Retires 


Horace A. Quimby, associate agency 
secretary at Massachusetts Mutual Life, 
retired on Nov. 1 after 42 years of serv- 
ice with the company. 

A native of Springfield, Mr. Quimby 
joined Massachusetts 1917 
He was appointed manager of the agency 
department in 1922, assistant agency sec- 
retary in 1948, and associate agency sec- 
retary in 1955. 

Mr. Quimby attended Phillips Exeter 


Mutual in 


Academy and Harvard. 





A case for 


FETNA LIFE’S 


BUSINESS PLANNING 


SERVICE 








<e 


You Ses this company woth pe sedus brag 
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« Orie” 


_ men... they're expanding. You know the two 

_ ambitious partners, Stu Nelson and Jay Cox. Per- - 
haps you. provided the needed insurance’ cover- 
ages for their business property. ce ae 


They ‘used foresight then . . 


ate have. Roy: 


planned for the future of the: -bintaen should — 
death strike? They are perfect prospects for an 
Etna Life Business Insurance Plan. The Business, 


Planning Department of a nearby #tna: Life’ 


General Agency stands ready to help aan 


insurance men develop and sell these alse 


substantial cases. 


Check your files for companies 


_ (and men) like these, 
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| Service to General Insurance Men 
- “Compass” is a monthly AStna Life service pub-— 

- lication written especially for general lnceseatie, a 
men. 
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- relationships with your clients and their attorneys’ a 
_ and accountants. To receive your copy. regularly 
_ write: “Compass”, Aitna Life Insurance pie ta 
ee: 
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A TNA LI F E INSURANCE COMPANY 


Affiliates: ATNA CASUALTY AND SURETY COMPANY @ STANDARD FIRE INSURANCE COMPANY ® Hartford, Connecticut 
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We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow illustrations; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 


JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


 CanabA LIFE 


Clesurance Company 








Named by John Hancock 


Superintendent of Agencies 





E. LESLIE ROSS 


Announcement of a revised mid-east 
division with E, Leslie Ross as superin- 
tendent of agencies has been made in 
the general agency of the John Han- 
cock. 

Associated with the John Hancock 
since May, Mr. Ross is a native of New 
York and a graduate of New York State 
Teachers College. He was formerly 
agency manager for the Life of North 
America, during which time he earned 
an outstanding reputation for agency 
production. 

The territory under his jurisdiction will 
include 17 agencies located in Delaware, 
District of Columbia, Indiana, Maryland, 
Michigan, New Jersey, Ohio, and Penn- 
sylvania. 





Bottom row, left to right: Robert M. Kidd, Clyde R. deHaas, I. M. Spear, John 


D. Rockafellow, Harold A. Munson. 


Top row left to right: Douglas E. Nickens, Charles A. Will, Edward A. Watson, 
Ira A. Dryden, Jr.. W. Ronald Marshall, Wallace Bidelman, R. S. Wagner. Not 


present when picture was taken Al. O. Konigson. 


I. M. Spear was elected president of 
the Institute of Home Office Underwrit- 
ers October 28. Mr. Spear, vice presi- 
dent of State Farm Life, Bloomington, 
Ill., was chosen at the Institute’s twenty- 
third annual convention at the Statler 
Hilton Hotel, St. Louis. 

Other officers elected are: John D. 
Rockafellow, Pacific Mutual, executive 
vice president; Clyde R. deHaas, Equita- 
ble Life of Washington, D. C., vice presi- 
dent and editor; Harold A. Munson, 
Guarantee Mutual, secretary-treasurer; 


and Robert 'M. Kidd, Ohio National, con- 
vention secretary. 

Members of the executive committee 
elected are: Wallace Bidelman, Farm 
Bureau Life, Des Moines; Tra A. Dryden, 
Jr., Amicable Life, Waco, Texas; Al. O. 
Konigson, Lutheran Brotherhood, Min- 
neapolis; W. Ronald ‘Marshall, Paul 
Revere Life, Worcester, Mass.; Douglas 
E. Nickens, Lincoln (Income Life, Louis- 
ville; R. S. Wagner, United Benefit Life, 
Omaha; Edward A. Watson, Independ- 
ent Order of Foresters. Toronto; and 
Charles A. Will, Guardian Life, New 
York. 





ing than ever 


now. 





Va.* 


Overseas territories available 








someTHinc NEW 
HAS BEEN ADDED! 

L. B. D.... Larger Benefits at Discount! 
The United Life product is now more appeal- 
with this new PREMIUMS 
GRADED BY SIZE feature! UP goes protec- 
tion, DOWN goes cost per $1,000. Here's a 
real client-builder! Get full details from us 


gee LIFE AND ACCIDENT 
SS INSURANCE COMPANY 


CONCORD, N.H. 


Write H. V. Staehle, Jr., C.L.U., Field Management Vice 
Pres., United Life, 10 White Street, Concord, N. H. STATES 
SERVED: Cal., Conn., Del.,* D. C., Ind.,* La., Me., Md.,* 
Mass., Mich.,* N. H., N. J., N. C.,* Ohio,* Pa.* R. I., Vt., 


*General Agency opportunities available 


Brokerage opportunities available 


EST. 1913 
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CREDIT LIFE 4 
ADMINISTRATIVE ASSISTANT rr 
$9,000 Pew: 
Nationally known Life Company, estab. { Nev 
lishing new department, desirous of obtain. | =p 
ing man with following specifications: ‘| 
4 


Age range 25-35, minimum 2 years college, ; 
either 3-6 years Credit Life | Al 


Background: oe 
experience with tangible administrative duties | | 
or mortage experience acquired with Bank | — Reg 
or similar type organization. Rapid pro. bas \ 
motional potential, “ALL INQUIRIES HAN. |/) 2S. 
DLED ON A CONFIDENTIAL BASIS. } polit 
Interested in an Insurance position "tail. |  gamll 
ored'' to your specifications? Write for | and 
HOW WE OPERATE—no obligation to | Fred 
register. han 
catec 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 
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Mutual Of New York Change 


(Continued from Page 1) 


Clayne Robison, now regional super.” 
intendent of agencies in the Southem™ 
region, to head the new Southwestern | 
region as regional vice president for! 
sales. 

Robert U. Shallenberger, presently a/ 
superintendent of agencies at MONY%! 
home office, to regional vice president! 
for sales in the new Metropolitan re 
gion. 

Changes In Supervision 

E. C. Danford, CLU, second vice pres-# 
ident for sales, will add supervision off 
the Metropolitan, Eastern and Canadian? 
regions to his present direction of the F 
company’s Merchandising _ Division. 7 
James B. McAfee, second vice president 
for sales and head of MONY’s Man-— 
power & Management Division, wily the 
supervise the Southern and Southwester|- ao 
regions. m4 Oy So 

Named to succeed Mr. Barnhill a) J 
regional superintendent_of agencies in/ preside 
the Central region was Donald J. Mertz! 0 c 
presently a superintendent of agencies! thied 
on the home office staff and a former! t M ¥ 
manager of one of MONY’s Chicagn ay 
agencies. aN 

In MONY’s Western region, the pres ssi 
ent regional superintendent of agencies) V4™10us 
Charles R. Murrah, CLU, is being trans- ake 
ferred to the home office as a superin | ame 
tendent of agencies in the Manpowery ° 
& Management Division. He will be suc es pre 
ceeded by Louis A. Buenz, CLU, nowé 2 ga 
superintendent of agencies on the home ia ad I 
office staff and a former manager of tit 80 de 
company’s Oakland, Calif., agency. we Min 

The company also promoted three Oklal IS! 
division directors to superintendents 0! His f, 
agencies on the home office staff. They Eb nysad 
are John J. Mahon, director of manage: activieies 
ment training; George A. Norwood, 1 of th: 
director of field training, and, Clarke H with M 
Williams, director of recruiting. All three buperiisi 
are former agency managers. | ization 

Other promotions, all within the com) "Dhedae 
pany’s sales department, were: active in 

Curt M. Rosenberg, CLU, from mat activities 
ager of MONY’s Newark agency to , 


AL 


of Geo 


Pi tor 

rector of management training. | MecKnt 
Paul Brower, from director : ii vice sete 
riti i e Paen we 
ee to director 0 sociation, 
' Str et 
Donald T. Rave, from advanced under- ak 
writing specialist to assistant directo! the Midis. 
of field training. ; [was made 
George F. Brown, from assistant diret- ditintess 


tor of management training to directo! 


A (1951, w 
of recruiting. “it ga 


title of a: 








Joseph J. Melly Jr., CLU, from dirtt: vember 2 
tor of brokerage sales to director ® ladvanced. 
contracts & compensation. | January 1 

William M. Treharne, CLU, {rot)> i 
brokerage supervisor in the New Yor end a di 
(Myer) agency to director of brokeratt ir is Aes 
sales. eChurch in 

Richard T. Borah, from directof "(iit, board . 
employe benefit ‘sales to director of sty ember o! 
cial markets. scommunit; 
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ce pres- 
ision of 
‘anadian 

of the Fs Pach Bros., N.Y. 
division |) ~=ALEXANDER HUTCHINSON 
resident | 
ae at the end of this year. Currently Mr. 





Hutchinson is second vice president. 
Also announced was the appointment 
nhill as) Of George P. Jenkins as second vice 
: inf President in the Metropolitan’s invest- 
~Mert,) Ment operation. This appointment is 


westerl 


rgencies 
form 
Chicago : : 

: E vany in 1933 as an agent in Poughkeep- 
acs N. Y. Following promotion through 


1e pres- : i 
‘various positions he was advanced to 


gencies | 
8 ‘manager, and for about four years was 


sone "in charge of the McKeesport, Pa., dis- 

;| trict office. He was appointed assistant 
vice president of the company in field 
management in 1952, and in 1955 was 
made superintendent of agencies and 
‘placed in charge of the Southwestern 
‘territory, which includes Colorado, Kans- 
as, Missouri, Nebraska, New Mexico, 
Oklahoma, and Wyoming. 


r of the 


y. i 
| three 


-_—" | His further advancement to second 
nanage- VIC president in charge of field training 
orwood,) *ctivities came in 1958. Since February 
arkee 1 of this year he has been associated 
II three with Mr. Lawrence in the over-all 

_ Supervision of the company’s field organ- 
m com f ization, 


| Throughout his career he has been 
n man-| *ctve in Life Underwriter Association 
to d.| activities, at one time serving as direc- 
tor and national committeeman of the 
F a: McKeesport group, as well as regional 
of field) “Ce President for the Pennsylvania As- 
“sociation, He holds the Chartered Life 

| Underwriter designation, 
;| Mr. Jenkins was first associated with 
“the Metropolitan on August 1, 1938. He 
. Was made a member of the company’s 
, administrative personnel on January 1, 
11951, was appointed an officer with the 
. title of assistant vice president on No- 
; vember 27 of the same year, and was 






ctor i : . r 
advanced to third vice president on 

fam January 1, 1956. 

’ ' € is a trustee of Blair Academy 





and a director of Bloomfield College. 
» © 1S active in Westminster Presbyterian 
jeurch in Bloomfield, and has served on 
fats board of trustees. Currently he is a 

ember of the school board of his home 
ommunity of Glen Ridge, N. J. 











branch office manager in San Jose, Cal. 
The company’s agencies in Oakland and 
San Jose have been district offices under 
the San Francisco agency, but will now 
operate as separate branch offices. Both 
Mr. Shea and Mr. Ellingson have been 

















sons in many localities throughout the 
world at standard rates. The new sched- 
ule further provides for coverage in the 
more hazardous parts of the world at 
reduced premium extras. 

Many years of experience and techni- 
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| AS emuecammmme—’ UNDERWRITER 
=F : : CONN. GENERAL CHANGES 
’ Hutchinson Field V.P. ; LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL — 1957-58 
3 Of Metropolitan Life —— rh tamaesarnandl “ Branch Phoenix Mutual Life's 
a ces in an ntonio, an 
aR Sak Prete nad Pies. MIDTOWN BROKERAGE AGENCY 
: WH - KR. eewee ss General ape announced 135 E. 42nd St. W. F. KELLY, Mor YU 6-6586 
5 . . managerial changes at its branch offices 
New Agency Head Started With Com , : > JOHN P. FOLEY, Group Supervisor DONALD A. CHANDLER, Brokerage S$ i 
Pe de pany as Agent; G. P. Jenkins Made iy. San Antonio, the San Francisco area, Pleme @iheee itartleed,: Gens. a ee ee 
: d Vice President sis 7 i i ical—10 Li 
- ks Creed L. Ford, Jr. has been appointed seat ghia “tae ‘iho-inee Conskiued sag Fong  glnaatat 
aa Alexander Hutchinson will succeed fee Fie of eS S00 ene peaech of- 
‘em. a : : : ce. He succeeds William 'S. Abbey who 
h Bank Reginald i: Lawrence Set January 1 has Tetired as manager after 18 years’ / we ay BS ; wy ; 
d pro. Yas vice president in charge of Metro- service, Mr. Abbey will continue his as- S¢™ViNg as district managers in their re- cal know-how in appraising such risks 
ea politan Life’s 38,000-member field or- sociation with the agency and will devote Willan J. Booher has been named Prsceibe eng te tog gma rl 
tay. | ganization throughout the United States initie Held of Gort ehaeieg clients manager of ‘the Phoenix branch office. arlene Pgh BA “We aeesats 
ite for and Canada, it has been announced by leks Ptedion te wt _ He was formerly assistant manager of long-standing reputation in this field has 
ion ti W. Ecker, Metropolitan board John .V. Sreisky has retired as man : : . pete ew 
0 Frederic W. . polita s the San FF : b hy ott the Boston branch office. earned it a place as one of the foremost 
chairman, The announcement is predi- ae oot EE an A jet ge ranch olnce, leaders: The cevised echadid ‘ 
Sgied apon Mr. Lawrence's retirement 290 525 taken up new duties as con- he’ United S Lif ‘to atte 
FL sultant in estate planning for the com- opis the United States Life in a better-than- 
vet pany. U. S. Life’s New Schedule — — to meet the demands of 
Peter Torrey, formerly manager of the ean to lay’s mushrooming foreign market in 
Il. Phoenix branch office, has been named For Underwriting Abroad which nationals of every country are 
to succeed Mr. Breisky as head of the | United States Life, a longtime leader rapidly expanding their business and 
— San Francisco agency. in the field of providing life insurance re interests to all parts of the 
— Thomas S. Shea has been appointed for persons living or traveling abroad, world. 
‘ branch office manager in Oakland, Cal., has now published a schedule of rates United States Life has made available 
and Richard D. Ellingson will serve as and rules offering protection for per- a great portion of its large domestic 
an eS. i portfolio to both American citizens 


abroad and nationals of other countries 
outside their homelands. For applicants 
aged 45 or under at issue, extra ratings 
of more than $2.00 per $1,000 are re- 
duced by $1.00 per $1,000. 

















JOSEPH L. MARION 











“Franklin Really IS 
the next pasture...” 


Mr. F. J. Budinger, Executive Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Bud: 


When I read last month’s ad in the insurance magazines, “This 
is the Next Pasture,” I experienced a touch of nostalgia. You see, 
for a short time, some years ago, I tried the other side of the fence, 


Marietta, Georgia 
September 29, 1959 








made a modest living, and wondered if life insurance really offered 
the financial rewards a successful agent should expect. 


Fortunately I “took the bull by the horns,” jumped the fence back 
into the Franklin pasture, and my “wallet anemia” vanished. As you 
know, I have received President Becker’s personal assistance on sev- 
eral occasions in closing substantial sales. When I require special 
service from our Underwriting, Medical, and Actuarial Departments, 
I get it from the top with speed and efficiency, enabling me to devote 
my time to selling, with a minimum of delays and red tape. My Home 
Office associates are in reality working partners. 


L pcenc’ 





rN 
ENERY tt 
sproRTUN'™ 
oe” 
pppMore: ; 


An agent cannot long travel at a faster gait than the company he represents! 


I am now a life and qualifying member of the MDRT. Over the 
past five years my cash earnings have averaged better than $30,000 
annually. In addition to playing golf twice a week, last year my wife, 
daughter and I spent six weeks in Europe; this year in the Pacific 
Northwest and Canada. 


Believe me, Bud, you were right. This is the greatest business in 
the world, and thanks to Franklin Life, I am in the right pasture. 


Cordially, 


Joseph L. Marion 















The Friendly 


FRANKLIN LIFE coxrasx 


DISTINGUISHED SERVICE SINCE 1884 


INSURANCE 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Over Three and a Half Billion Dollars of Insurance in Force 


* 

































Berkshire, 


Berkshire’s New Home Office Dedicated 


More than 300 executives of insurance organizations and other guests attended 
the dedication of the Berkshire Life’s new home office building on October 27. All 
Massachusetts insurance companies were represented. General Otis .M. Whitney, 
Insurance Commissioner of (Massachusetts, and all companies domiciled in that state, 
attended as well as some from outside the state. 
Commissioner Whitney and Dr. 


W. Rankin Furey, 
Raymond J. Saulnier, 


Council of Economic Advisers to President Eisenhower, were the speakers. 


Building in Historic Location 


The new home office building, first for 
the 108-year-old company since 1868, is 
of Georgian Colonial design, of red brick 
with white marble trim, standing on a 
rural site just south of Pittsfield, over- 
looking October Mountain in the scenic 
Berkshires, from which the company 
takes its name. Across U. S. Routes 7 
and 20 is “Broadhall,” the boyhood home 
of novelist Herman Melville, now the 
Country Club of Pittsfield. A mile be- 
yond is Arrowhead, the house w here Mel- 
ville wrote the American classic, “Moby 
Dick,” published the year Berkshire was 
founded. 

Melville is one of several noted writers 
of Berkshire background depicted in a 
large wall mural by illustrator Norman 
Rockwell of nearby Stockbridge, which 
will be installed in the cafeteria of the 
new building. Also portrayed in the 
mural are Nathaniel Hawthorne and Oli- 
ver Wendell Holmes, both sometime 
residents of the area, and Henry Wads- 
worth Longfellow, who spent summers at 
Broadhall. 

Architects Hoyle, Doran and Berry of 
Boston designed the $2,500,000 Berkshire 
Life building in Georgian Colonial style 


to fit a New England setting rich in 
history. The three-story structure is 
topped by a towering, gold-domed cu- 
pola. 


Features of Interior Design 


The interior design of the building, 
prepared by Designs for Business Inc. of 
New York, is based on advanced con- 
cepts of space utilization and office effi- 
ciency. The central core of offices and 
special-purpose room is surrounded by 
work areas formed by movable partitions. 
Materials used in covering the partitions 
include glass, burlap, brightly-hued plas- 
tics, and wood veneer. 

Offices in the executive suite are deco- 
rated in traditional style. Included in 
the suite are a directors’ room and a vis- 
itors’ dining room, complete with service 
pantry. 

An advanced type of screened, indirect 
fluorescent lighting is used in most of 
the work areas. Heating is by oil-fired, 
steam-heated forced air, with the heating 
system also serving as an air condition- 
ing system in the summer. Both heating 
plant and air conditioning are planned 
on the zone system. 

To cope with rugged Berkshire win- 
ters, pipes have been embedded in most 
of the walk areas and steps. In cold 
weather, the pipes will carry a hot water 


W. RANKIN FUREY 


and anti-freeze solution to melt snow 
and ice. 

The new building has about 75,000 
square feet of work area, about 50 per 
cent more than the company’s old build- 
ing in the center of Pittsfield. The prin- 
cipal reason for the new building, how- 
ever, was the company’s desire to in- 
crease its operating efficiency rather than 
to enlarge its working space. 

“Essentially, life insurance is a most 
personal service,’ Berkshire President 
W. Rankin Furey said in discussing the 
new building. “It is a service that can- 
not be rendered in accordance with 
Berkshire Life’s high standards unless 
the home office staff has the quarters 
and facilities to perform its duties with 
thoughtfulness and speed. This would 
have been exceedingly difficult in the 
same quarters we had occupied for al- 
most a full century.” 


Background of Berkshire Life 


The company, 13th oldest among legal 
reserve life insurance companies in the 
United States, was chartered as a mutual 
insurance organization in 1851. In the 
latest listings of insurance companies at 
the end of 1958, Berkshire Life ranked 
in the top 5% in total assets, 64th among 
approximately 1, companies in the 
U. S. and Canada. Assets are expected 


(Continued on Page 12) 











Licensed in the States 


MORGAN 0. DOOLITTLE, 
Presideat 





If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 











DOUGLAS S. FELT, 
Agency Vice Pres. 





president of 
chairman of 








to your advantage to contact us. 





GROUP SALES REPRESENTATIVE 


A company with nearly a half billion of life insurance in force is seeking 
several young men who have had some experience in sales and servicing of Group 
Life and Accident and Health Insurance. 


We are a recent entrant into the Group Field and our portfolio of highly 
competitive group policies has caused a rapid expansion in our Group Depart- 
ment. We have more prospects than we can handle with our present staff. 


If you have a desire to succeed with a fast-growing company, it would be 
Permanent employment is offered in the Boston 
and New England area. All replies will be held in the strictest confidence. 


Please submit a resume to Box 2744, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 

















Dr. Saulnier Optimistic on Outlook 


Dr. Raymond J. Saulnier, chairman of 
the Council of Economic Advisers to 
President Eisenhower, was the principal 
speaker during a special program for 
insurance industry leaders at the Berk- 
shire Life on October 27. Dr. Saulnier 
spoke on “Achieving Sustainable Growth 
in a Free Economy” during the pro- 
gram, one of a series of open house ac- 
tivities in the company’s new home office 
building in Pittsfield. 

As chairman of an important presiden- 
tial advisory group, Dr. Raymond Saul- 
nier is close to the nation’s economic 
pulse. He has served on various occa- 
sions as an adviser and consultant to 
governmental agencies, including the 
Board of Governors of the Federal Re- 
serve System. In the spring of 1953, he 
was named a consultant to the Council 
of Economic Advisers and became a 
member of the council, by presidential 
appointment, in April, 1955. In Decem- 
ber, 1956, he was named chairman. 


Dr. Saulnier joined the research staff 
of the National Bureau of Economic Re- 
search in 1938 and since 1946 has been 
the director of its financial research pro- 
gram, with responsibility for studies in 
banking and finance. In this connection, 
he has conducted and directed research 
on a wide variety of financial subjects, 
including consumer credit, business 
finance, agricultural credit, home mort- 
gage credit and the securities markets. 

A native of Hamilton, Mass., he re- 
ceived a B.S. degree from Middlebury 
College in 1929 and an M.A. degree from 
Tufts College at Medford in 1931. He 
was awarded a George W. Ellis Fellow- 
ship by Columbia University and re- 
ceived his Ph.D. in economics from that 
institution in 1938 

Dr. Saulnier expressed an optimistic 
view of the current economic situation, 
based on an increasingly sensible public 
attitude toward creeping inflation. His 













Electic 
position 
member 
Baltimor 
Henry E 
succeeds 


resigned. 

Mr. M 
town, Pa 
College. 
1934 as 
trict and 
with the 
successiv 










Kanter Studios | 


DR. RAYMOND J. SAULNIER 


years as 

He is ; 
fof Agen 
people are turning back to the desire fi represent 
financial stability, due partially to th?Agency ] 


efforts of industries such as life insu!’member c 
ance to oppose false rationalizations th@agers Co 
make inflation seem inevitable and necesjthe Life 
sary. sory Boarc 
Sees Vigorous Economy 
He said, in part, “I don’t think there 
ever been a time when the Americaj DA 
economy has been more vigorous, whet 
the atmosphere and climate has bets Retired S 
more receptive to new ideas than it! non 
right now. I know of nothing that ha P@mes 
been more thoroughly discredited thay re 
the concept of a mature and see of The T; 





American economy which was so [asijper 27 a} 


















faith in the current trend of the Ameri-  ionable not so many years ago. My OWF town, Con 
can economy stems from the fact that (Continued on Page 12) [ Mr. Rea 
Fin the au 
gi er he y 

pl.ouis F. 

" . m pTrav elers s 
Outstanding Sickness & Accident |i." 

sutler in 
pointed hc 
INCOME PROTECTION 22: 
and to sec 

| In these 
Non-cancellable, guaranteed renewable to Age 65 — at guaran- coon “ 

teed premium rates, non-aggregate, no house confinement, that time, 
optional hospital-surgical-medical benefits. Sickness jranageme 
: in 19 

benefits from one year to Age 65 — Accident from =—|_ Born in 

two years to lifetime. (Also participating life pone 
insurance and all types of group insurance!) “Lodge 95 
othe Scottis 
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MARLIN W. MORGAN 


Election of Marlin W. Morgan to the 
position of agency vice president and 
member of the board of directors of 
Baltimore Life has been announced ‘by 
Henry E. Niles, president. Mr. Morgan 
succeeds Fred L. Wunderlick, who has 
resigned, 

Mr. Morgan is a native of Williams- 
town, Pa., and attended Lebanon Valley 
College. He joined Baltimore Life in 
1934 as an agent in the Pottsville dis- 
trict and celebrates his 25th anniversary 
with the company this month. He was 
successively promoted to staff superin- 
tendent, home office supervisor, assistant 
superintendent of agencies, and since 
June of 1955, has held the position of 
superintendent of agencies. 

During World War II], Mr. Morgan 

served in the Navy for two and one-half 
years as a radio technician. 
He is a graduate of the 105th School 
of Agency Management and company 
representative in the Life Insurance 
Agency Management Association, and a 
member of the General Agents and Man- 
agers Conference. He is secretary of 
the Life Insurance Examination Advis- 
ory Board of the State of Maryland. 








DANIEL A. READ DEAD 
Retired Secretary of The Travelers Com- 
panies Held Many Responsible 
Posts; Retired in 1941 
Daniel A. Read, 73, retired, secretary 
of The Travelers Companies, died Octo- 
ber 27 at Middlesex Hospital in Middle- 
town, Conn. after a brief illness. 
_ Mr. Read joined The Travelers in 1908 
in the audit department and two years 
later he was transferred to the office of 
louis F. Butler, then secretary of The 
travelers and later its president. Mr. 
Nead Was appointed secretary to Mr. 
sutler in 1915 and in 1917 he was ap- 
pointed home office supervisor. In 1922, 
he was promoted to assistant secretary 
and to secretary in 1930. 
In these positions, he was active in the 
Planning and construction of several of 
the company’s home office buildings. At 
that time, he was. also in charge of the 
Management of Station WTIC. He re- 
tired in 1941, 
Born in Middletown, Conn., he was 
graduated from Middletown High School. 
Mr. Read was a member of the Jeptha 
Lodge 95 A.F. & A.M. of Clinton, Conn., 
the Scottish Rite bodies and Connecticut 
Consistory of Norwich, the Royal Order 
i the Jesters, the Sphinx Temple A.A.- 
NMS., and former potentiate of the 
Shrine Temple. 
4 € leaves his wife, the former Mae 
Utchins, two sisters, Mrs. Frank E. 
tg and Miss Margaret I. Read, both 
of Wethersfield. Conn. 


















Named by Baltimore Life 


James L. Howard, Jr., Editor 
Of LIAMA Publications 


James L. Howard, Jr., staff editor of 
Life Insurance Agency Management As- 
sociation, is now the editor of ‘Manager’s 
Magazine and District (Management, an- 
nounces Lewis W. S. Chapman, director 
of company relations. Jaqueline O. Utz 
is assistant editor of these two journals 
a. are published quarterly by LIA- 


Mr. Howard also edits ‘Manager’s 
Handbook, LIAMA’s monthly publica- 
tion for managers, and assists with the 
Association’s other managerial and agent 
publications. He is the author or co- 
author of LIAMA texts “What You 
Should now About Mutual \Funds,” “Face 
To Face,” “Do You Fit Into This Pic- 
ture?” “Let’s Do Something About Pros- 
pecting,” and “How to Get the Most Out 
of Your Income.” 

A graduate of Yale University, Mr. 
Howard was with a New York advertis- 
ing agency, The Travelers public infor- 
mation and advertising department, and 
public relations director for a Hartford 
bank before joining LIAMA in 1956. 

Mrs. Utz, who is also editorial assistant 
for ‘Manager’s Handbook, was with Life 
Insurance Selling as assistant editor be- 
fore joining LLAMA in 1953. 
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EMBLE 
OF SECURITY 


... portrays the qualities, purposes and ideals of the 
Company. The circle for unity; the arch, stability; 
the oak leaves, maturity and endurance; the shield, 
strength; the scales, justice; the helmet, protection; 

the compass, direction; the key, friendship. A com- 


pany dedicated to the service of its policyholders 
and keyed to Career Life Underwriters. 


LIFE INSURANCE COMPANY OF IOWA 


Stock Dividend Plan 
Voted by Liberty Life 


Stockholders of Liberty Life, Green- 
ville, S. C, voted to make proposed 
changes in the capital structure of the 
company and to pay a stock dividend of 
6624%. This action was subsequently 
ratified by the company’s board of direc- 
tors. 

Effected at the special meeting in 
Greenville was an amendment to the by- 
laws and charter to provide for an au- 
thorized capital stock. of $5,000,000, di- 
vided into 2,500,000 shares with a par 
value of $2. each. These new shares are 
to be equally divided into 1,250,000 of 
voting and 1,250,000 of non voting stock. 

In effecting the capital stock changes, 

stockholders propose to pay a stock divi- 
dend of 6624% to all stockholders of rec- 
ord as of October 27. With this stock 
dividend, Liberty Life stockholdérs will 
receive, for each share of present stock, 
84 shares of new $2. par value stock, 
divided 4-1/6 shares voting and 4-1/6 
non-voting. 
_ Prior to this action. Liberty Life paid- 
in capital was $3,000,000, divided into 
300,000 shares with a par value of $10 
each. 


eeoeovreveeeeeee ee eeee eee ee ee 








eer eeceseee eee eee eee er eee ereer ee ee eee eee eee er eevee ee ee eeeew eee eer ee ee eeeeeereseeeeeeeeeeeeeeee ee eee 


FOUNDED IN 1867 IN DES MOINES 
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THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


TO BROKERS 
We pay 55% -+ nine 5's vested on 
Ordinary Life! 


Extremely high immediate cash 

values on about 20 different types 

of contracts. 

One year incontestable—not two. 
COME IN AND SEE US! 





LEE NASHEM AGENCY 


tlO East 42nd Street 
New York 17 N A 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Geiger Agency Promotions 


Seven promotions in the New England 
Life’s Geiger agency in New York were 
announced by agency manager Glenn G, 
Geiger. 

Promoted were: David Rose to assist- 





David Rose 


G. G. Geiger 


ant agency manager and director of sales 
training; George E. Audie, CLU, and 
Marvin Schachter to directors of sales; 
Joseph V. Kehoe to pension manager; 
Martin C. Carey to brokerage manager; 





M. C. Carey 


J. V. Kehoe 


Clifford F. Daley to brokerage super- 
visor; and Roberta Meyer to statistical 
supervisor. 

The Geiger agency, located at 26l 
Madison Avenue, started from scratch 
in 1956, and now has 23 full-time agents, 
with more than $41 million of life in“ 
surance protection in force on its policy- 
holders. The agency’s production for the 
first nine months of 1959 amounted to 
$5,636,000. 





Increases Dividend 

The board of directors of Northwest- 
ern National Life voted to increase the 
semi-annual dividend to stockholders to 
90¢ a share. Previously the company had 
paid 75¢ a share semi-annually. The di- 
vidend will be payable November 11 to 
stockholders of record at the close of 
business October 30. 

The company’s sales of new insuranc:, 


- including group, for the first nine months 


of the year were $251,352,000, compared 
to $196,170,000 for the same period a 
year ago, or a gain of 28%. The nine- 
month results also reflected improved 
mortality and increased investment yield 
over last year. 


FRANKLIN LIFE GAIN 
With a paid volune of $651,665,000— 
all individual policy sales—in the first 
nine months of 1959, Franklin Life of 
Springfield, Ill, reflected a 25.9% gain 
over the same period last year, Chas. E. 
Becker, president, announced. 
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Protective Life Appoints 
Ten New General Agents 


Protective Life, Birmingham, Ala., has 
announced the appointment of ten new 
general agents, six in Texas, and one 
éach in South Carolina, Florida, Ten- 
nessee, and Georgi “4 
| Cecil Ward Mitchell, Houston, had 
been regional agency director for Amer- 
itan General Life for the past three 
years; prior to that agency manager for 
California Western States Life. 

John D, Ferguson,, Waxhachie, Tex., 
liad been with Allstate Insurance Co. for 
the past five years. 


Al B. Saunders, Killeen, Tex., had 
been agent with American Life in 
Killeen. 

Carl Deutsch, Longview, Tex., except 


for two years Army service, has had his 
own general insurance agency for the 
past ten years. 

' Clare G. Weakly and Clyde E. Sawl- 
well have been appointed general agents 
in Dallas, where both.had been operating 
general insurance agencies. 

Graves H. Wilson;.-Greenville, S. C., 
had been with National Old Line for the 
past seven years. 

Lionell Widener, Tampa, had been an 
agent with Occidental Life of California 
for seven years. He is currently vice- 
president of the Tampa Life Under- 
writers Association. 

L. Burrell Harris has operated a gen- 


eral insurance agency in Crossville, 
Tenn., since 1952. 
James C. Bryngelson, Augusta, Ga., 


had represented Liberty Life in Augusta. 





Named by California Life 


California Life’ has appointed Fried- 
rick A. vonBrinckeén assistant director of 
agencies. The position, a new one, has 
been primarily created to serve Cali- 
fornia Life’s expanding business in north- 
ern California and the Pacific North- 
west states. 

Mr. vonBrincken goes to his new post 
from the San Francisco agency of Bank- 
ers Life of Iowa, where he was agency 
supervisor. Before entering the insur- 
ance business, he was an industrial en- 
gineer for Joseph Magnin, Inc. He served 
in the Army for 13 years and attained 
the rank of major. 


A native of San Francisco, Mr. von 
Brincken attended Palo Alto Military 
Academy, Commerce High School and 


holds a B.A. degree from the University 
of California, an M.A. from the Univer- 
sity of Alabama and a LL.B from the 
University of San Francisco. 





Cecil J. North 


(Continued from ‘Page 3) 


Lawrence Beach, both on Long Island 
near his home, and the Harvard Club of 
New York. He has devoted considerable 
time to civic activities, one of which was 
being mayor of Hewlett Bay Park. Over 
the years he has been active in many 
community endeavors and has been in- 
terested also in Red Cross work. 


His Family 


Mrs. North was Adelaide E., daughter 
of the late Sir Herbert Marler, who at 
the time of his death was Canadian 
Minister to the United States and earlier 
was the first C anadian Minister to Japan. 
She attended school in England and also 


took some courses at the Sorbonne, 
Paris. Mrs. North has: served with the 
Red Cross ifn Nassau County: and has 


been active in the Seeing Eye, Inc. in 
New York City. 

Mr. and Mrs. a North-have three 
children, all’ of whom were graduates of 
Milton Academy, Milton, Mass., before 
going to college. The children are Cecil 
J., Jr, who graduated from Princeton 
University and also Harvard School of 

3usiness Administration; Mary A. who 
is wife of Alan French ‘of Mill Valley, 
California, who is in the printing busi- 
ness; and Sarah B., who is wife of Dr. 


Peter Hillyer of Boston. The daughters 
are graduates of Vassar College. 


Northwestern National 
Enters A. & S. Field 


Northwestern National Life of Minne- 
apolis will enter the individual accident 
and sickness field on January 1, it is 
announced by John S. Pillsbury, Ir. 


company president. Details may be 
found in the Accident & Health Depart- 
ment of this paper at Page 39. 





Builds in New Orleans 


John Hancock Mutual Life will build 
a seven-story office building on St. 
Charles Street, New Orleans, to be ready 
in the spring of 1961. It will house 
General Agents Leon Irwin, Jr. and 
William F. Grace with a substantial por- 
tion of the 60,000 square feet available 
for rental. 





Group’s 40th Anniversary 

American Seating Co. of Grand Rapids, 
Mich., one of the earliest business con- 
cerns in (Michigan to adopt a plan of 
Group life insurance for employes, re- 
ceived a letter from Edwin C. MaDonald, 
vice president of Metropolitan Life, con- 
gratulating the company on the 40th 
anniversary of its Group plan with that 
company. 





your ordinary sales production by 25%. 
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ATTENTION OFFICERS 
Investing money in mortgages? Life insurance plus mortgages can increase 


in management and sales desires career to head and install operation for you. 
Member of MDRT. Write Box 2713, The Eastern Underwriter, 93 Nassau Street, 


Man with proven extraordinary experience 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 


INDIANAPOLIS OMAHA 








Phase SES 


O’TOOLE ASSOCIATES | 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Valle Goes to Kansas City 

Connecticut Mutual Life has appointed 
Robert E. Valle to head its Kansas City, 
Mo., agency. Mr. Valle receives his 
promotion to general agent after nine 
years experience, three of them as su- 
pervisor, with the company’s Syracuse 
agency. He took over his new post in 
Kansas City on November 1 

A graduate of Syracuse University, he 
has served as president of the Baldwins- 
ville Chapter of the Aiumni Association. 
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What Discerning Life Companies 
Look For In A Reinsurer 


There is no single reason why our clients have chosen 
North American Re. Many of them appreciate that we are 
in the business of reinsurance exclusively. Many cite 
advantages to them of our head office location in New York 
City, even as others rely heavily on the services of our 
strategically situated regional offices. All like the custom- 
crafted approach our expert staff brings to their sales, 
administration and other problems, and the 
fact that our top consultants are called upon when our 
clients’ problems warrant it. Then there’s the variety of 
contracts and pooling arrangements available which give 
ceding companies real flexibility i in their underwriting. 


Whatever their reasons for reinsuring with North American 
Re, our hundreds of life company clients, large and small, 
have made this the largest exclusive reinsurer of life, 
accident and sickness, and group insurance. Whatever 
reasons for your company reinsuring with North American 
Re, we invite you to consult the office indicated below 
that is most convenient to you. 


NORTH AMERICAN _ 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 





GROUP 











Massachusetts Mutual Sets 





New Group Sales Records! 


New Group business written by Mas. . 
sachusetts Mutual Life in the first nine | 
months of this year has already exceeded 
new business written during the entire | 
year of 1958, both as to volume and) 
estimated annual premium income. Mas.) 
sachusetts Mutual, which entered the? 
Group field 13 years ago, now has over! 
$1.3 billion of Group life insurance in} 
force and annual premium income from/ 
all coverages, including Group life, acci- 
dent and health, and pension plans, totals 
in excess of $60 million. 

During the first nine months of the 
current year, the company wrote new 
Group plans which resulted in a life in- | 
surance volume of $154,372,000 and esti- 
mated annual premiums of nearly $13-) 
000,000. The percentage increases over! 
the first nine months of 1958 were 33%| 
for life insurance volume and 55% for! 
estimated annual premium income. This! 
compares to an industry-wide average| 
decrease in life volume of new Group| 


business of 21% for the first eight) 
months of 1959. | 
Charles G. Hill, vice president inf 


charge of Group operations for the com-| 
pany, who is serving as 1959-60 chairman | if 
of the Group Insurance Committee of! 
Health Insurance Association, _ stated) 
that the trend-breaking increase in his” 
company’s Group sales could be attrib- ; 
uted to a number of factors. The com-? 
pany’s general agencies are becoming) 
increasingly active in the Group field’ 
He noted that approximately 65% of all; 
new cases were delivered by full time f 
Massachusetts Mutual representatives | 
As to type of coverage, he said, Group f 
pensions showed the greatest increase, / 
followed by Group accident and health "i 
and Group life coverages. Particular in- 
terest has been noted in the company’s | 
Group plans for small businesses em-} 
ploying between 10 and 24 employes. 





Connecticut Mutual Gains 


Connecticut Mutual Life’s sales con-| 
tinue to rise steadily, with sales fork 
September and the first three quarters | 
reaching new highs. Sales for the first’ 
three quarters were $428,378,784, up 9.6% | 
over the previous high in 1958. 

Fifty-five of the company’s 86 agencies F 
posted a gain for the first three quar > 
ters. Insurance in force rose to an all) 
time high of $4,266,324,985, with an ac) 
tual gain for the first three quarters 7 





$265,456,630. During the nine-mont 
period, $63,221,132 was paid to policy- 
holders and __ beneficiaries, including § 
$19,214,524 in death claims. This brought § 
the total the company has paid in bene: | 
fits since organization to $1,602,701,581. 





GOPPERT PRODUCTION MANAGER | 

Dana L. Jones, vice president and mat 
ager, Pacific Coast department of Ohi 
Farmers Companies, announces prom 
tion of Fred E. Goppert, special ageth) 
to production manager for the Los At | 
geles field. Mr. Goppert joined the Ohio F 
Farmers group in 1954 as special aget! | 
having previously been in the production 
department of an Eastern insurance com 
pany. 
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New England Life Director 


Fabian Bachrach 


ADRIAN O’KEEFFE 


Adrian O'Keeffe, president of First 
National Stores, has been elected a di- 
rector of New England Life, Presi- 
dent O. Kelley Anderson announced. Mr. 
O'Keeffe is also a trustee of Suffolk- 
Franklin Savings Bank and Northeastern 
University. Associated with First Na- 
tional Stores since 1930, he has been its 
president since 1948. 





H. Hoover, Jr., H. T. Mudd, 
Are Pacific Mutual Directors 


Election of Herbert Hoover, Jr., and 
Henry T. Mudd as directors of Pacific 
Mutual Life was announced by Asa V. 
Call, chairman. 

Mr. Hoover, consulting engineer and 
son of the 3lst President of the United 
States, served as Under Secretary of 
Staite from 1954 to 1957 and was con- 
sultant to the governments of Venezuela, 
Iran, Brazil and Peru during the period 
1940-53. He has been president of Con- 
solidated Engineering Corp. and presi- 
dent and chairman of United Geophysi- 


cal Co, Directorates include Southern 
California Edison Company, Lockheed 
Aircraft Corporation and Monsanto 


Chemical Company. He is a trustee of 
University of Southern California and 
of Claremont Men’s College, and is a 
member of the U. S. Department of 
Commerce Business Advisory Council. He 
holds honorary degrees from New York 
University, Rutgers, Temple and Uni- 
versity of Southern California, He is a 
graduate of Stanford University and 
holds a Master’s Degree in Business Ad- 
ministration from Harvard University. 

Mr. Mudd, president and a director of 
Cyprus Mines Corp., is also president 
and a director of Pima Mining Co. and 
of Timber Products Co. He is a vice 
president and director of Marcona Min- 
ing Co,, Coronado Copper and Zinc Co., 
San Juan, S. A. He is a director of 
American Cement Corp., American Metal 
Climax, Inc., California Bank, First- 
america Corp., Southern California Edi- 
son Co., Southern Pacific Railroad and 
rng Mutual Savings and Loan Associa- 

n. 


From 1942 to 1944 Mr. Mudd served 


| with the War Production Board as chief 


of the fluorspar section. He is chair- 
man of Harvey Mudd College, a member 
of the board of fellows of Claremont 
ollege and a trustee of Claremont 
Men’s College and of the Thacher 
School, 

A mining engineer, Mr. Mudd is a 


")) Staduate of Stanford University and re- 
"| ceived his M.S. from MIT. He is a 
_ Member of the western board of gov- 
‘| mors of American Mining Congress. 


Born in Los Angeles, he is the son of 
the late Harvey Seeley Mudd, business 


| ecutive, civic leader and philanthropist. 








Midland Mutual Leader 


Ralph E. Beard, ‘Fort Wayne, again 
won “Man of the Month” honors by lead- 
ing the entire field force of Midland 
Mutual Life in September. This is the 
second time this year that Mr. Beard 
has earned this honorary designation 
which is bestowed each month upon the 
agent who achieves the best all-around 
results among the some 600 men and 
women representing Midland Mutual 
coast-to-coast. 


GROUP REPRESENTATIVE 

Bob Click has been appointed Dallas 
Group representative by Bankers Life of 
Des ‘Moines. He will be associated with 
Fred P. Gilbert, Dallas regional Group 
manager. 

Mr. Click has been engaged in sales 
work with the Dallas Blue Cross-Blue 
Shield organization for more than two 
years. He is a native of Texas, and is 
a graduate of East Texas State Teachers 
College, receiving his B. S. degree in 
1951. He is a Navy veteran and a mem- 
ber of the Masons and Lions Club. 


National Life of Vermont 
Sales Increased by 83% 


Sharp increases in paid-for business 
and premium income were reported by 
Deane C. ‘Davis, president, National Life 
of Vermont, at the recent directors’ meet- 
ing. Sales for the first nine months 
totaled $377,106,000, a gain of 83% over 
last year. Annualized premiums on the 
new business amounted to $11,499,670, an 
increase of 78%. The insurance-in-force 
account rose to $2,515,424,000, a gain of 
16%. 
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When Life of Virginia introduced its new simplified programming ap- 
proach with the Protection Check-List, the 24 sheet outdoor poster above 
appeared for a month’s showing in some 120 cities and towns throughout 
the company’s territory. 
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INSURANCE COMPANY 


Aout of 5 fathers 


OF VIRGINIA 










Oi 
PROTECTION 


CHECK-LIST 
Li 


The initial poster was followed by this one, again in some 120 cities and 
towns for a month’s showing. Accompanying this outdoor advertising was 
newspaper and radio copy, direct mail, and sales literature. Results of the 
Protection Check-List sales promotion and advertising program combined 
with the enthusiastic support of the agency organization: sales volume up 


materially; average size of policies up substantially. 
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Berkshire’s New Home 


(Continued from Page 8) 


to top $200,000,000 by the end of 1959. 


Insurance in force among the company’s 


policyowners amounts to more than 
$500,000,000. 

The company has been the pioneer in 
several life insurance developments. 


Berkshire Life became the first company 
to put non-forfeiture clauses in its pol- 
icies, a change described as “perhaps the 
greatest single step in making life in- 
surance a worthwhile family investment 
rather than a gamble.” Berkshire Life 
was also one of the pioneers in juvenile 
on children from 


insurance coverage 
birth. ; ; 
As a mutual company, Berkshire Life 


has no stockholders. Profits on the com- 
pany’s operations are distributed among 
policyowners in the form of dividends, 
which may be left to accumulate interest, 
to purchase paid-up additions to the pol- 
icy, or to reduce premiums. In 108 years 
of operation, Berkshire Life has never 
failed to pay a dividend. 


Berkshire Executives 


W.’Rankin Furey, president, has been 
with Berkshire Life since he graduated 
from Princeton in 1922. Before he re- 
turned to the home office, Mr. Furey was 
general agent in Pittsburgh, the third 
member of his family to hold that post. 
The general agent in Pittsburgh now is 
his son, William M. Furey, fourth in 
the line. 

Other top officers include: Elgin R. 
Batho, vice president and actuary; Dr. 
Frederick R. Congdon, vice president 
and medical director; George D. Covell, 
agency vice president; Albert L. Hall, 
vice president and general counsel; 
Gardner F. Knight, vice president and 
actuary; Robert IF. ‘Rosenburg, vice 
president, accident and sickness; Ralph 
G. Starke, vice president, investments ; 
Merrill R. Taber, vice president and sec- 
retary; and M. G. Roy Wallace, treas- 
urer. 

Details of New Building 


LOBBY—The entrance vestibule is 
finished in botticino and travertine mar- 
ble from Italy. Floors in the inner 
lobby are made of alternating squares of 
green Vermont marble and lighter Ten- 
nessee marble. Walls are panelled in 
wood. Materials in the lobby furniture 
include teak, rosewood, black marble, 
and red and black leather. 

WORK AREA—Work areas on the 
entrance and second floors are divided by 
light-weight, movable metal partitions 
designed for the utmost flexibility and 
efficiency in arranging space. The panels 
are covered with a variety of materials— 
glass, burlap, walnut veneer and brightly- 
colored plastic. Floors are rubber tile. 
Use of the movable partitions permits 
creation of small offices and large open 
work areas within what is essentially a 
perimeter of huge pillar-less rooms 
grouped around a central core of per- 
manent, special-purpose units. 

OFFICES— Separate offices within the 
areas vary in size, most of them being 
10 feet by 10 feet, or 10 feet by 14 feet. 
Varying wall coverings, windows and 
draperies are especially designed to give 
each office an atmosphere of spacicus- 
ness while using the space economically. 
Furniture is modern. 

EXECUTIVE—The executive offices 
are located at the northeast corner of 
were! building. Decorated in traditional 
style with panelled walls and mahogany 
furniture, the suite includes a corridor or 
lobby, reception hall, dining room with 
serving pantry, small guest room, com- 
mittee room, board room, rest rooms and 
supporting facilities. 

SERVICE—Most service areas in the 
new building are located on the lower 
floor, at the rear ground level. The areas 
include a loading and receiving dock, 
stock room, printing plant, boiler and 
mechanical room, and the company’s cen- 
tral files. 

Also on the lower level are a glass- 
walled lounge and cafeteria, divided by 
a movable partition which can be re- 
moved to form an auditorium or a ban- 
quet room seating up to 450 persons. The 
cafeteria kitchen, to be operated as a 


Dr. Saulnier Optimistic 


(Continued from Page 8) 


feeling is that if we can just maintain 
the right kind of a climate in public at- 
titude, our economy will do very well. 

“I just want to say one thing about 
climate, economic climate,” Dr. Saulnier 
said. “It’s very interesting how ideas 
are somehow mysteriously but nonethe- 
less very securely and thoroughly re- 
jected by our people. There was a time 
not so long ago when people were talk- 
ing about how inflation was inevitable. 
Well, this is a nice, simple concept and 
it gained very wide circulation. We 
soon got to talking about how that 
maybe it was a good thing actually—a 
little inflation. Well, people have 
thought about it enough and read about 
it, and have evaluated it for themselves. 
And I think the American people have 
come to the conclusion that they’ve had 
about all they want of inflation. For 
their money they will take stability of 
prices. That’s the kind of a world in 
which they feel more secure and they 
have enough sense to know that that’s 
the kind of world in which our economy 
can advance most soundly. I think this 
has happened, climate has changed. 

“I think they are gradually building up 
a foundation of public opinion that will 
assure us of the kind of policies that 
we need to give economic stability in 
America. I’m sure that this is the for- 
mula for a free society’s solution of its 
problem, and I feel sure that we can 
make it work.” 





concession by Crotty Brothers of Boston, 
is connected with the executive pantry 
by a dumbwaiter. 

A feature of the cafeteria will be a 
mural painting, 6 feet high and 17% 
feet long, by Norman Rockwell of Stock- 
bridge. Among persons in the scene 
watching a balloon ascension in the 
Pittsfield of 1851 will be some present 
officers of Berkshire Life. Central fig- 
ures will include Herman Melville, Na- 


thaniel Hawthorne, Oliver Wendell 
Holmes and Henry Wadsworth Long- 
fellow, all resident in and around Pitts- 


field in that period. 
LIGHTING—Lighting in most of the 
building is recessed, glare-free, shadow- 
less fluorescent lighting of a new and 
advanced type. In the executive suite, 


lighting is by antiqued brass chande- 
liers. 

HEATING—Heating is by oil-fired, 
steam-heated forced hot air. Two tube 
boilers are installed, with space for a 
third. For economy of operation in the 
summer, a gas-fired hot water boiler is 
provided. The heating system is also 
used for air-conditioning, which will be 
varied at appropriate times to reduce the 
contrast between inside and outside tem- 
peratures when employes are arriving at 
work or leaving for the day. 

Both heating and air-conditioning are 
on the zone plan, with one high-velocity 
system serving the areas at the peri- 
phery of the building and three low- 
velocity systems serving interior areas, 
thus assuring uniform temperatures 
throughout. 

Modern automatic controls on both the 
heating and air-conditioning systems will 
cope with varying conditions caused by 
such factors as the outside temperature, 
the number of lights burning in a given 
area, etc. 

SNOW—Pipe coils containing a circu- 
lating mixture of hot water and anti- 
freeze are embedded in concrete walks 
and pavement at the main entrance, the 
rear entrance and the receiving platform. 
The system is designed to melt the heavy 
Berkshire snowfall without shoveling. 


PROTECTION—The building’s pro- 
tective system include sprinklers, bur- 


glar alarms, fire detection system, fire 
alarms, lighting protection and a refrig- 
erator temperature alarm in the kitchen. 

PARKING—Enmployes’ lot for 150 cars, 
at rear. 





Federal Life Installs 


IBM Processing Machine 


The Federal Life of Chicago an- 
nounces that it has installed IBM’s “650” 
data processing machine. The machine 
will be utilized in processing its regular 
accident, ‘health and life billing and ac- 
counting operations, Several programs 
have been written and tested at the IBM 
test center in Chicago. 

In 1957 the company disposed of its 
“405” accounting machines in favor of 
the “403.” They have since replaced one 
“403” with a “407” accounting machine. 





EMPIRE 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


INDIANAPOLIS 7, INDIANA 


A Fifty-one Year Old 
Capital Stock Company 


Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 


dent or Sickness. 


Its Employees are Insured under 
Group & Hospitalization Plans. 


Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 


Its Employees, and the Company, 
Work Together as a Team, 
which means a smooth-running 
company. 


James M. Drake, Chairman 
Joseph |. Cummings, President 
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The new “650” should, it is felt, 
service to Federal’s policyholders 
agents. The present conversion 
gram, utilizing the “650,” 
take about 18 months. 








AMERICA'S INFORMAL 


BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, and 
a theatre with a CinemaScope screen. Accommoda- 
tions are magnificent; the food is gourmet fare. For 
after-session enjoyment The Greenbrier’s recreational 
facilities are unsurpassed. And our staff of experts not 
only helps in planning your program, but they also 
handle the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1959-FEB. 29, 1960. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sales. 
Also reservation offices: New York, 17 E. 45th St., MU 2-4300 
Boston, 73 Tremont St., LA 3-4497 » Chicago, 77 W. Wash- 
ington St., RA 6-0624 » Washington, D. C., Investment Bldg., 
RE 7-2642 « Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 + Seattle, 726 
Joseph Vance Building, MU ‘ 
2-1981 « Dallas, 211 N. Ervay, 

RI 1-6814 » Los Angeles, 510 

West Sixth Street, MA 6-7581. 
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Eastern Life Appoints 
Seibel General Agent 





CHARLES SEIBEL 


The appointment of Charles Seibel as 
general agent in New York for Eastern 
Life is announced by Murray April, di- 
rector of agencies. His office is located 
at 33 West 42nd Street. 

A specialist in brokerage and surplus 
business, Mr. Seibel has been engaged in 
a field supervisory capacity for the past 
ten years. His practical experience has 
been supplemented by completion of the 
two-year LUTC course. He is 
graduate of the LIAMA school in agency 
management and recently passed Parts 


II and IV of his CLU studies. A past 
president of the Parkway Civic Associa- 
tion, Mr. Seibel is also past president of 
his B’nai B’rith lodge and currently is 
serving as fund-raising co-chairman of 
the Metropolitan Council of B’nai B’rith. 


also a 





U. S. Life Increases 


Advance Premium Discount 

United States Life has increased the 
discount rate on premiums paid in ad- 
vance to 4%. The new rate, which be- 
came effective November 1, puts the 
Company out in front as one of the first 
to reflect the higher general interest 
earnings throughout the country, by al- 
lowing higher discount rates to its policy- 
owners who wish to pay premiums in 
advance. 

In increasing this rate, the company 
brings to its policyholders a higher in- 
terest rate than is being paid by many 
savings banks. In addition, the amount 
of the discount is not taxable to the pre- 
mium payer under present law. 

For example, any policyholder wishing 
to pay a $200 annual premium in advance 
for the next ten years, would pay only 
$1,622 rather than $2,000 required on the 
regular basis. In event. of the policy- 
holder’s death within the next ten years. 
his beneficiary would receive the unused 
discounted premiums plus interest at 4% 
to the date of death in addition to the 
benefit in the policy. 


State Mutual Extends 


Its Commission Rates 
_ The State Mutual Life has expanded 
its regular commission rates to apply 
to all life policies with issue ages as 
high as age 70. Commissions on policies 
issued above age 70 will equal the same 
dollar amount as would be paid for a 
policy on the same plan and face value 
at issue age 70, 
Formerly, the company paid commis- 
sions on all policies with issue ages of 
and over at the rate which would 
apply for issue age 65, 





KILLED IN PLANE CRASH 


M. J. Silberman, Member of Northeast- 
ern Life’s Board, Executive Committee, 


and Wife On Way to Visit Son 

Northeastern Life of Mount Vernon, 
N. Y. lost one of its board and executive 
committee members last week when 
Marvin J. Silberman, who was executive 
committee chairman of Consolidated Ci- 
gar Corp. of New York, and Mrs. Silber- 
man lost their lives in the airliner crash 
(Piedmont Airlines DC-3) in the Blue 
Ridge Mountains of Virginia. 

Mr. and Mrs. Silberman were on their 


way to spend the week-end with their 
son, John, 14, at the Staunton Military 
Academy near Charlottesville, Va. They 
are also survived by a daughter, Janet, 
16. 

A graduate of MIT, Mr. Silberman was 
a trustee of the Union of American 
Hebrew Congregations, served as chair- 
man for several fund appeals for Ameri- 
can Reform Judaism to support that or- 
ganization and its affiliated Hebrew 
Union College-Jewish Institute of Re- 
ligion. He was also an officer of New 
York Federation of Reform Synagogues 
and the Synagogue Council of America. 





New England Life Dividends 


New England Life announces an in- 
crease from 3.25% to 3.65% in its 1960 
interest rate on individual policy divi- 
dends left with the company to accumu- 
late. The same new rate will apply to 
interest settlement options and accumu- 
lation funds held by the company under 
individual pension 
trust agreements. 

Directors also approved a revised 1960 
dividend scale on individual life policies 
issued before July 15, 1959, which re- 
quires the payment of an additional 
$1,300,000 for these policyholders. 


and profit-sharing 












































Dynamic Men... Dynamic Product...Dynamic Sales Aids 











During the year ending March 31st, Mutual Benefit Life sales increased 25% over the previous 
12 months. Outstanding planning, product and people are responsible for this remarkable record. 

To sell TRUE SECURITY, Mutual Benefit Life first selects talented men. They are trained 
and provided with the most comprehensive sales aids in the life field, such as audio-visual presen- 
tations and merchandising tools designed for special business and professional groups like the 
medical market. These selling aids, plus the 114 year reputation of Mutual Benefit Life as the 


‘‘policy-holders’’? company, plus the TRUE SECURITY 
concept, combine to help Mutual Benefit Life men increase 
sales day after day. With such consistent sales progress, these 
professionals assure TRUE SECURITY for their families 
and themselves as well as for their clients. 


THE MUTUAL BENEFIT LIFE 






MUTUAL BENEFIT 


The * 


Insurance Company 
bes for TRUE SECURITY 


INSURANCE COMPANY, NEWARK, NEW JERSEY 
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Azen Depicts Qualities 
Of a Good Salesman 


AT CITIZENS LIFE MEETING 





Stresses That When Life Insurance Pol- 
icy Is Sold It Is Consummation of 
Sale of First Rank 


Speaking on “Sales Are Made by 
Salesmen,” Charles E. Azen, CLU, su- 
perintendent of agencies of Citizens Life 
of New York, told the producers and 
general agents assembled at that com- 
pany’s initial sales convention October 
27- 30 at Concord Hotel, Kiamesha Lake, 
N. Y., that a true sale results from the 
ability of the salesman to build interest 
into desire and to overcome objections 
and excuses as they arise. “Whenever 
a life insurance policy is sold,” he said, 





“it represents the consummation of a 
sale of the first rank.” 
Mr. Azen pointed out that the life 


agent must have knowledge of his pro- 
duct and some degree of skill in its pres- 
entation. Furthermore, he must have 
sufficient imagination to get a full pic- 
ture of his prospect’s problem and make 
an estimate of the best sales appeal to 
The life agent was pictured as pos- 


use. 

sessing great quantities of enthusiasm, 
confidence, ambition, and egotism. “He 
cannot sit at his desk and wait while 


the prospects file in for their interviews. 
Consequently, he has the _ courage, 
stamina and personal drive to seek 
out those prospects whom he feels can 
best benefit from his services,” said the 
speaker. 

Will Move Heaven and Earth 


At this point—perhaps more than any- 


where else in the sales process—the good 


salesman shows his merit. “If the sales- 
man believes in his product, his analysis 
of his prospect’s needs and recommenda- 
tions he has to make, he will move 
heaven and earth to convince the pros- 
pect of this truth. He will, in short, 
apply the pressure that makes men buy,” 
Mr. Azen declared. 

He then cautioned his audience not to 
confuse low pressure with no pressure, 
saying: “As salesmen, it behooves us to 
recognize the limitations of pressure 
which we can apply in any given situa- 
tion. We must make conscientious effort 
to overcome normal sales resistance, but 
by the same token, we cannot exceed the 
limits which will result in a complete 
alienation by our prospects should we 
fail to convince them of their need for 
insurance. 

“Tt must be remembered at all times 
that the one and only reason for being a 
salesman is to make sales. True, people 
quite often shy away from the life in- 
surance salesman—probably because they 
don’t wish to have their financial weak- 
nesses exposed. They may cringe in mock 
terror from you with the thought that 
money for an insurance premium could 
be used better for an extra week or two 
of vacation—or a color TV set—anything 
but what you'll be talking about and 
asking them to put their money into. 

“By the same token, however, when 
you don’t give in to their minor decep- 
tions—when you stick with them and 
get them to see their problem in the 
same light you do—when they are moti- 
vated by you to take action—don't they 
generally say ‘Thank you’? Isn’t it pos- 
sible that personal pride dictates that we 
do not buy until we have been sold” ? 


Citizens Life Holds Initial Sales 
Convention at Kiamesha Lake, N. Y. 


The Citizens Life of New York held 
its initial sales convention for general 
agents, producers and company execu- 
tives, during the four days, October 27-30 
inclusive, at the Concord Hotel, Kia- 
mesha Lake, N. Y. 

In his welcoming address, Jack Hy- 
man, president of the company, told of 
the progress Citizens Life had made in 
the little over two yeurs. “In the nine 
months ending September 30, 1958, we 
wrote $11,400,000 of Ordinary and Group 
life. In the same period of 1959 we wrote 
$28,400,000, about 2%4 times as much. At 
the end of September 1958, we had $24,- 
000,000 of insurance in force. One year 
later we had more than doubled it in a 
total of $50,000,000.” 

John A. Solomon, vice president of 
Citizens Life, spoke on portfolio changes 
now being made by the company. He 
reviewed New York State’s Regulation 
#39 and pointed out that the Citizens 
Life’s whole life reducing premium pol- 


icy, although having a high first year 
cash value, is not considered a “minimum 
deposit” type of policy. The company 


will continue to offer this policy as here- 
tofore, without major change, and will 
also continue its guaranteed low policy 
interest rates, said Mr. Solomon. He 
announced a new family rider for use 
with both participating and non-partici- 
pating policies. 

Future 


Ackerman, dean of the 
Administration of 
was guest 
Dean Acker- 


Dean Ackerman Discusses the 


Laurence J. 
School of Business 
University of Connecticut, 
speawer at the convention. 
one of the nation’s foremost insur- 


man, 
ance educators, discussed the future of 
life insurance in this country. He de- 


clared that “while we had a population of 
150 million people in 1950, we will have, 
even by conservative estimates, 200 mil- 
lion by about 1970. This year, our gross 
national product will hit about $250 bil- 
lion. For ten years from now, $500 bil- 
lion would probably be a very gross 
underestimate. These increases will re- 
quire an additional work force of at least 
10 million—despite automation—half of 
which will be men and half women,” 


For the first time in the history of the 
nation, Dean Ackerman said, the average 
family income has reached $5,000. This 
means that a higher proportion of our 
population than ever before has discre- 
tionary spending and saving power. And 
this means, he said, new markets in new 
places, one of which very surely will be 
a tremendous broadening in the area of 
advanced life underwriting. 


Effects of High Blood Pressure on Aged 


Dr. Manuel Rodstein, medical direc- 
tor of Citizens Life, presented to the 
convention an evaluation of the effects of 
high blood pressure on the aged, and 
its significance in terms of life insurance 
rating. “A new factor has been intro- 
duced in the last seven years or so in the 
evaluation of cases with high blood pres- 
sure for insurance” said Dr. Rodstein. 
“This is the discovery of drugs which if 
taken regularly in adequate dosage will 
cause a lowering of the blood pressure. 
The degree of lowering may be enough 
to make the pressure come into the nor- 
mal range under 140/90. 
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LIFE INSURANCE 
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RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 
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JACK HYMAN 


“The fact that an applicant has a nor- 
mal blood pressure at the time of medical 
examination while taking drugs does not 
make us ignore a history of past high 
blood pressure for several reasons. One 
is that the pressure will ordinarily stay 
down only as long as the drugs are taken 
regularly. A second is that the drugs 
themselves are not harmless. In a certain 
number of people taking them severe side 
effects may occur which may be very 
severe and make discontinuance of the 
drug necessary. Third, while the blood 
pressure may be lowered, the effects of 
damage to the person from his previous 
hypertension may not be eliminated or 
may be only partially reduced. Fourth, 
the drugs are too new, having been in 
widespread use for only seven years, 
which is not long enough for us to know 
their long term effects on mortality. 

“Such lowering of the blood pressure 
by drugs” said Dr. Rodstein, “is a fav- 





orable factor in underwriting the risk, 


good medical supervision, has 
time, and appears likely 
under care. In such a case” he said, 
rating will be reduced.” 

Other speakers were ‘Leonard Leveen, 
Citizens Life’s general agent at Syracuse. 
N. Y., whose theme was “The Happy 
Melvin Gold, F-.A.S., actuary, 
“The 

To You,” and Charles 
superintendent of agen- 


Funds.” 
who discussed 
What It Means 
E. Azen, CLU, 


’ 


Are Made By Salesmen. 


apparently of the belief that 
and no play” is contrary 
ture. This view was shared by the man- 
agement of the Concord which made 
more than good on its boast to provide 
unsurpassed food, entertainment, f 
and other facilities. 
pily, cooperated with Citizens Life to 
make the gathering not only valuable 
to those who attended it, .but a most 
enjoyable occasion as well 





Qualified Life 
Personnel Available for 
Immediate Assignment 


"A''—General Agent or Agen- 
cy Mgr.—Successful production 
man, 12 years’ experience, com- 
petent trainer and recruiter. 


"B"—CLU, CPCU — expori- 
enced all lines. Ideal for multi- 
line company management spot. 


"C''—Energetic CLU, personal 
producer, ready for supervisor or 
assistant agency manager spot. 
Prefers Philadelphia. 








able period of time. 








Street, New York 38, N. Y. 


ACTUARY 


Medium size company in Midwest with $20 million Group 
Term and A & S premium income interested in employing actuary 
with experience in Group Paid-Up Life Insurance to create new 
! division. Essential that this man have a grasp of the admin- 
istrative procedures necessary for efficient operation in such a 
line. Will accept an Associate or near Associate (if experience 
warrants) provided individual can attain Fellowship in a reason- 


An attractive salary and job status will be fitted to the in- 
dividual’s qualifications. The future offers solid job satisfaction 
and financial fulfillment. All inquiri 
basis. Write to Box 2739, The Eastern Underwriter, 93 Nassau 


ies handled on confidential 


"D" — Mortgage loan repre- 
sentative, age 33, nine years of 
diversified mortgage loan and 
real estate investment experience. 
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Ass’t Medical Director 
For Bankers Life of Iowa 





DR. G. J. KIMBALL 


Glenn J. Kimball, M.D., has been 
named an assistant medical director of 
Bankers Life of Des Moines. He goes 
to Bankers ‘Life from Paul Revere Life 
where he has been assistant medical di- 
rector since October, 1956. 

Dr. Kimball received his medical de- 
gree in 1953 from the State University 
of Iowa’s medical school. He interned 
at Manchester, Conn., Memorial Hospital 
and then took residency at the Veterans 
Administration Hospital in Iowa City be- 
fore joining Paul Revere Life in Wor- 
cester, Mass. 

He is a member of the Association of 
Life Insurance Medical ‘Directors and 
the medical section of the ‘American Life 
Convention. 

A native of Tripoli, Iowa, he attended 
country schools and then took high 
school at Readlyn. He took undergradu- 
ate work at Wartburg College at Wav- 
erly before entering Iowa University. 





Equitable, Ia., at New Haven 





JOHN T. REDMAN 


John T. Redman, CLU, has been ap- 

pointed to head the New Haven, Conn. 
agency of Equitable Life of Iowa. 
_ A native of New Haven, Mr, Redman 
joined New York Life in that city in 
1952 upon graduation from University 
of Connecticut, In 1954 he joined United 
Benefit Life to engage in training and 
Supervisory work and was subsequently 
advanced to life sales director for Con- 
necticut. 


Mr. Redman is currently vice presi- 


| adent and educational chairman of New 


Haven Association of Life Underwriters, 
and chairman of the summer school for 
advanced life underwriters sponsored an- 
nually by the Connecticut Association. 
fe is a Mason, a member of the Amer- 
ican Legion, and a member of the Old 
yme Congregational Church. 


H. V. Kibrick, B. C. Lewis 
NYC Association Speakers 


The November 12 educational meeting 
of the Life Underwriters Association 
of the City of New York will feature two 
agent members of the Million Dollar 
Round Table, Herbert V. Kibrick, CLU, 
New York Life, Boston and Bernard C. 
Lewis, The Prudential, Newark. The 
meeting will be held in the Hotel Astor, 
according to an announcement by Gerard 
B. Tracy, CLU, National Life of Ver- 
mont, educational vice president of the 


MAINE FIDELITY GEN’L AGT. 

Maine Fidelity Life announces the ap- 
pointment of Frank X. Mangan as gen- 
eral agent in the Scranton and Dunmore 
areas of Pennsylvania. Mr. Mangan, 
who has represented the Western and 
Southern Life in this area for the past 
two years, is a graduate of the local 
schools and the University of Scranton. 





association. Mr. Kibrick will discuss 
“An Analysis of Selling” and Mr. Lewis 
will talk on “A Process — But No 
Magic!” 


Purchases Oakland Site 


A square block area in Oakland, Cal., 
has been purchased for $1,000,000 by 
Woodmen of the World Life Insurance 
Society of Omaha. The purchase in- 
cluded the land and buildings in the 
square block bounded by Broadway; 
Franklin, Eighth and Ninth Streets. 

Located on the property is the newly 
expanded store of Simon Hardware Co., 


which has taken a long term lease from 
the insurance firm and will continue to 
operate at the same location, according 
to Aaron Simon, vice president of the 
hardware firm. 




















GENERAL AMERICAN LIFE INSURANCE COMPANY — 





Must a 


life insurance man 
be all things to 


all people? 


@ 


“One stop” merchandising has become the vogue in many fields. 
Replacing the specialized corner grocery are super markets which 
offer the public—with one stop of their cars—drugs, toys and tools, 
along with meat and potatoes. 


Will “one stop” merchandising mean less need—and opportunity— 
for the professional life underwriter? Must a life insurance man... 
to serve his clients... and to succeed . . . also sell many other types 
of insurance? 


Thinking men and women require of their life insurance repre- 
sentatives more and more formal training... professional quali- 
fication and on-going study. There is a demand not for less but 
for more dedication...more individualized service to policy- 
owners, in view of the complexities of modern day affairs. Needs 
arise rapidly, change frequently. 


So long as there are people with personal problems in long-term 
financial security that need, from an insurance man, knowledge, 
ingenuity, and dedication of purpose, there is full opportunity for 
the professional life insurance man who is fully trained in his 
field—dedicated to one cause—succeeding from one source. 


General American Life’s philosophy of management is founded on 
the professional life insurance man—and the agency system which 
he made possible. This philosophy is reflected in the company’s 
products, its methods, and its agency contracts. 
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TOP EXECUTIVE LOWDOWNS 


has a 
luck 


magazine Fortune which 


for questionnaires with 


The 
penchant 
interrogated 


answers has 


the 


in getting 
1,700 heads of nation’s 
nesses. It wanted to know 
executives reached the summit, together 
with a birdseye view of their personali- 


top busi- 


how these 


ties. The answers are given by per- 
centages. 
The returns show that the largest 


single group (21%) were owners of small 


business. Two-thirds of the 1,700 were 
college graduates, and, says Fortune, 
“As for academic brilliance the insur- 


ance executives are in a class by them- 

Many of them had _ night 
background.” The magazine 
quotes one insurance executive: “I spent 
30 hours a week after business hours to 
become a Fellow of the Society of Ac- 


selves. 


school 


tuaries.” 

Naturally, many represented in For- 
tune’s poll are ‘(Phi Beta Kappas. Almost 
two-thirds who went to college helped 
pay their way by summer or part-time 
work. The colleges attended were among 


“the toughest” to get through. Indi- 
vidually, the most favored colleges were 
Harvard (12%); followed by Yale, 
M.I.T., Columbia and Princeton. Many 


at one time were lawyers. 

Commenting on the entire group, For- 
that it took 
to reach 


these executives 
their 


tune says 


time the top of 


companies, an average of 22 years. Their 


a long 


age averages 58 and Fortune thinks ten- 
ure of their present post will not be long 
as most will be retired by age 65. 

An overwhelming said 
vote the Republican ticket. Their favor- 


number they 
ite candidate for President is Nixon with 
76% Rocke- 
feller stands second with 11%. 

Salaries of top executives of insurance 


an average of so voting. 


companies, Fortune finds, are lower than 
in other leading fields. However, it does 
find an income of $250,000 “and over” in 
almost 1% of those who answered. How- 
ever, the average salaries of the insur- 
ance chiefs, Fortune reveals, is $50,658. 
Anyway, it is large enough to enable 
them to pay the rent of their house or 
apartment and buy a couple of tickets 
for a Broadway hit. 


Whatever conclusions can be drawn 
from the Fortune survey at least it 
makes an interesting feature of what is 
known as the summer or fall type of 
articles when nothing more important to 
write about looms. 





Admiral Sidney W. Souers, cliairman 
of General American Life, has been 
named chairman of the Greater St. Louis 
Citizen’s Committee for United Nations 
Week observance in St. Louis. The ap- 
pointment was made by St. Louis Mayor, 
Raymond R. Tucker. United Nations 
week—October 18-24—is the annual oc- 
casion for making known the purpose, 
principles and accomplishments of the 
world organization. October 24 is the 
anniversary of the establishment of the 
United Nations. 

* 





* * 


Douglas Hamilton Keare and Virginia 
Ann Clark were married in the Presby- 
terian Church, Verona, N. J., recently. 
The groom is the son of Spencer R. 
Keare, chairman and president of Fed- 
eral Life of Chicago, and is with Metal 
Perforating Co. of Fitchburg, Mass. He 
is a graduate of Dartmouth. Mrs. 
Douglas Keare is daughter of Leonard 
Johnson Clark, vice president, Pepley, 
Clark & Johnston of Newark, and is 
a graduate Skidmore College. The couple 
will live in Concord, N. H. 


“es... 


Alma Koch, a member of the secre- 
tarial staff of General Adjustment Bu- 
reau, Inc., for nearly 53 years, will retire 
on January 1, Miss Koch, a lifelong 
resident of New York City, was the first 
girl to be employed by the eastern pre- 
decessor of the present nation-wide loss 
and claims organization in 1907. As a 
token in honor of the unique service 
record that began more than a half cen- 
tury ago, Miss Koch’s associates pre- 
sented her with a sapphire set in a 
golden French bowknot with a Floren- 
tine finish. 

eae 

Ronald T. Perrella has been elected 
chairman of the board of the Chicago 
Alumni Chapter, Alpha Delta Sigma, na- 
tional professional advertising fraternity. 
He is assistant advertising manager of 
Old Equity Life of Evanston, Ill. Mr. 
Perrella joined Old Equity Life as assist- 
ant advertising manager in February, 
1957. ‘He received an Outstanding Service 
Award from Chicago Alumni Chapter of 
Alpha Delta Sigma on April 25. 

ee 


Horace W. Brower, president of Occi- 
dental Life of California, has been elect- 
ed first vice president of the All-Year 
Club of Southern California. 


New York City under act of 










































RUSSELL M. L. CARSON 


Russell M. L. Carson, prominent local 
agent of Glens Falls, N. Y., and former 
president of the New York State Asso- 
ciation of Insurance Agents, was pre- 
sented with the 1959 Distinguished Serv- 
ice Award of the New York State School 
Boards at the annual banquet in Syra- 
cuse of the School Boards Association 
of New York. Mr. Carson, a member of 
the Glens Falls School Board of Educa- 
tion since 1925 and a past president of 
the Glens Falls Board and the state 
association, was honored for his dis- 
tinguished service to public education in 
New York State. Mr. Carson hhas a long 
record of public service at the com- 
munity, state and national level in in- 
surance, education and other fields. Nel- 
son A. Rockefeller, Governor of New 
York, was the principal speaker at the 


banquet. 
— a 


Holgar Johnson, president of the Insti- 
tute of Life Insurance, was elected to 
the board of trustees of the National 
Health and Welfare Retirement Asso- 
ciation at its recent annual meeting held 
at the Waldorf-Astoria Hotel in New 
York. The National Health and Wel- 
fare Retirement Association is a 
nonprofit corporation established to 
maintain a retirement system for em- 
ployes of nonprofit organizations devoted 
to charitable, health or welfare work. 
Milton H. Glover is chairman of the 


board of trustees of NH & WRA. 


* * * 


John D. Brundage, CLU, president of 
Bankers National Life. was elected vice 
president of the American Heart Asso- 
ciation at the annual meeting of the 
Association, October 26-27 in Philadel- 
phia. He gave the keynote address at the 
general session on October 27. Formerly 
secretary of the Heart Association, Mr. 
Brundage served as acting chairman of 
the board in 1957-1958 and has served 
on various committees. He is also a 
trustee of the New Jersey Heart Asso- 
ciation, and was secretary-treasurer of 
that association until last year. 

ee = 


Robert C. Russ, vice president of Union 
Mutual Life, has recently been appointed 
chairman of the Maine Committee on 
Aging by Governor Clinton A. Clauson 
and the executive council. Mr. Russ 
and his fellow committee members will 
work on various problems relating to 
our senior citizens and their growing 
number in the population. In January 
of (1961, this committee will report to the 
White House Conference on Aging in 
Washington, D. C. Mr. Russ joined 
Union Mutual in November, 1946. 





DUDLEY S. BATES 


Dudley S. Bates, New York Life’s re.’ 
gional vice president in San Francisco,! 
on Monday completed 45 years with that 
company. His entire business career has} 
been in its service and all but nine years’ 
have been in San Francisco. In 1923 he} 
was appointed general manager of Fresno! 
general office and in 1932 general man-) 
ager of San Francisco general office 
which under his direction became the} 
company’s largest office. Since 1944 when 
Mr. Bates was named superintendent of! 
agencies he has traveled the Western’ 
states extensively. He was named region-| 
al vice president in 1953. Mr. Bates is al 
member of the Masonic Lodge and Ro-} 


tary International, and these clubs: San 


Francisco Golf, Menlo Country and Bo. 
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SAMUEL D. ROSAN 


Samuel D. Rosan, general agent Conti: a 
nental Assurance in New York, will be : 


honored for his many years of servi] 5 
to the Federation of Jewish Philanthto. | ; 


pies at a luncheon for the network 0} 
116 health and welfare agencies tendere 
by its Life Insurance Division. The lunel- 
eon will take place on Thursday, Dec § 
ember 3, in the Warburg Room at the§ 
Federation Building. Mr. Rosan, a ve 
eran philanthropic leader in the industt), 
was chairman of the 1958-59 campaig" 
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Philippe of the Zechendorf 


Claudius ‘Charles Philippe, who for 28 
years was with the Waldorf-Astoria and 
was banquet and entertainment manager, 
is executive consultant for the new 
i Zechendorf Hotel which will be built on 
© Avenue of the Americas, New York City. 
: The location is directly across the street 
” from the new home office being built by 
ancisco,, the Equitable Life Assurance Society at 
ith that’) Fifty-Second Street. 
eer hal) = The Zeckendorf will be the first hotel 








ness 


ife’s reps 


1933 hee of luxury standards to be built in this 
“Fresnot. city in the past three decades. It will 


al man-| have 2,000 rooms, and opening deadline 
| office f date is January 1, 1962. Philippe refers 


14 wheal to it as “a $66,000,000 luxury inn.” 
dent of ‘Jn his new post, Philippe has the full 






To come to America under the immi- 
gration laws he needed a guarantor that 
he would not become a public charge, 
and for this he made his own oppor- 
tunity. The young waiter at the Crillon 
had the regular assignment of room serv- 
ice to Mrs. Christian R. Holmes, daugh- 
ter of Julius Fleischmann, industrialist. 


Vester | responsibility for coordination of plans 
region- ge of architects, for furnishings and decora- 
aa Re tions of the bedrooms, suits, restaurants 
me San F and conference rooms and also the duties 
nd Bo-) of executive vice president and general 
ACA manager of the hotel. At the Waldorf 
| there has been an average of more than 
> 3,000 parties a year. Many luncheons 
; and dinners of insurance men have been 
held there. 

Philippe was born in London, Decem- 
ber 10, 1910. His father, a famous French 
chef and a friend of the legendary 
Escoffier, had been chef at the Adelphi 
Hotel in Liverpool, first executive chef of 

» the Lyons chain of restaurants, London, 

) and became chef of the Carlton Club. 

» The father retired to Grenoble, France, 

' where he opened the Restaurant Phil- 

_ ippe. 

After elementary schooling in London 
Claude studied at the School of St. 
Nicholas and the Sorbonne in Paris, then 
in 1925 started his career in the kitchens 
of the famous Hotel Crillon, Paris. 

A) His personality and competence made a 
good impression on her. When he got 

4 up courage to ask her, she agreed to 

/ Sign his papers for admission to the 
a rw States. 
| Atriving in New York, March 1929, 
with letters of introduction from his 
anthro- lather and other French hotel men, he 


: found work first at the Sherry-Nether- 


ve 
bee ian then, as assistant to Rene Black, 
junch- f° helped open the Central Park Casino 
* Dec: f 7 !@vorite restaurant of Mayor Jimmy 
at theme . alker—before moving to Embassy Club 
a vel vf Palm Beach and Deauville Club in 
dustry, °@m Beach. The depression came 


ion fp UOng at that ti leavi im j 
npaigt : ime leaving him jobless. 
Selling Fuller brushes was his recourse. 

















He drew Greenwich Village as his as- 
signed territory, and saturated the vil- 
lage with brushes. 

Meanwhile, the Waldorf-Astoria was 
being readied for opening, and Rene 
Black from the Central Park Casino had 
been brought over to manage the restau- 
rants. Black was glad to recommend his 
old assistant for a job. 

Charity balls and benefits have taken 
an increasing share of Philippe’s atten- 
tion in recent years. Together with Elsa 
Maxwell he organized the first “April 
in Paris” Ball, now established as an 
important event of New York’s spring 
social program and which raised $200,000 
for its beneficiaries this year. 

Philippe was a founder member of the 
gourmet society, Les Amis d’Escoffiers, 
and together with the late Crosby Gaige 
was one of the organizers of the Wine 
and Food Society. Eight years ago he 
brought together a group of 50 friends, 
the Lucullus Circle, dedicated to “the 
Renaissance of the Arts of Hospitality,” 
whose annual series of dinners have 
become world famous. His wife is a 
noted French actress. 


re ae 


New George Allen Series 


For 27 years George Edward Allen of 
Washington has been a news _ person- 
ality. Although not now in public life 
the newspapers and magazines are con- 
stantly writing articles about him. He 
doesn’t try to stay out of print, nor does 
he object to getting in. He is a current 
news attraction because he is the most 
intimate friend of Dwight Eisenhower. 
He accompanies the President on _ his 
vacation and golf trips, is always a mem- 
ber of the foursome, and he has a 
Some at Gettysburg near that of the 
President, 

The latest publicity received by Mr. 
Allen is a series of articles about him 
in the Scripps-Howard newspapers writ- 
ten by Andrew Tully, their Washington 
correspondent. The series, starting on 
Tuesday of this week, is full of low- 
downs on a man about whom newspapers 
have been running Jowdowns for years. 

George Allen was for some years vice 
president of the Home Insurance Co. 
and is still on the board of two life in- 
surance companies—Penn Mutual and 
Occidental Life of California. A mem- 
ber of one of the leading law firms of 
Washington lie is reputed to be a mil- 
lionaire. He doesn’t deny it. 

Mr. Allen has been the personal friend 
and confidant of three Presidents of the 
United States. He first attracted news- 
paper prominence under President 
Franklin D. Roosevelt when he was made 
one of District of Columbia’s Commis- 
sioners in charge of the police and fire 
departments. He gave those positions 
glamour, his office becoming the favorite 
calling place for reporters who found 
the new Commissioner a keen wit. As 
a racanteur Allen has the happy faculty 
of making himself the goat in all stories 
he tells. He became chief lieutenant of 
Basil O’Connor, Roosevelt’s law partner, 
in the campaign against infantile paraly- 
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GEORGE E. ALLEN 





sis and was the originator of the “March 
of Dimes” a tremendous success in rais- 
ing funds to fight polio. Conceiving the 
March of Dimes was a touch of genius as 
it particularly fascinated children who 
mailed in dimes helping to fill the bar- 
rels with those coins. 

When World War II started George 
went to England as chairman of a com- 
mittee on treatment of prisoners of war 
and spent most of his time while there 
with Eisenhower when he was chief of 
SHAFE, Originally he had met Eisen- 
hower when they were living in the old 
Wardman Park Hotel in Washington. 
Soon after Allen got back from England 
Roosevelt received a letter from Eisen- 
hower asking him to please “think of 
some excuse to have Allen come back 
and visit us again.” Truman made Allen 
director of the Reconstruction Finance 
Corporation as a stop gap telling him 
“Take the job George, look around and 
pick out the man who will be your suc- 
cessor.” George appeared before the 
Senate committee examining him as to 
his qualifications. 

The committee wanted to find out 
whether Allen had profited by his pub- 
lic connection with a municipal apart- 
ment building development in a section 
of Washington largely inhabited by 
colored people. 

“Yes, I have in one respect,” he an- 
swered. 

“In what respect?” asked a Senator 
coldly. 

“Those fellows now address me as 
Colonel,” was his reply. The rest of 
the hearing was a comedy at which all 
had a good time. 

Because of the close intimacy be- 
tween the President and Allen many 
people in the business world have tried 
to get Mr. Allen to persuade Eisenhower 
to endorse a business organization or an 
individual business itself, but have been 
consistently turned down. It was there- 
fore, surprising when on the occasion of 
the Equtiable «Society’s recent cen- 
tenenary, Eisenhower sent a statement 
praising life insurance, the first that he 
has given. Allen, however, had nothing 
to do with this eulogy. The Eisenhower 
statement was sent to Holgar J. Johnson, 
president of the National United Serv- 
ice Organizations, who is also president 
of Institute of Life Insurance. 


* * * 


New Post for Dr. J. T. Robison 


Dr, James Troy Robison, named chief 
of education services section, personnel 
services division, headquarters, United 
States Air Force, has long been a leader 
in Woodmen affairs. 

Dr. Robison transferred 


from the 


office of the assistant chief of staff for 
intelligence, USAF where he had been 
serving as an intelligence research spe- 
cialist since 1951, 

After graduating from Southern Illi- 
nois University, Carbondale—his home 
town—Dr. Robison took the Master of 
Arts in history (1939) and the Ph.D. in 
European Economic History (1948) from 
the University of Colorado. 

For three years he taught in elemen- 
tary schools and nine years in high 
schools in Southern Illinois prior to 
World War II. He also taught history 
at Millsaps College from 1946-49 and at 
Memphis State University from 1949-51. 

Dr. Robison belongs to American As- 
sociation of University Professors and 
American Historical Society. In World 
War II he served with the U. S. Coast 
Guard. His daughter is a sophomore in 
the College of Education at University 
of Maryland. 

* ok 


A. & H. Plan for Bank Credit Card 
Holders Extended in Cal. 


A unique credit card health insurance 
plan which attracted attention when 
launched July 1 in four key California 
counties has been extended to four other 
counties in the state. It is the “Valley 
Physician’s Plan,” put into effect by Pa- 
cific National Life of San 
which offers accident and health cover- 
age to Bank of America credit card 
holders. 

Bankamericard holders in California’s 
San Joaquin, Stanislaus, Tuolumne and 


Francisco, 


Calaveras counties have now joined 
users of this credit card system in 
Fresno, Merced, Madera and Kings 


counties who are eligible to participate 
in the plan. 

“The plan’s initial success in the four 
pilot counties prompted us to expand it,” 
said PANLACO President H. B. Perrin, 
who added: “The more than 200 physi- 
can members of the San Joaquin 
County Foundation for Medical Care 
have thus joined with hundreds of physi- 
cian members of non-profit Fresno and 
Merced County medical foundations in 
endorsing our plan.” 

The Valley Physician’s Plan enables 
PANLACO to pay a maximum amount 
of hospital surgical and medical costs 
because foundation members have agreed 
to a schedule of maximum medical and 
surgical fees. 
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Dauwalter President 
Fred S. James & Co. 


JENS EXECUTIVE VICE PRES. 





Finger Vice President and Treasurer; 
G. W. Blossom, III, and F. R. Blos- 


som, Jr., Vice Presidents 





George W. Blossom, Jr., chairman of 


Fred S. James & Co., century old na- 
tional insurance brokerage firm, an- 
nounces. official and organizational 


changes reflecting plans under study for 
some time to insure its future growth 
and development under the direction of 
a hae executive staff. 

Schuyler Dauwalter has been elected 
BE oem and chief executive officer. 





F. SCHUYLER DAUWALTER 


Arthur M. Jens, Jr., Chicago, has been 
elected executive vice president in charge 
of business development, and a director. 
He will be assisted by a staff of officers 
including H. F. Larson, B. J. Nichols, 
K. ©. Saunders, ‘D. W. Valentine, B. 
Stuart Weyforth, Jr., and T. iR. Wiley. 

Leo C. Havey of Philadelphia and 
Joseph M. Wilner of San Francisco con- 
tinue as executive vice presidents in 
charge of Eastern and Pacific Coast op- 
erations. Both are directors. 

Sherman W. ‘Finger, Chicago, was 
elected vice president and treasurer with 
general administrative responsibilities. 
George W. Blossom, \lII, Chicago, was 
elected vice president and secretary, and 
F. R. Blossom, Jr., Chicago, vice presi- 
dent and assistant secretary. All three 
were elected directors. 

E. Walter Geisler, Pittsburgh, and 
Russell Bleakley, Sr., Philadelphia, were 
elected vice chairmen. F. R. Blossom, 
Chicago and R. .R. Mallard, Los Angeles, 
were elected senior vice presidents and 
directors. 

Russell Bleakley, Jr., vice president, 
Philadelphia, was elected a director, and 
Scott B. Fraser, Pittsburgh, was elected 
second vice president. 

Mr. Dauwalter has been associated 
with the organization since 1943. Imme- 
diately prior to his employment there 
he was assistant general manager of the 
National Board of Fire Underwriters in 
New York, and in earlier years was asso- 
ciated with several large insurance com- 
panies in various capacities. 

Mr. Jens became associated with the 
firm at Chicago in 1947. Immediately 
prior to this he had been secretary and 
assistant treasurer of Trans World Air- 
lines, Inc., although in earlier years he 


Junior Fire Marshal 
Program on TV, Nov. 9 


National attention focuses on _ the 
Hartford Fire Insurance Company’s Jun- 
ior Fire Marshal Program November 9 
when the CBS network television show, 
“Father Knows Best,” highlights the 
nationwide public service JFM effort. 

During the coast-to-coast telecast 
(8:30-9 P.M. E.S.T.), Lauren Chapin, 
who portrays Kathy Anderson on the 
family show, will qualify as a Junior Fire 
Marshal by completing a home inspec- 
tion with the help of her “parents,” 
Robert Young and Jane Wyatt. 

Kathy, determined to maintained fire- 
safe conditions in the Anderson home, is 
instrumental in revising a plan of ther 
parents to take an old-fashioned bicycle 
ride and instead enlists their help in 
inspecting and cleaning the attic. 

Some four million youngsters qualified 
this year as Junior Fire Marshals by 
completing similar home inspections dur- 
ing National Fire Prevention Week. 


C. J. Williams Retires 


On eve of his leaving for his home at 
Atlanta, Secretary and Vice President 
C. J. Williams was tendered a retire- 
ment luncheon by officers and staff of 
the North British Group (now affiliated 
with Commercial Union-North British 
Group). United States Manager W. L. 
Nolen was host and expressed the senti- 
ments of Mr. Williams’ associates on 
his retirement, wishing him many years 
of leisure, contentment and good health. 

Mr. Williams was formerly Southern 
department manager at New York and 
Atlanta for about 12 years, equally di- 
vided between the two offices. Latterly 
he has been assigned to administrative 
duties at the New York administrative 





office. His total service with North 
British Group aggregates almost 33 
years. 


Davidson Asst. Secretary 
Of the Nationals Board 


John Davidson, formerly administra- 
tive assistant, has been named assistant 
secertary of the National Board of Fire 
Underwriters. Mr. Davidson, who was 
born in Bloomfield, N. J., has been with 
the National Board since November, 
1953. He was graduated from Cornell 
University in 1937 with a bachelor of 
science degree in administrative and 
mechanical enginering, and is a mem- 
ber of Tau Beta Pi, honorary engineer- 
ing society. Mr. Davidson is on the 
executive board of the Eagle Rock Coun- 
cil of the Boy Scouts of America. Be- 
fore joining the National Board, he was 
a manufacturing engineer with Western 
Electric Co. and a management consult- 


ant with Booz, Allen and Hamilton of 
New York. City. 





Bellerose and Raney 


Advanced by Hartford 


Two promotions in the Southern de- 
partment of the Hartford Fire Insurance 
Company Group are announced by Man- 
ager John H. Ledbetter. Robert J. 
Bellerose has been promoted to agency 
superintendent at the Hartford Group’s 
Orlando, Fla. office. Ben T. Raney was 
named supervisor of the accident and 
sickness department at Atlanta. 

Mr. Bellerose, a native of Meriden, 
Conn., was graduated from the Bentley 
School of Accounting and Finance at 
Boston. Associated with the Hartford 
Accident and Indemnity since 1941, he 
first served at the home office and later 
as payroll auditor, casualty special agent 
and bond special agent at the Greens- 
boro, N. C. office. For the past two years 
he has been superintendent of the bond 
department at Orlando. 

‘Mr. Raney, who attended Georgia In- 
stitute of Technology, joined Hartford 
Accident in 1948 as an accident and 
sickness special agent at Atlanta. Since 
1954 he has been special agent for the 
company at the Jacksonville, [Fla., office. 
A past secretary-treasurer of the Florida 
Casualty and Surety Association, Mr. 
Raney also is active in the Florida and 
Georgia Football Officials Associations. 


Home Inspection Programs Prepared 


The National Board of Fire Under- 
writers yesterday took a new step to 
assist fire departments in their campaign 
to reduce fire losses in the United 
States. As an aid to fire departments 
conducting Home Inspection Programs, 
the National Board has prepared a new 
folder which uniformed firemen may 
leave with a householder after inspecting 
the premises. 

The new folder thanks the household- 
er for cooperating with the local fire 
department in its inspection program 


and underlines safety tips which, if 
followed, can reduce the possibility of 
fire. 


The pamphlet also contains reminders 
for keeping the home ffire safe subse- 
quent to the inspection and it serves as 
a goodwill media. Space is provided on 
the front of the pamphlet for the fire 
department to stamp in its own identi- 





gained wide insurance experience with 
several large insurance companies. 

Mr. Havey joined Creth & Sullivan, 
Inc., of Philadelphia, in 1947, and later 
became its executive vice president. On 
the merger of this firm with James in 
1956, Mr. Havey retained this position 
with Creth i& Sullivan, Inc. 

Prior to his association with James 
in San Francisco in 1944, ‘Mr. Wilner was 
with the National Fire of Hartford. He 
was elected a vice president of James in 
1950, and was admitted to the firm in 
1952. 


fication, and the new pamphlet tends to 
establish a personal relationship between 
the fire department and the community. 

Thus far this year 15,000,000 homes in 
the United States have been inspected 
by uniformed firemen with approximate- 
ly 50% of the fire departments in the 
nation participating in the work. 

The Home Inspection Program makes 
fire prevention real to the householder. 
It provides a means whereby firemen 
can point out to the residents existing 
fire hazards and ways to eliminate them. 
It also gives firemen the opportunity to 
emphasize the importance of fire safety 
in the home, and the need for constant 
vigilance. 

The Home Inspection Program, in ad- 
dition, stresses the importance of the 
fire department as a public service or- 
ganization which not only fights fires 
0k seeks to halt them before they hap- 


“The Fire Chief in a mid-western city 
of 85,000 population reports a reduction 
of 41% in the number of home fires in 
his city during the past year, the first 
year that home inspections were con- 
ducted in his community. Moreover, in 
that period, there was no loss of life. 

If fire departments conducting Home 
Inspection Programs wish to avail them- 
selves of these new pamphlets, they may 
write to the National Board of Fire Un- 
derwriters, 85 John Street, New York 
38, N. Y., 222 West Adams Street, Chi- 
cago 6, Iil., or 465 California Street, San 
Francisco 4, Calif., giving the dates on 
which the inspections will be conducted 
and the number of homes which will be 
inspected. 
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AFIA 25 Year Legion % pe 
Elects New Officers” pe 


Succeeding Theodore B. Deems, Sv. 
perintendent Charles M. Bowers wa 
elected president of the AFIA Legion gy) anc 
their 14th annual meeting at the Car) qué 
lyle Hotel in New York. Twenty-two the 
members of this international quarter Ff | 
century club of the American Foreign) P 
Insurance Association were present, 

Other officers include Assistant Secre.| 
tary Robert H. Hughes, vice president; 
Emma Christofer, secretary, and Archi- 





bald Cubbin, treasurer. Continent vice! 
presidents include Amar Nath Chatter. te 
jee, Calcutta, India; Norma L. Bell, i”@ 
Sydney, Australia; Christiano Santos Bo.» 
teiho, manager for Rio de Janeiro, Brazil 7 oY 
and Manager Rene Povel, Brussels, Bel-§ re live 


gium. : 
The Legion now comprises 73 mem) ire 
bers. Twenty-four are with New Yor p Ne 
head office and 49 in branches through-| f: 


out the world. Seventeen of these a patie 
bers have reached the 35-year service Fiel 


mark and 23 have completed 30. to 5p tee 
years with the association. e 










The International Association of Fire 
Chiefs has announced appointment off 
Al Drayton as director of public rela © 
tions. He formerly was a member of the 
public relations department of the Ne 
tional Board of Fire Underwriters. 

Mr. Drayton has had broad experience 
in nearly all phases of public relations 
and news writing. Before joining the 
National Board in April, 1952, he was as- 
sistant director of media relations for the 
Licensed Beverage Industries, Inc., the 
public relations organization of the al-t 
coholic beverage industry. Prior to that 
he was assistant to the promotion direc: 
tor of the National Association of Manv- 
facturers, and before that a reporter ani 
rewrite man on the Newark News, New-/ 
ark, 4 

Mr. Drayton attended Trinity School t 
New York, and the University of Vir® 
ginia, Following service in World Wat” 
II he supplemented his knowledge oe 
public relations by study at New oul 











University, the New School for Soci 
Research ,and Yale School for Alcoh”  retir 
Studies. He has traveled throughout! © They 
most of Europe and Latin America. | 

W 


HOMEOWNERS CUT IN TENN. | nen; 
Insurance Commissioner John R. Lom) coy 


of Tennessee has approved a reductiol® \ pie 
of from 10% to 15% for homeowne’® rece, 
policies, effective November 15. Th® in 4 
change was requested by the Tennesstt™ {recy}, 


Inspection Bureau, which stated home Gu 












owners’ coverage losses have been fut B sent 
ning about 20% below expectatioM)) So¢;, 
Optional deductibles are offered 1° meet 
windstorm and hail losses. Savings "thea 
policies with $50 deductibles range “9 tical] 
high as 46% it is reported. presi 

@ Th 

© dona 


WARD PRES. CONN. AGENTS |... 





The Connecticut Association of Inst’ cig, 
ance Agents last week elected Stetso" \ Fire 
Ward, New Haven, as president, sity N. J 
ceeding I. Nelson Beers. Rutherford 6 tee te 
Huizinga, Stamford, is the new vice PTS Ney 
ident, with John: B. Crosson, Hartford ferin, 
secretary-treasurer, and Eben Learned of th 






state national director. 
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Ex-New Jersey Fieldmen’s Assn. 
Annual Banquet Draws Large Group 


By Epwin N. Eacer 


With 35 members of the Ex-New Jer- 
sey Fieldmen’s Association assembling 
for the seventh annual good-fellowship 
banquet on October 26 at the Gramercy 
Park Hotel in New York City, ghosts 
of yesteryear in the Garden State looked 
down upon a smiling group of gay, care- 
free, contented men who come together 
each year to renew memories and friend- 
ships. Of course, many members see one 
another frequently between annual ban- 
quets; others from distant spots make 

2 ! sedge 
the dinner meeting “the big evening 
of the year, but for all there is an atmos- 
phere of comaraderie at these affairs 
which transcends any social or business 
sessions at other times. 

These insurance men who once were 
special agents, state agents or fieldmen 
with other titles in New Jersey and who 
are now either occupying executive posts 
in the industry, or are retired, speak 
not a word of insurance problems when 
they meet at the roof garden banquet 
hall of the Gramercy Park Hotel. The 
lively conversation centers around per- 
sonal matters, recollections, jokes and 
the chit-chat of good friends. The Ex- 
New Jersey Association is proud of its 
membership and banquet turnouts. Fash- 
ioned after the New York State Ex- 
Fieldmen’s Society which meets annually 
in May at the same hotel, the younger 
association now rivals the New York 
group in attendance at the dinners. 


America Fore Loyalty Group, and serv- 
ing also is ‘William P. Rogers, America 
Fore Loyalty Group. 

‘Ten new members were admitted to 
the association. They are L. Gilbert 
Clark, Standard Accident; Horace 
Crowell, Jr., Yorkshire; Charles W. 
Demarest, adjuster in New Jersey; Theo- 
dore Ill, agent at Short Hills, N. J.; 
Walter D. ‘Roden, associated with Mr. 
Demarest; .Mr. Rogers; Harold Samsel 
and Stanley Ullrich, Home; John Van 
Brunt, Fireman’s Fund, and Andrew B. 
White, America Fore Loyalty Group. 

For the first time the association hon- 
ored a past president with a special gift. 
The recipient was Carl Fry, Boston, im- 
mediate past president. A move to form 
a sort of “inner circle” of past presi- 
dents got kicked around, and ended up 
getting kicked right out the window. 

A. committee to consider welfare mat- 
ters was named with the members being 
Victor Kurbyweit, America Fore Loyalty 
Group; Philip M. Winchester, independ- 
ent adjuster, and Richard C. Williams, 
Hanover. 

Nomination and election of officers at 
these reunions vie with national conven- 
tions of the major parties. Nomination 
speeches, seconding remarks, applause 
and jeers tend to confound the confusion. 
When the smoke cleared the results were 
as follows: 


Williams New President 


President, Mr. Williams; vice presi- 
dent, ‘Walter D. Sheldon, America Fore 





Ben Fasman Photo 


Officers and executive committeemen of the Ex-New Jersey Fieldmen’s Associa- 
tion as they gather at the reception preceding the 1959 annual dinner-meeting at the 
Hotel Gramercy Park in New York City. Seated left to right, front row, are officers 
for 1959-1960: Walter D. Sheldon, vice president; Richard C. Williams, president; 
William T. Murphy, president for 1959; Guy Heiser, New York Ex-Fieldmen’s 


Society; Paul V. Hartelius, secretary. 


Back row, left to right: Victor L. Pitchford, executive committee; C. B. Cleaves, 
executive committee; Carl Fry, past president and on executive committee; Joseph 


H. Wilson, treasurer. 





Loyalty Group; secretary, Mr. Hartelius, 
and treasurer, Joseph H. Wilson, Home. 
Named to the executive committee was 
Frederick W. Doremus, Eastern Under- 
writers Association. Holdover members 
are Victor L. ‘Pitchford, American of 
Newark, and C. B. Cleaves, retired from 
the Fire Insurance Rating Organization 
of \N. J., plus all past presidents of the 
association. 

Joseph Sorge, Peerless, was named to 
study possibilities of holding some sort 
of spring meeting in 1960. 





Ben Fasman Photo 


Former road men in New Jersey—state agents, special agents and others—who are now insurance executives or have 
retired from active business, gather in the private dining room of the Hotel Gramercy Park for the 1959 annual banquet. 
They are all set to go for an excellent dinner and evening of good fellowship, and they were not disappointed. 


William T. Murphy, General Adjust- 
ment Bureau, president of the New Jer- 
sey Association, presided at the banquet 
which followed the more than hour long 
reception when the members assembled 
in the lounge for recollections and re- 
freshments. 

Guy Heiser, Crum & Forster, repre- 
sented the New York Ex-Fieldmen’s 
Society at the affair and spoke briefly, 
meeting forthright the competition from 
the assembled diners who challenge prac- 
tically every speaker and who give the 
President constantly divided attention. 

he association voted to continue the 
donation of $25 to the New York Insur- 
ance Society as a prize to a high-ranking 
student in a fire course. Gage Lewis. 
Fire Insurance Rating Organization of 
N. J., was named chairman of a commit- 
tee to consider a similar donation to some 
New Jersey educational organization of- 
€ring insurance courses. Vice chairman 
of the committee is Paul V. Hartelius, 
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Members Present 


Those present at the banquet, who 
voted unanimously that it was a grand 
affair and voiced their appreciation for 
the work of the officers, were as follows: 

S. Gage Lewis, E. S. Brokaw, Joseph 
Sorge, Allen A. Knapp, Claude ‘S. Nunn, 
Vincent Donahue, C. A. Vooris, Carl Fry, 
Earl F. Leach, C. ‘B. Cleaves, William P. 
Rogers, Joseph 'H. Wilson, R. C. Hunt, 
Victor L. Pitchford, Charles HH. Conklin, 
Horace Crowell, Jr., Paul V. Hartelius. 

Also Joseph I. Creedon, John W. Van 
Brunt, Walter D. Roden, Charles W. 
Demarest, Raymond G. Shepard, Wil- 
liam T. Murphy, Robert Hamilton, E. C. 


Niver, Victor Kurbyweit, Charles A. 
Dupuis, Walter Sheldon, J. Alexander 
Neill, Theodore Ill, M. J. Hartelius, 


Richard Williams, Phil Winchester, Wil- 
liam Ohl. 
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Don Sherwood Retires 





WAS ASST. GENERAL MANAGER 


Served as General Adjuster Eight Years; 
Formerly With Commercial Union, 
Phoenix of London 





Salesman? 


Donald B. Sherwood, assistant general 
manager of the National Board of Fire 
Underwriters since 1954, has retired after 
41 years of service in the insurance busi- 
ness, Lewis A. Vincent, general manager 
of the National Board announces. 

Mr. Sherwood served as general ad- 
juster for the National Board during the 
eight years prior to his appointment as 
assistant general manager in 1954. He 
was the administrator of the National 
Board’s “Catastrophe Plan,” under which 
supervisory offices are set up in disaster 
areas to facilitate prompt and equitable 
payment of large numbers of losses. He 
was closely identified with the National 
Board’s arbitration program, as well as 
the development of Guiding Principles. 

Only last month he flew to Charleston, 
N. C., to make an on-the-spot survey of 
damage wrought by Hurricane “Gracie.” 
The survey led to the establishment of 
a catastrophe office on October 10. 

And in July he flew to Houston, Tex., 
on the same sort of mission when Hurri- 
cane Debra struck that area, heading 
a three-man team which made the sur- 
vey leading up to establishment of a 
catastrophe office in that city. 

Some other disasters in which he put 
the “Catastrophe Plan” into effect were 
the Texas City explosion in 1947, the 
Florida and Gulf Coast Hurricanes of 
1947, 1948 and 1949, the tornadoes that 
struck Columbus, Ga., and Worcester, 
Mass. in 1953 and the disastrous hurri- 
canes of 1954-55, 

Mr. Sherwood had long experience in 
the insurance business. Before going to 
the National Board, he was general ad- 
juster of the Commercial Union Group, 
and served as president of the Eastern 
Loss Executives Conference (now Loss 
Executives Association) and on the ad- 
visory and conference committees of the 
Fire Companies Adjusting Bureau, Inc. 
(now the General Adjustment Bureau). 

Mr. Sherwood was born in Rutland, 
Vt., and educated in the Rutland schools 
and at the University of Vermont. He 
began his insurance career with the 
North British and Mercantile. Later, he 
became an examiner with the Phoenix 
of London in the New York office and 
after a few years a special agent for 
the Commercial Union Group in Vermont 
and New Hampshire. 

In 1929 the Commercial Union trans- 
ferred him to Masachusetts where he 
became a special agent for metropolitan 
Boston and Rhode Island. In 1934 he was 
transferred to New York and the com- 
pany made him its assistant general ad- 
juster and four years later its general 
adjuster. He joined the National Board 
in 1946. 

Mr. Sherwood 
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DONALD B. SHERWOOD 
He is & 
Delta 


Masonic Order, Rutland lodge. 
a member also of Lambda Iota, 
Sigma Pi and Theta Nu Epsilon. He F 
served in rag 4 United States Army in 3 
World War I, and is a member of the F 
American Legion, 


GAB Changes in W. Va., Md. [ 
Carl D. Copenhaver, manager of 

Clarksburg, W. Va., for General Adjust- § 

ment Bureau, thas been appointed man- | 





ager of the Charleston, W. Va., office, | 
succeeding Eugene Cornwell, who was : 
appointed manager of Pittsburgh. Ber- i 


nard D, Weaver, manager of Wheeling, | 
W. Va., has been appointed manager at § 
Clarksburg, succeeding Mr. Copenhaver. i 
John L. Nunemaker, manager at Beck- | 
ley, has been appointed ‘manager of | 
Wheeling. 

James A. Nancarrow, a native of W est f 
Virginia and presently senior adjuster | 
at Washington, D. C., has been appointed § 
manager at Beckley, succeeeding Mr. 7 
Nunemaker, R. R. Smiley has been ap- [ 
pointed general adjuster for West Vir- F 
ginia, with headquarters at Charleston. 
He succeeds John A. Shannon, who was 





appointed regional supervisor for this je 
area. a 
John B. McLaughlin has been ap- 


pointed manager of the Baltimore office, 
succeeding Philip E. Robinson, who has 
been transferred to New York as exect- E 
tive supervisor. Louis A. Laux has been © 
appointed general adjuster, with head- 
quarters at Baltimore. 


W. E. CHANDLER DIES 
William E. Chandler died in 








White [7 


Plains, N. Y., on October 26, after a> 
brief illness. State agent for the New & 
Hampshire Insurance Group in_ the” 


White Plains office, he had served the © 
companies ‘for more ‘than 31 years. Heis § 
survived by his widow, a daughter and 7 
2 grandchildren. 
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NFPA Reports Slight 
Drop in Fire Losses 


MORE DWELLINGS ARE LISTED 





Year’s Loss on Homes Totals Over $309,- 
000,000; Damage to All Buildings 
Was Over $1,056,000,000 





This country managed a slight gain 
last year in the never-ending struggle 
against destructive fire, the National 
Fire Protection Association reports. But 
the gain was too fractional to be the 
cause for any real celebration. 

In approximately 1,994,000 fires in 1958, 
value of property destroyed came to a 
little less than $1,279,000,000. Compared 
with the previous year, this was a de- 
crease of about $1,100,000 in dollar losses 
and about 32,000 fewer fires, according 
to the annual analysis compiled and pub- 
lished by the association’s fire record 
department. 

While overall losses checked slightly, 
more American homes went up in smoke 
than ever before in history. Fire de- 
stroyed or damaged 558,000 dwelling in 
1958, causing a loss of approximately 
$309,000,000. These totals, which are new 
highs, represent an increase of 28,000 in 
number and $32,750,000 in dollar cost 
over the previous year. 


Defective Heating, Smoking Principal 
Causes 


Principal causes of the building fires— 
which the National Fire Protection As- 
sociation declares are almost all avoid- 
able—were defective heating and cook- 
ing equipment, and careless smoking. 

Damage to buildings of all types total- 
led $1,056,308,000, down nearly $12,000, 
000 from the previous year, with 866,700 
structures involved in fire. A better fire 
record compiled by manufacturing plants, 
which showed a drop from almost $186,- 
(000,000 to about $175,000,000, was largely 
responsible for the decrease. 

The dollar cost of school and college 
fires also declined more than $6,000,000, 
to just under $24,000,000. There were an 
additional 1,126,875 fires not involving 
buildings — principally aircraft, motor 
vehicles, forest, ship, rubbish and grass 
fires—which accounted for an estimated 

222,500,000 loss, according to the Na- 
tional Fire Protection Association report. 

In this classification, aircraft fire losses 
amounted to $143,000,000, up $28,000,000 
from the 1957 total, although the num- 
ber of aircraft involved dropped from 
200 to 175. 

_ Motor vehicle fires showed an increase 
in both numbers and cost in 1958. There 
were 173,000 such fires, with total losses 
of $18,700,000 compared with figures of 
160,000 and $17,200,000 for the previous 
year. 

_ Topping the list of building fire causes 
is defective or overheated cooking and 
heating equipment, the NFPA reports. 
Theye were responsible for starting an 
estimated 193,000 fires in 1958, doing 
$149,158,000 worth of damage. 

Second principal cause is careless 

smoking, which started 150,000 fires de- 
Stroying $70,590,000 in property. This 
was a 15% increase in number and a 
$1,310,000 increase in cost. 
_ Incendiary and fires of suspicious or- 
igin increased by 40% during the year. 
here were 21,000 of them, causing total 
damages of $31,656,000. 


NAIIA Committee Meets 


The 12-man executive committee of 
the National Association of Independent 
Insurance Adjusters met with the asso- 
Clation’s executive secretary and execu- 
tive assistant at the Jung Hotel in New 
Orleans on November 3-5 to discuss 
association business. 

President Benjamin Horton, Horton 
Adjustment Co., Inc., Louisville, called 
the meeting in order to complete final 
plans for launching the association’s edu- 
cational program which he recently an- 
nounced, and to process the regular busi- 
hess of the national group. Approxi- 
mately 25 Members will attend this mid- 
year meeting. 


ACCOUNTS RECEIVABLE CHANGE 





New Non Reporting Form For Risks 
Where Exposure is Not Over $50,000; 
Valuable Papers Change 
The Inland Marine Insurance Bureau 
and the National Bureau of Casualty 
Underwriters, which cooperate in han- 
dling accounts receivable and valuable 
papers and records insurance coverages, 
announce one change in each of those 

classifications in most states. 
Heretofore the policy for accounts 
receivable required the assured to re- 
port the total amount of accounts re- 
ceivable at the end of each month and 


the premium was based upon those re- 
ports. new non reporting form will 
now be available which should meet the 
needs of business whose normal exposure 
is $50,000 or less where a monthly report 
of accounts receivable would be im- 
practical. 

The $50,000 limit for eligibility has been 
selected in order to reach the mass mar- 
ket. Any prospect whose credit opera- 
tions have extended over a period of at 
least two years and whose required limit 
of insurance is not in excess of $50,000 
shall be eligible. The limit of insurance 
shall not be less than 125% of the 
monthly average of accounts receivable 





during the 12 months preceding the ef- 
fective month of the policy. 

An endorsement has been prescribed 
for attachment to a valuable papers and 
records policy issued to libraries which 
will exclude loss caused by failure of 
borrowers or renters of books or other 
valuable papers or records to return 
them. It has never been the intent of 
this policy to cover such “trade losses” 
and the purpose of the endorsement is 
to clarify this point. 

It is expected the above items will be 
available on and after November 18, but 
the companies will make their own an- 
nouncements. 
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Regulation Stressing Price Could 


Injure Public, Insurance Industry 


Any system of insurance regulation 
which over-emphasizes price could result 
in danger to the public and the industry 
as a whole, President Paul H. Jones of 
the National Association of Insurance 
Agents holds. He contends that mainte- 
nance of adequate markets and solvency 
of sound, well managed companies should 
be one of the primary objectives of ade- 
quate regulation. ; 

In addressing the California Associa- 
tion of Insurance Agents last week he 
stated that too much emphasis upon price 
favors “the financial giants at the ex- 
pense of liquidation of smaller companies. 
This would tend to reduce competition in 
the insurance business rather than en- 
courage it, which is the aim of the Fed- 
eral anti-trust law. Also of vital impor- 





PAUL H. JONES 


tance would be the major gap left open 
in providing a market for insurance cov- 
erage through elimination of small but 
aggressive companies.” 

President Jones devoted his talk largely 
to replying indirectly to the address given 
by — P. McHugh, counsel of the 
U.S. Senate Subcommittee on Anti-Trust 
and Monopoly before the Chicago con- 
vention of NATA. 

Rate Cuts Reduce Market 

“The promiscuous cancellation of auto- 
mobile policies in certain geographic 
areas in recent months has been a ser- 
ious problem to some state insurance 
departments, and even one State legis- 
lature gave it their attention,” Mr. Jones 
pointed out. “This graphically illustrated 
that automobile insurance rates were cut 
to a point where those carriers could not 
preserve their market for a substantial 
segment of the public. 

“We believe that the insurance industry 
has a moral obligation to provide an 
insurance market for all of the insurable 
people, and not just for the lucky driver. 
The principle that premiums of the many 
shall pay the losses of the few is still 
sound insurance doctrine, and to ignore 
this principle is to invite state funds or 
other governmental intervention to ac- 
accommodate the needs of cancelled 
drivers. 

“We urge the Senate Sub-Committee 
to think long and deeply about many 
factors besides the surface value of lower 
rates. As has been pointed out to the 
sub-committee, and seasoned insurance 
veteran knows the real danger in carry- 
ing the price cutting philosophy to where 
the competition becomes only an attempt 
to get the cream at the expense of a size- 
able minority, or even an occasional ma- 
jority, of the public. 

“It is true that the giants of our in- 
dustry can exist for a long time, even 
though rates on some classes remain in- 
adequate to make a reasonable profit, 
but what about the small companies? 


We believe that the public and the indus- 
try are best served by the presence of a 
number of soundly managed and ‘financed 
companies to fullfil a vital competitive 
role in the market place. 
Changes Are Necessary 
“T agree with Mr. McHugh’s state- 













ment,” President Jones said, “that the 
price of survival is change and that in- 
surance can be no exception. As many of 
you know, I have repeatedly stated as my 
platform as president of your National 
Association that I did not believe in 
‘sacred cows’ because I know that the 
important thing is ‘what does the public 
like?’ I agree that changing times bring 
about a survival of the fittest, but I re- 
mind you that the fittest are rarely the 
strongest. The fittest are more often 
those endowed with the qualifications 
and ability to adapt themselves, to con- 
form to the unavoidable, to accept the 


inevitable, to fit in with the existing or 7 {yf 
changing conditions. : 

“Tt is noted that the American Agency 
System still has the major share of the 
business, but with a warning that accom. 
modations must be made if the long. 
established agency system is to prevail 
in the competitive structure. 

“IT would like to point out that the 
long history of the American Agency 
System gives ample evidence of its 
ability to accommodate to changing con- 
ditions in the business. Certainly here 
in California some of the recent de- 
velopments instigated by the old-line 
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type companies bears witness to this 
statement. 
Continuous Service Essential 

“Our type of system also maintains its 
firm adherence to the basic conviction 
that service is one of our primary func- 
tions as well as selling. To the captive 
agent the file is closed when the sale 
is made. To the independent agent the 
obligation to serve, usually at the con- 
venience of the insured, is present as 
long as that insured’s name is on the 
books. Insurance has been important 
and is becoming increasingly important 
every day to every citizen and every day 


there are more citizens to consider. 

“It is therefore paramount that the 
means of bringing insurance to all of the 
people shall be preserved not only in the 
big cities and towns and not only to cap- 
tains of industry, but in every corner 
of our country and to our humblest citi- 
zens. Today that condition exists 
through the American Agency System. 

The agents in that system are prin- 
cipally dedicated, hard working people 
and if they are to remain that way, they 
must be given reasonable compensation 
for doing their job well,” President Jones 
stressed. 


Proper Rating in Public Interest 

“Proper rating is not merely price- 
cutting if we are to do justice to the pub- 
lic and the other component segments of 
the insurance industry. The public will, 
in the long run, be best served by rates 
which in addition to the immediate price 
also take into consideration maintenance 
of the market, continued solvency of the 
industry, reasonable compensation for 
the service provided, and last but not 
least, sufficient incentive to cause some- 
one to sell the protection. Top experts 
in sales psychology will tell you that 
people buy what they want, not what 
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Sample newspaper 


# New Home Kit tells “How to Do It” — 
) ps out the procedure to follow—step by step. 
‘@ntains: 


«.. i 


You can’t always prevent your customers from 
having losses—but here’s the next best thing. 
With the new Home “‘loss-claim” kit you can 


dramatize the need for insurance, demonstrate the 


value of your own services. It shows you how to 
use the spotlight of public interest to carry your 
selling message. See your Home fieldman or write 
to the Advertising Department of The Home 
Insurance Company for your kit. Keep it ready 
for the day when it can help turn losses into 


profits for you! 


raurance 


Property Protection since 1853 


€ Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 





they need, and it takes a salesman 
usually to make them want insurance. 

“Too much emphasis on price cutting 
without due regard to these other impor- 
tant factors will not be in the long- 
range interest of the public. 
Suggestions to Aid American Agency 

iq j System 

There is much that could be done to 
advance the American Agency System 
and the welfare of the companies which 
we of that system represent. I suggest 
a few major items for your considera- 
tion. 
_ “First: Cooperation with our compan- 
ies in all areas in which we can and 
should reach a common understanding. 
I do not suggest an abbrogation of the 
primary fundamentals of the American 
Agency System by which we live, but I 
believe that a tremendous amount of 
good can come from an honest, factual 
search for improvements in the pro- 
cedures and techniques of both com- 
panies and agents. 

“Second: In service to our clients we 
should spare no effort to deliver that 
intangible something which sets the true 
professional type of agent apart from the 
captive agent. If we know our client’s 
business and his needs and recommend 
proper insurance accordingly, and if we 
continue our interest in our client’s wel- 
fare above our own throughout our re- 
lationship with him, we have rendered 
something which our competitors could 
not hope to equal. 

Agents Must Keep Educated 

“Third: We must continually study 
this business of insurance. There is no 
agent who knows insurance so thorough- 
ly that he can long rest on his personal 
knowledge in this era where new policy 
forms and new methods are being devised 
almost daily. A true professional in any 
field keeps up his consistent study be- 
cause there is no substitute for knowl- 
edge. 

“Fourth: We must safeguard the in- 
terests of our companies as well as those 
of the insureds. Your agency agreement 
empowers you te bind your companies 
and their great confidence must be re- 
warded with honesty and good judgment. 
We must do all in our power to make our 
agency authority a worthy trust. 

“Fifth: We should do everything prac- 
ticable to lessen our clients’ hazards. One 
of the things which any outsider misses 
in this business of ours is the fact that 
every true professional insurance agent 
is sincerely attempting to secure lower 
loss ratios and lower rates for his in- 
sureds, all consistent with the many 
variables some of which I have dis- 
cussed here today. 

“Sixth: We all owe our enthusiastic 
loyal support to our local state and na- 
tional associations. Only by such support 
can we do our full part in the advance- 
ment of the American Agency System 
and insure our progressive future there- 
under. 

“We of the American Agency System 
must achieve a practical balance within 
our separate spheres of influence, and I 
refer to the problems of agents with 
companies, bureaus, associations, state 
regulatory bodies, and the public, or 
certainly there will always be many ready 
and willing to step in with legislation, 
aggressive competition, or various other 
ways to take advantage of our short- 
comings.” 


Saunders Asks New Trial 


Attorneys for J. Byron Saunders, for- 
mer chairman of the Texas Board of 
Insurance Commissioners, recently filed 
a first motion for a new trial of the 
perjury suit: and conviction, claiming 
that the court had made five general 
errors. An amended motion is to be 
filed later. 

In his first motion John D. Cofer, de- 
fense counsel, contended that the court 
had misdirected the jury as to the law; 
had erred in a ruling on admissibility of 
evidence; that motions for an instructed 
verdict and discontinuance of the trial 
should have been granted, and that the 
guilty verdict was contrary to the law 
and evidence. 

The jury in the Saunders case recom- 
mended a two-year sentence, the mini- 
mum, and any suspension of sentence is 
prohibited. 





















J. G. Sullivan Marks 
Two Anniversaries 


AMERICA FORE PRODUCTION MGR. 


40 Years on William St., N. Y. and 35 
With Present Co.; Good Will 


Builder Among Ins. Brokers 





If a William Street poll should be taken 
as to the best known production men in 
the downtown insurance district, it’s al- 
most a certainty that Joseph G. Sullivan, 
production manager in the metropolitan 
fire department of America Fore Loyalty 
Group, would be close to the top of the 
list. 

He is now in his 40th year in the in- 
surance business and is observing his 
35th anniversary with the America Fore 
Companies, a dual milestone of which he 
is justifiably proud. 

Mr. Sullivan comes of an insurance 
family. His father, Patrick J., served 
John Hancock Mutual Life for many 
years, first as an agent and then as a 
superintendent, operating in Hartford 
and later in New York. His brother, 
George, is a New York insurance broker 
of many years’ standing and served the 
General Brokers’ Insurance Association 
for at least 12 years as president. 

The second generation of Sullivans is 
well represented in insurance by Joseph, 
Jr. who is assistant secretary of The 
Universal Agency, Inc. of New_York, 
president of which is Milton J. Blume. 

Started at M% Years of Age 

The senior “Joe” Sullivan was 14% 
years of age when he started his insur- 
ance career with the ‘Phoenix of Lon- 
don as a file boy at its 100 William Street 
office. Full of enthusiasm for making 
good, he was an adept student of insur- 
ance. After a few years he took a better 
job with Westchester Fire. Later he 
branched out into production as a special 
agent for the then prominent agency 
firm of Greene & Goetius. 

With his friendly personality and lik- 
ing for people, Mr. Sullivan proved to be 
‘a natural” in the production field. Com- 
petition was keen even in those days but 
“Joe” held his own with other fieldmen. 
The opportunity to join America Fore 
Group beckoned in 1924. He started off 
as a reinsurance placer. This got him 
“around the Street” and he made a lot of 
friends. He was soon promoted to special 
agent which, in turn, was a stepping 
stone to his present post as production 
manager which he has occupied for the 
past 20 years. 

“Joe” Sullivan thrives on good fellow- 
ship and good will building. Favorably 
known to many insurance brokers in the 
metropolitan area, he is always ready 
and willing to help them with their prob- 
lems. He is mainly concerned with fire, 
automobile and inland marine lines. 

Organizer of Testimonials 

A convivial soul, Mr. Sullivan is never 
happier than when he is organizing a 
testimonial luncheon or dinner in honor 
of some well known insurance man. He 
likes to take complete charge of such a 
party. One of the best remembered in 
recent years was the farewell dinner 
given to Harold Conick, U. S. manager, 
Royal-Globe Insurance Group, who was 
feted by the fire-casualty fraternity upon 
his retirement some years ago. Mr. 
Sullivan and Phil Winchester were co- 
chairmen of the Conick dinner commit- 
tee. Frank Christensen, then America 
Fore Group president, was honorary 
chairman. 

An interesting sidelight on “Joe” 


Sulli- 


JOSEPH G. SULLIVAN 


van is that he played semi-pro baseball 
in his early years and was the first base- 
man on the Bushwick Club team of Wood- 
haven, L. I. He has also coached junior 
baseball teams. His interest in baseball 
is still keen, but he has one regret—that 
the “Dodgers,” one of his favorite teams, 
is no longer domiciled in Brooklyn. He 
is also a good billiard player. 

Mr. Sullivan’s friends will be interested 
to know that astrology is one of his in- 
terests. “It’s a fascinating subject,” he 
told this reporter. 

Among his outside affiliations and in- 
terests are boy’s club work, the Reins 
Club, the America Fore’s Men’s Club of 
which he was the ‘first president. He is 
currently on its board of governors. He 
is also a member of the Cardinal’s Com- 
mittee of the Laity and of the Brooklyn 





Grand Jury Association. In fact, he has 
to his credit 15 years of grand jury 
service. 

Like his brother, George, “Toe” Sulli- 


van is a great believer in doing a good, 
ieoeemals job in whatever activitiy he is 
engaged. Insurance is a business of serv- 
ing and the Sullivans by their deeds have 
both practiced and preached this concept. 


Grossman, Harring Agencies 


In Catskill, N. Y., Merging 


The Grossman Insurance Agency and 
Harring & Harring, Inc., in Catskill, 
N. Y., announced recently that as of 
November 1, they will merge and there- 
after operate under the name of Gross- 
man Insurance Agency. Harring & Har- 
ring is an outgrowth of the Harring & 
Betts agency formed in 1918. The firm 
was incorporated in 1952 with Walter I. 
Harring (the original founder) as presi- 
dent, Raymond L. Harring, vice presi- 
dent, and Ethel H. Harring, secretary. 
The agency has represented The Trav- 
elers as regional agents for many years. 

The Grossman agency was started in 
1930 by Alex Grossman. In 1947 he 
was joined by this son, Edwin G., who 
was honored in 1951 by gaining his 
CPCU designation. The agency has 
represented Hartford Accident & In- 
demnity as general agents. 

The merged agencies will be located 
in the Harring office at 385 Main Street, 
Catskill, after November 1. 











N. Y¥. AGENTS HIT McHUGH 


Differ With Statements Made About 
New York in His Talk to NAIA 
Annual Convention in Chicago 
The New York State Association of 
Insurance Agents has taken strong ex- 
ception to some remarks made by Donald 
F. McHugh, counsel for the Anti-Trust 
and Monopoly Subcommittee of the U. S. 
Senate, in his talk recently before the 
National Association of Insurance Agents 

in Chicago. 

In a letter written to Mr. McHugh 
by Arthur L. Schwab of Staten Island, 
its legislative representative, the asso- 
ciation reiterates its support of the Bar- 
rett-Hawley Bill which Mr. McHugh 
stated was to stifle competition. In his 
talk Mr. McHugh called a statement 
contained in the memorandum support- 
ing the bill “amazing.” In its letter the 
association points out that this “amaz- 
ing” statement is strongly supported by 
the conclusions of the Merrit Committee 
which studied the matter of open com- 
petition in New York in 1911 and to 
which ‘Mr. McHugh also referred in his 
talk. The statement is further based 
on the one tenet which the association 
contends is supported by even the so- 
called independents and deviators that 
no company today or any time in history 
can make rates based solely on its own 
experience. 

The association further differs with 
Mr. McHugh is his statement that ciiaos 
could not return under present condi- 
tions by pointing out that such could 
easily result should half a dozen addi- 
tional large companies decide to follow 
the course of some independents. Be- 
cause rating organization rates must of 
necessity be an average, there would be 
at least half the companies who could 
find some excuse or other to deviate 
from the rating organization rate. 

In quoting further in its own memo- 
randum the association pointed out that 
“The survival of concert of action in 
rating today depends solely upon the 
recognition by the vast majority of in- 
surers that it is vital to the public in- 
terest and to sound fundamental prin- 
cipals of insurance. So, the vast majority 
of insurers writing most of the insurance, 
resist the exercise of the right to be 
independent filers of rates or deviators 
and by such a thread of tolerance to 
the competition of independents or devi- 
ators does concert of action in rating 
continue in its weakened status.” 


W. D. Cobb President of 


Vermont Agents’ Assn. 

Willard D. Cobb of Brattleboro was 

elected president of the Vermont Asso- 
ciation of Insurance Agents at the an- 
nual meeting in Manchester. He suc- 
ceeds John F. Lonergan of Bennington 
who was named national state director. 
W. Leland Lawrence of Springfield is 
vice president, Bennett D. Bell of Rut- 
land treasurer and Harold P. Shea of 
Barre was named to the executive com- 
mittee. 

The Vermont Association voted to 
form a subsidiary corporation to be li- 
censed as a broker for the sole purpose 
of placing state business on a non-profit 
basis. Commission income, minus costs, 
will be used for public service purposes 
such as fire and auto safety and safe 
driver training program. 








Conn. Agents Meet 
October 29 at Hartford 


With the accent on selling and 
streamlining agency operations, the 6lst 
annual meeting of the Connecticut Asso- 
ciation of Insurance Agents, Inc., fea- 
tured William A. Pollard, the executive 
secretary of the National Association of 
Insurance Agents; Louis Girolamo, for- 
mer district manager for Allstate. and 
Robert Burns, president, American 
Agency Management Bureau. The 
meeting was held Thursday, October 29, 
at the Hotel Statler-Hilton in Hartford. 

Others scheduled to speak included J. 
Quentin Breen, director of client services 
of William Schaller Co., Hartford, and 
Business and Financial Editor Donald I. 
Rogers of the New York Herald Tribune. 
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Now Art Lansill & Son, Inc. 


Art Lansill & Son, Inc., a_ newly- 


incorporated insurance agency, _ has 
opened at 5440 Main St., Williamsville 
N. Y., near Buffalo. The agency was 


formed two years ago as a partnership, 
with W. Arthur Lansill 
Richard P. Lansill, as principals. 

The senior Mr. Lansill had been with 
the F. E. Seymour insurance agency fot 
25 years. His son had been with. the 
firm five years. Arthur Lansill is ? 
graduate of the University of Pennsyl- 
vania. He was associated for 13 ee 
with his father in Wm. Lansill Co.. 
brokerage firm for oe house a 
products. 








and his son, 
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Two Inland Marine Filings Amended 


Revisions covering accounts receivable 
and valuable papers insurance and first 
class mail insurance (Form A) have been 
made by _ Inland Marine Insurance 
Bureau of New York. General Manager 
Harold L. rayne states that the filing 
on accounts ‘receivable and valuable 
papers insurance, effective Nov eee 18, 
amends the rules as follows: 


“a, By providing a reduced loading for 
coverage written subject to an agreed 
amount per article, under valuable pa- 
pers and records policies. 


“b. By providing for a blanket amount 
of insurance under valuable papers and 
records policies. 


“ce, By providing a mandatory endorse- 
ment to be used when providing valuable 
papers and records insurance for li- 
braries. 

“qd. By making provision for the writ- 
ing of accounts receivable insurance on 
a non-reporting basis. 


“At the time this bulletin was pre- 
pared the filing had become applicable 
in all jurisdictions in which the bureau is 
licensed except Connecticut, Hawaii, 
Kansas, Kentucky, Louisiana, New Jer- 


ey, New York, Puerto Rico, Tennessee, 
Texas, Virginia and Wisconsin. 


First Class Mail Insurance 


“Filing on first class mail insurance 
was submitted to become effective No- 
vember 1, and provides: 

For increased limits of liability 
with respect to coverage provided under 
paragraphs 2a and b. 

“b. Reduction in 
under paragraph 2a. 

“c. Elimination of the 
ments endorsement. 

“d. Revision of the flat 
package endorsement to provide for 
coverage on certificates endorsed in 
blank as to transferee with the name of 
an attorney to effect transfer inserted. 

“e, Reduction in rates on certified mail 
shipments covered under paragraph 2a. 


rates for coverage 


special ship- 


premium per 


“At the time this bulletin was pre- 
pared the filing had become applicable 
in all jurisdictions in which the bureau 


is licensed except Hawaii and Texas 
where the class is not filed, and Illinois, 
Kansas, Minnesota, New ‘Jersey, New 


Mexico, Puerto Rico, Tennessee and 


Wyoming.” 


Pennsylvania Ruling Given 
On Out-of-State Companies 


_A recent ruling by the Pennsylvania 
State Department of Justice holds that 
out-of-state insurance companies may 
be permitted to write business in the 
state without meeting the capital stock 
structure imposed on Pennsylvania com- 
panies. 

Under state law, Pennsylvania firms 
are required to div ide their capital stock 
into share of not less than $5 par value. 

The Justice Department’s opinion held 
that the capital stock requirements re- 
lates only to Pennsylvania companies. It 
said if out-of-state firms meet all other 
statutory requirements they should be 
admitted to write business in Pennsyl- 

vania even though their capital stock 
structure provides for no par value stock 
or stock having a par value of less than 
Di: 

The opinion came in reply to a query 
by State Insurance Commissioner Fran- 
cis R. Smith. 


SPONSORS SWAYZE PROGRAM 

The Universal Insurance Agency of 
Philadelphia is sponsoring nationally- 
known radio and TV commentator John 
Cameron Swayze on a new weekly pro- 
gram, “Analysis of the News.” The pro- 
gram is on Sundays, from 12:05 to 12:15 
P.M., over WFLN—AM & FM. 





Independent Adjusters’ 


Educational Program 

Benjamin Horton, president of the Na- 
tional Association of Independent Insur- 
ance Adjusters announces that the 
NAIA had perfected plans for a com- 
prehensive educational and training pro- 
gram which would be made available 
soon to its 452 member firms for use on 
a voluntary basis. 

Mr. Horton, who is also president of 
the Horton Adjustment Co., Inc., Louis- 
ville, Ky., said it was natural for the 
insurance industry to expect the national 
association to formulate a program de- 
signed to improve services but he 
pointed out that no association can take 
the place of good training and education 
on a local level which is where it be- 
longs, and where it can be enforced. 





Agricultural Changes 


The Agricultural Insurance Company 
announces transfer of supervision of the 
company’s business in Kansas and Ne- 
braska to the recently established West- 
ern department in “St. “Pauk- The 
company’s operations in Kansas thave 


been expanded to include full multiple 
line facilities under direct supervision of 
State 
sas City, 


Agent Bernard G. McCord, Kan- 


Mo. 
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Returns to Glens Falls 
In Fire Underwriting Dept. 








ALAN H. CANTRELL 
Alan H. Cantrell, former assistant 
manager of the Eastern Underwriters 


Association, has returned to the Glens 
Falls Insurance Co. Nov ember 1 as ad- 
ministrative assistant in the ‘fire under- 


writing department. He will work under 
the executive supervision of A. L Lowe, 
vice president in charge of fire under- 
writing. 

From 1949 until he received the East- 
ern Underwriters Association appoint- 
ment in 1955, he served the Glens Falls 
in various capacities and in several de- 


partments including fire underwriting, 
automobile, and inland marine. In 1950 
he was assigned to the ‘firm’s Newark, 
N. J., office first as field assistant and, 
a year later, as special agent. A native 
of fe Canaan, Conn., he received his 
B. A. Degree in Business Administration 


at nl University of Connecticut and did 
graduate study in insurance at the Whar- 
ton School of the University of Pennsyl- 
During World War II, he served 


vania., 
three years in the Air Force in the 
Pacific Theatre. 


New York Dept. Asks For 


Data on Finance Plans 


The New York Insurance Department 
has asked property insurers to present 
by November 16 details on each pre- 
mium finance plan offered in the state. 
The companies are asked to study their 
plans to ascertain if they involve any 
cancellation provisions which violate 
terms of the policy saitted and if there 
exists unfair discrimination between fi- 
nanced assureds and those paying pre- 
miums in full in advance. In its notice 
to insurers the Department said: 

“Because a third party assignee of a 
return premium has no greater standing 
than the insured, pro-rata cancellations 
for the benefit of a finance organization 
are inconsistent with provisions of stand- 
ard policies permitting cancellation by 
the insured only on a short-rate basis. 
They are also unfairly discriminatory in 
favor of the insured who requires credit 
as opposed to the insured who pays his 
premium in cash, 

“In the event of early default by the 
borrower under a finance plan providing 
for a down payment of lesser amount 
than the applicable short-rate earned 
premium, a loss may be sustained by the 
insurer, directly or through a guarantee 
to the finance organization, by reason of 
the failure of the insurer to collect the 
difference between the short-rate return 
premium and the unpaid balance of the 
loan. The result is unfair discrimination 
against the insured who pays his pre- 
mium in cash and a violation of Section 
188 of the Insurance Law. 

“We will be very happy to confer 
with you or any representative of your 
company whom you may designate.” 











FIRE IN FRANCE. 


BUT AFIA SNUFFS Our THE LOSS! 
An American plant is destroyed; production and earnings _ 


stop. But there is no loss to the Chicago company who owned it. 


The plant will be rebuilt, key men will continue to be 
paid and profits will not be interrupted. 
For AFIA planned the insurance protection right here in the 
U.S.A.—carefully fitted it to the needs of the business 
and to the laws and conditions abroad. 
That’s AFIA’s business, protecting the interests 
of American firms operating overseas and rendering service 
locally where the risks are located. 
To safeguard your client’s activities abroad 
with sound insurance, prepared by specialists, 
consult with AFIA’s nearest office. 














AMERICAN FOREIGN INSURANCE ASSOEIATION : 
161 William Street « Ne York 38, New Yok 


An association of leading American capital stock fire, marine, casualty and 
surety insurance companies providing insurance protection in foreign lands 
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International Aviation 
Underwriters Formed 


EIGHT INSURERS REPRESENTED 





Headquarters in San Francisco With 
Branch in Los Angeles; Winser Presi. 
dent, Brown Vice President 





Formation of International Aviation 
Underwriters, Inc., the first aviation in- 
surance pool in the United States with 
headquarters on the West Coast, is an- 
nounced by its president, G. Anthony 
Winser. IAU will serve initially as avia- 
tion insurance managers for the follow- 
ing eight companies: Peerless, Stuyves- 
ant, American Fire and Casualty, St, 
Louis Fire & Marine, Transit Casualty, 
Equity General, New Zealand Insurance 
Co. and Standard Insurance Co. Addi- 
tional companies will be joining the pool 
at a later date. 

IAU will operate through agents and 
brokers only, and will concentrate on the 
general aviation market. California was 
selected as its headquarters because it 
has the heaviest concentration of per- 
sonal and business aircraft of any state, 
and because aviation is the single largest 
industry in the state. 

The company began operations on 
November 2, with headquarters in San 
Francisco at the Russ Building, and with 
offices in Los Angeles at 2975 Wilshire 
Boulevard, to serve the thirteen Western 
states. Branches will be opened later in 
Dallas, Chicago, and New York. 

Mr. Winser is widely known in avia- 
tion insurance with approximately 20 

: : é 
years’ experience in the ‘field. He has 
transpacific airline pilot experience, and 
flew for the Air Transport Command 
during the war. 

William W. Brown has been appointed 
vice president, and will head the Los 
Angeles operations. Mr. Brown is also 
widely know n in aviation insurance with 
many years’ experience. During the war 
he served as U. S. Navy aviator and was 
awarded the Distinguished Flying Cross 
with cluster and the Air Medal with 
clusters. 





Crum & Forster Extra 
Dividend is Declared 


Crum & Forster directors have de- 
clared an extra dividend of 40 cents a 
share, payable December 10 to stock 
of record November 25. With this extra 
dividend total dividends paid in 1959 on 
the common stock will be $2.40 a share, 
compared with $2 a share in 1958. Pres- 
ident William C. Ridgeway, Jr., states 
that “if business conditions continue fav- 
orable and no unforseen circumstances 
arise, it is anticipated that the quarterly 
dividend payable in March, 1960, will be 
60 cents a share and that such quarterly 
dividend rate will be maintained.” 





Richmond County Agents 
Hear Walsh, Schwab, Hanson 


The monthly meeting of the Richmond 
County Association of Insurance Agents, 
Inc., was held October 30 at The ‘Meurot, 
St. George, Staten Island. Thomas A. 
Walsh, president of Kolff & Kaufman, 
Inc. gave a report of the suburban 
agents’ meeting recently held in New 
York City. He also urged the members 
to subscribe to the National Association 
of Insurance Agents advertising cam- 
paign. 

Arthur L. Schwab _ of 
Schwab, Inc., legislation chairman 0! 
the New York State Association, gave 4 
report of the legislative hearings recently 
held in New York City 

George S. Hanson, CPCU, general 
counsel fer the National Association, 
spoke on the “Legal Problems of the 
Insurance Agency.” He reviewed the 
high points pertaining to the buying 
selling of an agency. 

Samuel Meyerson was named member- 
ship chairman. The next meeting will be 
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Smith on Rating 
(Continued from ‘Page 1) 


to safeguard company solvency. An ade- 
quate rate for one company is often an in- 
adequate rate for another. The real pro- 
tector of company solvency is the com- 
pany examination. The tax dollars 
wasted on administration of AIC bills 
could far better be spent in augmenting 
company examination sections of the 
various Insurance Departments, | ; 

“Moreover, the expense of administer- 
ing the AIC bills is an unnecessary waste 
of the taxpayers’ money insofar as it 
may act to prevent rates. from becoming 
excessive. Free competition already pro- 
tects the public from being gouged in 
other merchandising fields. It will do 
the same thing for the insurance buying 
public. In short, these bills are now 
only useful for one purpose—that_ of 
subverting the American system of free 
enterprise,’ Mr, Smith charged. 

“Our studies and observations of the 
problems generated by the AIC bills in- 
spire us to advocate changes which will 
do away with the objectionable condi- 
tions we have recounted herein. We 
believe that our recommendations are in 
the public interest, and in the interest of 
everyone connected with the insurance 
business. 

Prior Rate Review Unsound 


“First, we believe that the requirement, 
that all rates be filed with and approved 
by the Insurance Commissioner before 
they can be used, is impractical, unsound 
and against the public interest. This re- 
quirement should be done away with. In 
its place the law should be so designed 
as to use the leveling force of com- 
petition to keep rates at a’ reasonable 
level. 

“Competition will protect the public 
against exorbitant rates. In instances 
where competition is found to be lack- 
ing, the Commissioner should have the 
authority to investigate rates and to 
prohibit those which are unreasonably 
high. He should likewise have the au- 
thority to prohibit unreasonably low 
rates, if they would endanger the in- 
surer’s solvency or impair competition. 
However, he should not have the un- 
necessary and hampering burden of prior 
review of all rates. 

“The suggested system would leave the 
initiative for making rates in the hands 
of underwriters, where it belongs, and 
would place the Commissioner in a bet- 
ter position to carry out the prime ob- 
jective of his office, protection of the 
public interest. 

“Further, we believe that no status 
should be accorded competitors to attack 
any individual company’s rates or policy 
forms through administrative proceed- 
ings, court appeals, or otherwise,” Mr. 
Smith declared. 

Would Prohibit Agreements on Rates 


“Next, we would abolish the require- 
ment that members and subscribers of 
rating bureaus adhere to the rates and 
forms published by the bureau, and we 
would prohibit agreements among. in- 
surers to adhere to such rates. We 
make this recommendation with a full 
appreciation of the impact it will have 
on those who have relied on the uniform- 
ity of bureau rates for protection against 
competition and those who hold to the 
theory that bureau rates are paramount. 
We nevertheless believe it is necessary 
to the continued prosperity of our busi- 
ness, 

“If, however, it is felt that some 
Strengthening of the bureau position as 
gatherers of statistics and interpreters of 
experience is needed, we would be fa- 
vorably inclined to such a view; but only 
if it be clear that bureau rates are not 
unique or paramount and that no man- 
date for adherence to any of the pro- 
mulgations of the bureau is involved. 

hat we are proposing is a revision 
of the present AIC bills to do away with 
the objectionable features, and to pro- 
vide a proper degree of freedom for the 
individual insurer’s initiative in policy 
orms and rating methods, in passing on 
Savings and economies in operation to 
the policyholder, and in serving the pub- 
ic better. We would open the way for 
the insurance business to progress and 


expand with the rest of the free Ameri- 
can economy,” Mr. Smith stated. 

“Our Insurance Commissioners are 
now engaged in presenting a case in 
favor of state regulation, and at the 
same time they are reviewing the rating 
laws and the rate regulations in area of 
fire and casualty insurance. They are 
dedicated people and will place public 
interest above other considerations. 

“Moreover, the eyes of Congress are 
on us and the general subject of insur- 
ance regulation is a matter of current 
interest to many legislatures. There 
never was a more propitious time for 
insurance men to act to preserve state 
regulation and private enterprise. We 


must rid our business of the dampening 
effect of these impractical and unwork- 
able provisions of the law.” 

Changes Needed to Conform to Public 

Law 15 

Reiterating the North America’s wish 
“to preserve state regulation because we 
believe in it,’ Mr. Smith declared that 
criticisms of present state rate regula- 
tory laws are “based on first-hand ex- 
periences which have forced us to con- 
clude that the preservation of state regu- 
lation depends on bringing about changes 
which will make it conform to the pat- 
tern of reasonable competition endorsed 
by Congress in its debate on enactment 
of Public Law 15.. The deficiencies of 


the AIC bill have been highlighted in 
the hearings and proceedings instigated 
by those who would restrain the com- 
petition of independent companies. 


“It will serve no useful purpose to 


pretend that these conditions do not 
exist and to refuse to discuss them 
openly. On the contrary, the best in- 


terests of all, and particularly of those 
who would preserve state regulation, will 
be served by examining the problem ob- 
jectively and by doing something about 
it. I am, therefore, unimpressed with 
pleas to avoid public discussion of our 
criticisms. Pretending there is no prob- 
lem will not make Congress look the 
other way.” 






















Multiple line stock company handling all form 
Fire ¢ Casualty e Group ¢ Automobile ¢ Marine «.Bonds. 


THE SECURITY-CONNECTICUT INSURANCE GROUP 


SECURITY INSURANCE COMPANY OF NEW HAVEN 
THE CONNECTICUT INDEMNITY COMPANY 
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PROTECTING 


your 





agency's 
future? 


The best protection for future growth is to offer insurance 
competitive in form and price. The Security-Connecticut 
Group offers all forms of personal and business insurance, 
including life, accident, fire, casualty, group, automobile, 
marine, bonds. You can choose insurance designed to 
meet realistically the competition of direct writers. 

Guarantee yourself a better future — take the first step 
by writing today, and judge for yourself what TODAY’S 


Security-Connecticut Group can offer you. 


This fascinating booklet contains every 
important missile in the U. S. arsenal — 
each one in full color, identified by name, 
mission and manufacturer. And it’s a 
treasure-trove of facts about up-to-date, 
streamlined insurance for every need too! 
Your clients will want this dramatic, use- 
ful booklet — tuned to our times, tailored 


to their needs — send for it now! 












$s of personal and business insurance including Life « Accident 


Z SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


HOME OFFICES: NEW HAVEN 5, CONNECTICUT 
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Mutual Agents Accept 
‘ Company Automation 


BUT ARE NOT ENTHUSIASTIC 


See Aggressive Selling of Competitive 
Product More Vital Than So- 
Called Minor Economies 


That mutual agents can participate in 
mass marketing techniques and retain 
key line of 
automation 
Association 
The state- 


their independence was the 
issued by the 
committee of the National 
of Mutual Insurance Agents. 
ment climaxed a presentation of the 
committee’s work made at the annual 
convention of the National Association 
of Mutual Insurance Agents in St. Louis. 

George W. McKiever of Miami, vice 
president of NAMIA and chairman of the 
committee, presided over the panel which 
reproduced for the convention a meeting 
held by the automation committee and 
company representatives last June. Serv- 
ing with Mr. McKiever on the committee 
were Gay W. Milbrandt of Pelham, N. Y.; 
Harry E. Uhler, Baltimore, and John 
Keyser, Kalamazoo, Mich. Appearing on 
this panel were Fred Beckford, presi- 
dent of the Lumber Mutual Fire, Bos- 


a statement 
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ton; William Hitchcock, Norfolk and 
Dedham, Boston, Mass.; Otto Lee, Har- 
leysville Mutual, Harleysville, Pa. and 
B. C. Dahlmann, Federal Mutual, Chi- 
cago. 

Agents Don’t See Automation as 


Cure-All 


The company men, generally speaking, 
took the position that automation could 
be used without threatening the inde- 
pendent status of agents. They felt it 
would provide economies of time for 
agents which would offer more time for 
making sales. The agents, while ac- 
cepting the general premises of the com- 
panies, pointed out the problems of 
mistakes in electronics processes, the 
fact that the economies primarily bene- 
fited the companies, and that basically 
theirs was a problem of highly competi- 
tive rates rather than minor savings in 
expense. 

The committee’s statement, prepared 
by the agents sometime after the discus- 
sion period was held in June, concluded 
that automation will not necessarily 
jeopardize the present method of agency 
operation. The agents accepted direct 
billing as not being a positive threat to 
ownership of expirations, but indicated a 
preference for non-direct billing. 

The agents’ statement emphasized that 
automation is not a cure-all to the com- 
petitive situation faced by mutual agents. 
They felt that three different methods 
would continue: the present conventional 
system, that in which agents accept the 
processes of the electronic development 
but continue to bill their own policy- 
holders and that in which agents accent 
all benefits of automation, including di- 
rect billing. 

The agents’ committee urged the com- 
panies to cooperate to achieve standard- 
ization of forms, They fear that with 
each company going its own separate 
way there will be diversity and confusion 
in casualty forms just as there is at the 
present time. 

The committee finally emphasized that 
the ultimate answer to the success of the 
mutual agent is the aggressive selling of 
a competitive product. 


Company-Agents’ Efforts Achieve 
Results 


A four-year partnership between mu- 
tual companies and the National Asso- 
ciation of Mutual Insurance Agents 
which brought about many benefits to 
both was revealed at the annual conven- 
tion of the mutual agents. 

With Earl A. Lamb, New York City, 
and Norman Trebilcock, agency super- 
visor, Badger Mutual, of Milwaukee. 
serving as co-moderators, the story of 
the four years’ work together by company 
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and agency ranks was unfolded. 

The panel took the form of committee 
reports by four subcommittee chairmen: 
B. L. Hewett, Michigan Millers Mutual; 
David Evans, Lumber Mutual Fire, of 
Mansfield, Ohio; Fred Beckford, Lumber 
Mutual of Boston, and J. Wallace Ag- 
gett, Atlantic Mutual of Savannah, Ga. 

The presentation brought out that the 
company-agents organization had agreed 
to function in the fields of advertising, 
public relations, education and agency 
management, 


Membership at New High 


The National Association of Mutual 
Insurance Agents had a membership in- 
crease of 277 members during the past 
year to bring its total to 8,250. This 
was part of the report of National Di- 
rector Maurice Cable of New Orleans. 

West Virginia led the 33 state associa- 
tions with a net increase of 60 members. 
In the five classes of associations, divided 
numerically, Ohio led in the group rang- 
ing above 400 members with a 64 net in- 
the 200 to 300 


crease. Minnesota led 
group with a net increase of 12. New 
Jersey followed closely behind West 


Virginia in the 100 to 200 class with a 
net increase of 57 while California led 
the group of less than 100 members with 
a net increase of 26. 





Adjustment Bureau Makes 


Changes in Pennsylvania 
William A. Maybury has been ap- 
pointed general adjuster for the General 
Adjustment Bureau for the western 
Pennsylvania area, with headquarters at 
Pittsburgh. He succeeds Frank V. Fo- 
dell, retired. 

Eugene Cornwell, manager of the 
Charleston office, has been appointed 
manager at Pittsburgh succeeding Mr. 
Maybury. 

John T. Ball, resident adjuster at 
Johnstown, Pa., has been appointed man- 
ager of a newly opened office on the 


north side of Pittsburgh located at 7920 
Perry Highway. This new office will 
service those parts of Pittsburgh and 


Allegheny County that are north of the 
Ohio and Allegheny Rivers. 

Donald J. Karlheim has been appointed 
manager of the Harrisburg, Pa., office 
succeeding A. R. Gore, who was ap- 
pointed regional supervisor. Frederick 
Gregory has been appointed manager of 
the Philadelphia office, succeeding John 
H. Bracken, who was appointed regional 
supervisor, 

Charles H. Baker has been appointed 
general adjuster for eastern Pennsyl- 
vania with headquarters at Philadelphia. 
R. M. Heebner, Jr., also has been ap- 
pointed general adjuster, with headquar- 
ters at Philadelphia. 


Dunne and Rinck Are 
Advanced by the Aetna 


Transfer of Special Agent William J. 
Dunne from the Norwalk, Conn., office to 
eastern Massachusetts, and appointment 
of George A. Rinck as special agent 
in eastern Massachusetts, is announced 
by President H. M. Mountain of the 
Aetna Insurance Company. 

Educated in Hartford. Mr. Dunne en- 
tered insurance in 1952 with another 
company, later doing field work in west- 
tern Pennsylvania. He became associ- 
ated with the Aetna in 1955 and after 
eraduation from its Fieldmen’s Multiple 
Line Training School was appointed 
special agent in southwestern Connecti- 
cut. 

Mr. Rinck was educated in New York 
City and was first employed by another 
insurance company in that area in 1951. 
After 18 months of field training he was 
transferred to Boston, and has traveled 
eastern Massachusetts extensively. 





REINSURANCE CORP. DIVIDEND 
Directors of The Reinsurance Corpora 
tion of New York have declared a regu- 
lar dividend of 25 cents a share, payable 
December 16, to stockliolders of record 
December 1. Total dividend payments 
by the corporation for 1959 amount to 
50 cents a share, same as paid last year. 





State Insurance Plan 


Proposed in Vermont 

A proposal that would place purchase 
of insurance by the state under the Ver- 
mont Association of Insurance Agents 
on a nonprofit basis was approved by 
that group at its annual convention in 
Manchester. The proposal stemmed from 
a study by the association of the state’s 
insurance program that was made at the 
request of Governor Stafford after the 
Vermont “Little Hoover” Commission 
had reported that the state’s program 
was costing too much money. 

The association proposal would do 
away with the idea of competitive bid- 
ding and directs placement of insurance 
through the association working closely 
with the state Commissioner of Banking 
and Insurance. The proposal would in- 
clude establishment of a subsidiary cor- 
poration licensed as a broker to place 
state insurance coverage. 


Prentice Treasurer of 


Stuyvesant Insurance Co, 


Maurice G. Olson, president of the 
Stuyvesant Insurance Company, has an- 
nounced election of Chester H. Prentice 
as treasurer of the 109-year-old insurer 
which specializes in automobile, reinsur- 
ance, mobile home, fire and allied line, 
surety bond, ocean marine and inland 
marine coverage. 

Prior to joining the Stuyvesant, Mr. 
Prentice was associated for six years 
with the Berkshire Life of Pittsfield, 
Mass., where he held the position of con- 
troller, Previously, he had been in the 
public accounting field and also was chief 
accountant of the Pro-phy-lac-tic Brush 
Company of Florence, Mass. Mr. Pren- 
tice has been active in life insurance 
organizations including the Life Office 
Managemcnt Association Institute and 
the Insurance Accounting & Statistical 
Association, 

Mr. Prentice is a graduate of the Uni- 
versity of Pennsylvania’s Wharton 
School and received his Master’s Degree 
at the Harvard Business School. He is 
married to the former Betty Limbert, 
daughter of Dr. Paul M. Limbert, secre- 
tary-general of the World Alliance of 
YMCA’s. 





Company Education 
Heads to Meet in May 


Insurance company directors of educa- 
tion and their professional associates 
from the colleges and universities will 
meet at Seaview Country Club, Absecon, 
N. J., on May 9-11, 1960, it is announced 
by Allan Wikman, General Adjustment 
Bureau, president of Insurance Com- 
pany. Education Directors Society. 
Agenda for the three-day meeting was 
approved by the society’s executive 
board at its recent meeting in New 


York. 
The program is under the direction of 
John J. Leddy, American Insurance 


Group, second vice president of the so- 
ciety. He will be assisted by Harold G. 
Carmany, Nationwide Companies; Ray- 
mond J. Gruol, Chubb and Son; Walter 
O. Hillgren, Boston Insurance Co., and 
Richard F. Maguire, Motor Club of 
America. 








United Fire in Florida 

The United Fire has entered the Flor- 
ida area for the first time, O. T. Hogan, 
president, announces. Offices have been 
opened in Tampa, St. Petersburg, Brad- 
enton, Lakeland, Miami, Fort Lauderdale 
and Jacksonville. Salesmen in_ these 
offices also service business of United 
Insurance Company of America, com- 
panion company of United Fire. United 
Fire’s state manager in Florida is P. 
Hurston, Tampa. ! 

The start of United Fire’s operations 
in Florida brings the total number of 
states in which it is licensed to ten, M 
addition to the District of Columbia. 
United Fire’s premium income is near 
ing two and one-half million dollars 4 
year. 
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FunderBurk President 
Mutual Companies Assn. 


HEADS COTTON STATES COS. 





Other Officers Named by National Assn. 
Of Mutual Insurance Companies 
At Dallas Convention 





C. B. FunderBurk was elected president 
of the National Association of Mutual In- 
surance Companies today at the closing 
session of its 63rd annual convention in 
Dallas. This organization, composed of 
mutual insurance executives of nearly 
1,300 member companies from all over 
the United States, concluded three days 
of meetings. There were 1,059 people at- 
tending representing 38 states. 

Mr. FunderBurk, a native Georgian, is 
president of the Cotton States Mutual 
and Cotton States Life and Health In- 
surance Company. Since 1933 he has 
lived in Atlanta and served as treasurer 
of the Cotton Producers Association. 

In 1955 Mr. FunderBurk was appointed 
by Ezra T. Benson, Secretary of Agri- 
culture, as acting manager of the Fed- 
eral Crop Insurance Corporation, a di- 
vision of the U. S. Department of Agri- 
culture. Later, after securing a manager 
for the corporation he became a mem- 
ber of their board of directors, which 
office he is still holding. He is also a 
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member of the Transporation Advisory 
Committee of the U. S. Department of 
Agriculture. He is president of the 
Georgia Council of Farmers Coopera- 
tives, and a member of the Board of Di- 
rectors of the Georgia Warehouse and 
Compress Association. 

Other officers of the National Asso- 
ciation of Mutual Insurance Companies 
elected are Gary H. Kamper, president- 
elect, a newly created post by a change 
in the by-laws adopted at this conven- 
tion; W. T. James, Jr., vice president 
and J. G. Saltmarsh was re-elected treas- 
urer. Mr. Kamper is president and treas- 
urer of the Badger Mutual, Milwaukee; 
Mr. Jaines is secretary of the Northern 
Neck Mutual ‘Fire of Virginia, Irving- 
ton; and Mr. Saltmarsh is president of 
Indiana Lumbermens, Indianapolis. 





Hazzard in New Orleans 

L. B. Hazzard, past president of the 
New York Association of Independent 
Insurance Adjusters and presently vice 
president of the National Association of 
Independent Insurance Adjusters  at- 
tended the executive committee meeting 
of the National Association in New Or- 
leans on November 3-5. Mr. Hazzard’s 
attendance took on particular significance 
in that he acquainted the National As- 
sociation of the new constitution and 
by-laws of the New York Association 
and also it’s new ethical procedures. Mr. 
Hazzard maintains his own adjustment 
practice in New York City. 
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SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 


20 Trinity Street, Hartford, Connecticut 
CHICAGO - 


A Firm Friend of the American Agency System 








SAN FRANCISCO 








Established 1923 
Confer 
with us 


MARINE 
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A. W. MARSHALL & CO. 


One of New Jersey’s Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 





Geo. F. Thomas 30 Years 
With Phoenix of Hartford 


George F. Thomas, vice president of 
the Phoenix of Hartford Insurance Com- 
panies, 30th 
sary with the company on November 1. 
He was graduated from Boston Univer- 
sity in 1925 and employed by the General 


celebrated his anniver- 


Adjustment Bureau from 1925 to 1929. 
He entered the employ of the Great 
Eastern Fire in White Plains, N. Y. 


(former affiliate of the Phoenix) in 1929 
serving as special agent, assistant secre- 
tary, secretary, and vice president. On 
November 1, 1944, he became general ad- 
juster of the Phoenix, was elected sec- 
retary of the company June 3, 1946, and 
vice president February 27, 1952. 


Mr. Thomas is active in many loss 


executive groups, a member of the com 
mittee on adjustments of the National 
Board of Fire Underwriters, executive 
advisory board of the Western Adjust- 
ment and Inspection Co., vice president, 
Cook County Loss Adjustment Bureau, 
belongs to the Loss Executives Associa- 


tion, the New England Claim Execu- 
tives Conference and the loss arbitra- 
tion committee of the Inland Marine 


Underwriters Association. 


H. E. WRIGHT DIES 


Howard Edwards Wright, 76, died of a 
heart attack in Prince George Courty, 
Va. He was the owner and manager of 
Woody and Wright Insurance Agency, 
past president of the Rotary Club and 
the Music Club 





your town! 


losses due to windstorms. 


























































WEATHER FORECAST: 


Violent Storms Moving Iu 


You never know where, or when, a destructive windstorm will 
strike. It may come back year after year, like the tornadoes in 
Codell, Kansas. It may swoop down where least expected, like 
the recent hurricane in Houston, Texas. And it may hit 


If you own property—a home, a boat, a factory, goods in 
transit, or perhaps all of these—ask yourself whether you have 
the right insurance, and enough of it to protect you against 


Unless your answer is an unqualified “Yes”, right now is the 
time to talk with your independent insurance agent or broker. 
Get his free advice, and ask him especially about Atlantic in- 
surance for the fullest possible protection. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 


P. O. Box 6, Wall Street Station - New York 5 
Offices in 27 Cities from Coast to Coast 
Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
























This advertisement appears in the Country’s leading newspapers 
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“Mary Celeste’ Model Arrives at 
Atlantic Companies’ Home Office 


Scrapbooks filled with research on the 


The first step in dedicating a room 
to a “ghost ship” was taken November 
2 at the home office in New York City 
of the Atlantic Companies (Atlantic Mu- 
tual and Centennial) with the uncrating 
of a 35-inch model of a 99-foot brigan- 


W. I. Plitt (left) a vice president of The Atlantic Companies, and Miles F. York, 
Atlantic’s president, examine 35-inch model of the celebrated mystery ship “Mary 
Celeste,” a 99-foot brigantine whose passengers and crew disappeared in mid-Atlantic 
in 1872. Model will be the focal point of the “Mary Celeste” Room in the insurance 


firm’s new offices in the Atlantic Building, 45 Wall St. 


tine. The model is a replica of the “Mary 
Celeste,” celebrated mystery ship from 
whose decks the crew and passengers 
vanished in mid-Atlantic in 1872. The 
model was shipped to New York last 
week. 

The model will be transported to the 
insurance firm’s new offices in the At- 
lantic Building, 45 Wall St., where it will 
be the focal point of the “Mary Celeste” 
Room. Atlantic Mutual, founded 117 
years ago, is the only surviving American 
insurance company that underwrote a 
portion of the insurance on the “Mary 
Celeste” cargo at the time of her ill- 
fated voyage. 

It is generally conceded that Atlantic 
Mutual is the foremost authority on the 
“Mary Celeste.” On Atlantic’s 100th an- 
niversary in 1942, the late Charles Edey 
Fay, a vice president of Atlantic, wrote 
the now-famous book “Mary Celeste— 
The Odyssey of an Abandoned Ship.” 


Collection in “Mary Celeste” Room 


The “Mary Celeste” Room, which will 
simulate an old-time marine underwrit- 
ing office, will house most of the exist- 
ing memorabilia on the subject. In- 
cluded in this collection are: 

A portrait of Captain Benjamin 
Briggs, master of the “Mary Celeste” 
on her fatal voyage. é 

Original Atlantic records insuring the 
“Mary Celeste’s” freight. 

Copy of testimony before Vice Ad- 
miralty Court in Gibraltar concerning the 
salvage claim of the “Dei Gratia” vs. 
“Mary Celeste” in 1872. 





Edey Fay. They are on loan from the 
Peabody Museum, Salem, Mass. 

The 282-ton “Mary Celeste” sailed on 
November 5, 1872, for Genoa from Boston 


























with a cargo of alcohol, a 10-man crew 
and two passengers. The astonished 
crew of the “Dei Gratia” came upon the 
“Mary Celeste” 30 days later drifting 
on a calm sea. There was not a soul 
aboard. 

According to court testimony the ship’s 
lifeboat was gone. Her sails, although 
somewhat disordered, were furled, and 
she flew no distress signal. The crew 
and passengers had left without oilskins 
or the ship’s log, but they had taken the 
sextant and chronometer. The brigantine 
seemed to have been abandoned in a 
hurry. 

No explanation ‘has ever been found for 
abandoning the seaworthy vessel, but 
countless theories have been advanced 
on this provocative sea mystery. 

One of these is that a slight explosion 
occured, caused by alcohol fumes in the 
hold. Fearing that a much worse ex- 
plosion might follow, the crew and pas- 
sengers lowered the life boat and se- 
cured it to the ship’s 300-foot tow line. 
They intended to stay in the boat at a 
safe distance from the ship until 
danger had passed but the tow line 
broke, and winds carried the ship away. 

Whatever the true story, the 19th 
Century vessel now has a special room 
dedicated to her in the new 27-story air- 
conditioned Atlantic Building on the 
corner of Wall and William Streets. This 
is the third Atlantic Building to rise on 
the same site since 1851. The 35-inch 
model of the “Marv Celeste” was built 
by Van Ryper Models at Vineyard 
Haven, Mass. 





Parker President of 
Boston Library Assn. 


A. Brooks Parker, Jr. vice president 
of the Boston Insurance Co., has been 
elected president of the Insurance Li- 
brary Association of Boston upon re- 
tirement of Walter C. Small. Homer 
W. Jones, state agent of the Aetna, was 
elected vice president. Reelected were 
Benjamin M. Hermes, executive man- 
ager of the New England Fire Insurance 
Rating Association, as treasurer and 
Abbie G. Glover, librarian of the Insur- 
ance Library Association of Boston, as 
secretary and assistant treasurer. 

Trustees reelected for a term of three 
years were: Foster C. Greene, Employ- 
ers Liability; Arthur B. Fair, Fair & 
Yeager of Natick; A. Lawrence Pierson, 
Jr., Massachusetts Bonding and Tnsur- 
ance Co., Arthur D. ‘Cronin. Cronin, 
Gartland & Co., and Arthur J. Anderson, 
O’Brion, Russell & Co. 


Resolute of Hartford 
Shows Gain for 1959 


Special agents of the Resolute Insur. 
ance Companies met in the Waldorf. 
Astoria Hotel, New York City, November 
2-4, to celebrate the current year’s gains, 

In physical damage premiums in nine | 
months the Hartford company surpassed 
1958 total, with many areas 100% ahead 
of a year ago. New physical damage 7 
producers signed for 10 months increased | 
45% over the comparable period las 
year, while agency cancellations were 
lowest, percentagewise, in the companies’ 
history. 

Credit life insurance in force doubled 
during the past year, with a comparable 7 
increase in credit accident and health 
business. Volume has increased seven- 
fold in two years. New credit life pro. 














ducer agents represent more than 50% In 
of the Credit Life Company’s agency CS 
force. g Ame: 
Underwriting profits for the first nine Ing, | 
months of 1959 were 25% above those for of th 
the comparable period last year. prob! 
Resolute President E. K. Scribner ve 
opened the conference Monday, with Ket 
Louis Morgenstern, chairman of the ean 
board, delivering the keynote address, 7 ig? 
° ; c Th 
Davidson President of © autor 
° > opini 

Insurance Service Assn. jator 
Donald B. Davidson, secretary-treas- | erage 
urer, Robert N. Bowen & Associates, lated 
Inc., Indianapolis, was elected president retur 
of the Insurance Service Association of derly 
America for 1960 at the annual meeting At 
held in St. Louis. fm as “t 
The Insurance Service Association of | insur 
America has 48 members in kev cities | rate 
throughout the United States, Canada, a ne 
Mexico and Puerto Rico who are formed | 1% 1 





together as an association to face the) Our ft 








challenge of servicing national and | indus 
multi-states accounts. The Insurance | C: 
Service Association is set up to handle | In 
insurance problems of industry requir- |) Mr. 
ing local services on a national scale, busin 

Mr. Davidson, a native of St. Louis, | three 


attended Illinois Tech (Armour) in Chi- | itics 


cago where he was graduated in Fire f home 
Protection Engineering in 1927. Hef opera 
started his career with the Chicago [) behin 


Board of Fire Underwriters; was later |) substi 


























connected with March & McLennan, / after 
Fred S. James & Company, the Ken- § he cit 
tucky Actuarial Bureau and the Indiana F) Post-\ 
Rating Bureau. kh ance 
tainec 

past | 

Stumpf and Voorhees Are B The 
Promoted in N. J. by GAB} &°."* 
Robert F. Stumpf and Clifton G. comes 
Voorhees have been named _ regional of the 
supervisors in New Jersey by the Gen- occur 
eral Adjustment Bureau, Mr. Stumpi plans 
well known, nationally as grand _ super- for ‘¢ 
visor of the flock of the Honorable Order | rate \ 
of Blue Goose, International, is in charge © gross! 
of the territory comprising the ‘'Hacken- F can { 
sack, Jersey City, Morristown, Newark | from 
and Paterson offices. He was formerly ~_ traffic 
manager at Paterson. The staff of the © and a 
Paterson office honored Mr. Stumpf ness 
with a party and several gifts. in de 
Mr. Voorhees heads the area compris- dama; 
ing Asbury Park, New Brunswick, Tren- |— financ 

ton, Atlantic City and Vineland. re 

& Poi 

6 SY yal ” fp ance 
Norbrit Guards” to Meet | tess" 
“Norbrit Guards,” 25-year employes |) Evan: 
service association of the North British probl 
Group, will hold its 15th annual dinner Not | 
November 12 at The Biltmore, New itself, 
York. United States (Manager William L. impor 
Nolen and “Guards” trustees will at- Ness - 
tend the event, over which “Guards dling 
President R. O. Meyer will preside. Fac 
In addition to local members of the ig 
“Norbrit Guards” in attendance @ Canty 
guests will be those employes in the stems 
New York metropolitan area’ with 4 pia 
years of service to their credit with the hag 
Commercial Union Group, headed. by regi 
General U. S. Attorney Harry W. Miller. @ 100 + 


The two groups are now affiliated as the # 






Commercial Union-North British Group, & i. 
and it is contemplated that in the neat “eves 
future all such eligible members of both tice 

groups will become members of one serv- dollar 






ice association. 
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Competitive Problems 
Aired by H. G. Evans 


IN MAJOR TALK AT CALIF. MEET 





Would Solve Auto Ins. Dilemma by 
Adoption of Uniform Coverage and 
Strictly Regulated Demerit Plan 





In one of the best addresses of his 
career Harold G. Evans, president of the 
American Casualty Companies of Read- 
ing, Pa, gave a thorough airing of some 
of the insurance industry’s most serious 
problems, particularly that of direct 
writer competition in the automobile in- 
surance market, in his recent appearance 
at the annual convention’ of the Cali- 
fornia Association of Insurance Agents 
in Los Angeles. 

The most practical solution to the 
automobile problem, in Mr. Evans’ 
opinion, would be the adoption of a man- 
datory program providing uniform cov- 
erage and uniformly and strictly regu- 
lated demerit rating plan which “would 
return the business to a sound and or- 
derly basis.” 

At the outset he deplored the fact that 
as “professional risk bearers” property 
insurance companies are permitted a 
rate level “that has enabled us to earn 
a net underwriting profit of less than 
1% in the 15 most productive years of 
our nation while contemporary non-risk 
industries were earning about 8%.” 

Caught in a Three Way Squeeze 

In his sizeup of the current situation 
Mr. Evans said the property insurance 
business has really been caught in a 
three-way squeeze between inflation, pol- 
itics and direct writers. He hammered 
home that “our industry can no longer 
operate with rates that lag considerably 
behind actual experience and result in 
substantial underwriting losses year 
after year.” Giving a specific example, 
he cited the $600 million lost during the 
post-war years from automobile insur- 
ance and the fact that losses were sus- 
tained in this line in all but three of the 
past 15 years. 

The speaker then declared: “If rates 
do not meet the test of adequacy, then 
everything else in the rating laws be- 
comes irrelevant. I shudder to think 
of the chaotic results that are bound to 
occur under the wide-open competitive 
plans (in automobile insurance) designed 
for ‘experimental purposes.’ If a 100% 
rate with annual increment has proven 
grossly inadequate, how in the world 
can the industry grant reductions of 
from 20 to 40% in the face of increased 
trafic congestion, mounting inflation, 
and a rapidly increasing claim conscious- 
ness and liberality on the part of courts 
in determining liability and assessing 
damages, without seriously impairing 
financial stability 2” 

_ .No. 1 Unsolved Problem 

Pointing out that automobile insur- 
ance constitutes about 50% of the busi- 
ness written by the average agent, Mr. 
Evans said it is still the No. 1 unsolved 
problem plaguing the industry today. 
Not only is it extremely important in 
itself, but the automobile line is equally 
important because of the collateral busi- 
ness influenced by the satisfactory han- 
dling of the automobile account. 

Facing this problem squarely, the 
speaker declared that the principal diffi- 
culty in the private passenger car field 
stems from the fact that the specialty 
writers have effectively syphoned away 
about 60% of the “preferred low cost 
type of risks.” The remaining business, 
he said, includes the 10 risks out of each 

Tepresenting inferior business which 
agency companies were obliged to take 
decause of “agency leverage.” This 
leverage” has the same effect on the 
doll component part of the premium 
ollar as the difference in remuneration 


Fabian Bachrach 


HAROLD G. EVANS 


between independent and captive agents 
has on the expense component, Mr. 
Evans explained. 

He noted that a recent study of the 
comparative underwriting results be- 
tween a representative group of stock 
agency and specialty companies for the 
five year period ending December 31, 


(Continued on Page 34) 





E. MILTON SMITH, 67, DIES 





Retired Vice President of Fidelity & 
Deposit Was Oustanding Contract Bond 
Underwriter; His Career 

E. Milton Smith, who retired in 1957 
as vice-president in charge of Fidelity & 
Deposit’s contract department, died on 
October 29 following a lengthy illness. 
He was one of the country’s foremost 
contract bond authorities. 

During this 47 years with the F. & D. 
Mr. Smith held positions of responsibil- 
ity in no less than six of the company’s 
major departments. Originally in the 
comptroller’s department, he subse- 
quently served as an auditor and ad- 
juster, claims attorney, division super- 
intendent in both the contract and pub- 
lic official departments, manager, of the 
agency department and finally as man- 
ager and then vice-president in charge 
of the contract department. 

For many years a member of the con- 
tract bond committee of the Surety As- 
sociation of America, Mr. Smith also 
served as chairman of the surety ad- 
visory committee of the Association of 
Casualty & Surety Companies. At the 
time of his retirement he was a director 
of the Bureau of Contract Information. 





Indemnity of No. America 


Names Johnson to New Post 

Joseph E, Johnson has been appointed 
special risks manager for Indemnity In- 
surance of North America in Philadel- 
phia, James M. Crawford, vice president, 
announces. 

Mr. Johnson joined the Philadelphia 
metropolitan office of INA in 1951. He 
was transferred to the New York office 
in 1947 as a special agent and was pro- 
moted to underwriter in 1951.°In 1956 he 
was appointed assistant manager in 
New York. 

A graduate of Northwestern Univer- 
sity, Mr. Johnson served in the U. S. 
Army from 1942 to 1946 and has earned 
the CPCU designation. 








Agency Supt. 
W. E. DANDRIDGE 


Long Island 
ROBERT ZMOOS 
° 


Hudson Valley 
HENRY KOTZEN 
. 
UPSTATE 
W. C. VAN VECHTEN 
Manager 
10 Gibbs St. 
Rochester 4, N.Y. 
Special Agent 
WILLIAM D. WILLIAMS 










Are you getting 
your share 
of the profits? 


Public service has shown a steady growth over 
the 35 years it has been serving the public. This 
growth has come as a result of our support of the 
American Agency system, a liberal commission 
as well as an attractive dividend and deviation 
arrangement. Another factor has been the sound 
financial status of the company and its reputation 
for speedy and sufficient service. 


20% DEVIATION 

General Liability All Forms 

15% DEVIATION 

Fire and Allied Lines 

10% DEVIATION 

Auto liability, other than private vehicles 
DIVIDEND PAYING 

Workmen’s Compensation 


our deviation arrange- 
ment and liberal s 
commission make 
Public Service insurance 
easier to sell. 


MUTUAL INSURANCE CO. 

35 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 


Deviations and Dividends Shown for New York State... for other States write New York Office 





Follmann Optimistic 
On “Over 65” Market 


TALKS BEFORE AMA IN CHICAGO 





HIAA Research Director Proposes Ten 
Guides for Further Improvement of 
Voluntary Health Insurance 





The view keld by Joseph F. Follmann, 
Jr., director of information and research 
of Health Insurance Association of 
America, on the outlook for coverage 
of persons over age 65 is that in future 
years the number of senior citizens in- 
sured will increase more rapidly than 
has been the case in the past. The rea- 
sons for his belief, as expressed in the 
address he gave November 3 at the fall 
insurance conference of American Man- 
agement Association, is that “as indi- 
viduals, employers, employes and labor 
unions become increasingly cognizant of 
the importance of health insurance in the 
later years, and since the voluntary 
mechanism by which this protection 
might be provided now exists, it is rea- 
sonable to expect that rapid momentum 
will take place.” 

Mr. Follmann, in fact, anticipates that 
by the end of 1960 65% of “over 65” 
persons will be covered and 80% by the 
close of 1965. “This percentage,” he said, 
“would be higher than those presently 
collecting OASI benefits a quarter of a 
century after the inception of those 
benefits.” 

He made clear to his AMA audience 
that voluntary health insurance of qual- 
ity is now generally available to our 
senior citizens who desire such protec- 
tion, that its extension among those citi- 
zens has been considerable, and that all 
indications point to an even greater de- 
gree of coverage in the immediate years 
ahead. 


Ten Guides for Further Improvement 


Mr. Follmann brought out that what is 
now needed is a fuller realization of the 
potential and that is dependent, he said, 
upon a coordination of several diversified 


efforts. He listed the following ten 
guides for further improvement: 
“1. Voluntary health insurance ,has 


made the facility for the protection of 
the American people available. It now 
remains under a voluntary approach, for 
people as individuals or as employers, 
union leaders, or leaders of other types 
of organizations to choose to purchase 
this available protection. 

“2. Private insurance mechanisms 
should remain aware of the need to find 
the best possible ways to insure older 
people. They should continue to find 
means for broadening the base of exist- 
ing insurance, remain alert to providing 
benefits the nature and scope of which 
are suitable to the needs of older people, 
and continue to strive toward insurance 
mechanisms which take cognizance of 
the economic status of the aged. 

“3. It is generally agreed by physicians 
and psychologists that one of the most 
important aspects of improving the well- 
being of the aged is that of making them 
feel useful and necessary. 

“4. The use of less expensive forms of 
care. In any consideration of medical 
care for the aged the means of caring 
for the aged can by no means be as- 
sumed to be fixed. Today, expensive 
forms of care for the aged are being em- 
ployed for no other reason than that no 
others are available. 


Eroding Effects of Inflation 


“5. Perhaps the greatest single prob- 
lem conironting retired persons is the 
eroding effects of inflation upon their 
private pension plans, personal savings. 
assets, life insurance, and health insur- 
ance. 

“6. With respect to that segment un- 
able to finance the cost of health care 
for themselves because of their limited 
or non-existent means, insurance com- 
panies take the view that such persons 
should have assurance that health care is 
available to them when they need it. To 
that end insurance companies support the 
concept of assistance programs to sup- 
plement the efforts of voluntary agencies. 

“7. It is not an easy matter to segre- 


(Continued on Page 42) 
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Actuarial Society to 
Convene Nov. 19-20 


AT SHERATON-TOWERS, CHICAGO 





Casualty Actuaries to Feature Panel on 
“Current Developments in Private 
Passenger Car Insurance” 





The 45th meeting of the Casualty Actu- 
arial Society will be held Nov ember 19- 
20 at the Sheraton-Towers Hotel in Chi- 
cago. The two-day session commences 
with an open forum led by Fellow 
Robert Espie, vice president, Aetna Life 
Affiliated Companies on “Casualty, Fire 
and Life Operations Under One Roof” 
and ends with a panel discussion on the 
vital subject of “Current Developments 
in Private Passenger Automobile Insur- 
ance.” 

The panel, to be moderated by John 
W. Carleton, vice president and actuary 
of Liberty Mutual, includes Harold E. 
Curry, vice president, State Farm Mu- 
tual; Joseph J. Magrath, secretary, Fed- 
eral Insurance Co. William Leslie, ac, 
general manager, ‘National Bureau of 
Casualty Underwriters, and Seymour E. 


Smith, vice president and actuary, The 
Travelers. : ; 
At its first session the society 1s ex- 


action on the revised 
version of report of the Committee on 
Rules and Standards of Professional 
Conduct which was distributed to the 
membership on Apri] 16, 1959. At the 
May meeting it was voted that this re- 
port recommending adoption of “Guides 
to Professional Conduct” be remanded to 
the council for consideration of revised 
phraseology in certain sections. 

After luncheon, the society will recon- 
vene for the secretary- -treasurer’s report, 
admission of new fellows and associates, 
and the election of officers and three 
members of council. Following this, the 
members will hear the presidential ad- 
dress of Dudley M. Pruitt, assistant 
general manager and actuary of the Gen- 
eral Accident, written reviews of previ- 
ous papers and the presentation of the 
following new papers which include: 

“Credibility of 10/20 Experience as 
Compared with 5/10 Experience” by 
Lewis H. Roberts, actuary, National Fire 


pected to take 


of Hartford; “Towards Statistically 
Based Fidelity Rates” by Zenas_ M. 
Sykes, Jr., actuarial assistant, United 


States Fidelity & Guaranty, and “Com- 
mutation Functions for Individual Pol- 
icies Providing for Hospital, Surgical and 
Medical Care Benefits After Retirement” 
by Henry W. Steinhaus, consulting ac- 
tuary, New York, x. 

A social hour and dinner will conclude 
Thursday’s program. The meeting closes 
Friday morning with the panel discus- 
sion moderated by Mr. Carleton. 





NBCU Promotes Actuaries 


McNamara and Greene 

Two promotions in the actuarial divi- 
sion of the National Bureau of Casualty 
Underwriters are announced by William 
Leslie, Jr., general manager. 

Daniel J. McNamara, an assistant actu- 
ary since January has been promoted to 
senior assistant actuary. He was gradu- 
ated from Fordham Law School in 1955 
with an LL.B. degree and has been ad- 
mitted to the bar. 

Thomas A. Greene, formerly an actu- 
arial supervisor, is now an assistant ac- 
tuary. After graduating from Yale Uni- 
versity in 1956, he joind the bureau as an 
actuarial trainee. 


D. F. KRECH’S 25TH MILESTONE 
Donald F. Krech, superintendent of 
the casualty department at Hartford 
Accident & Indemnity’s Buffalo office, 
marks ‘his 25th anniversary with the 
company on November 8. 

Mr. Krech was with the home office 
claims and liability departments before 
his transfer to Buffalo in 1940. oe 


World W: ar II he served with the U. 
Navy. He is a member of the bene 
& Surety and the Insurance Clubs of 
Buffalo. 


Mellen Joins Nationwide 





JOHN E. MELLEN 

John E. Mellen of Raleigh, N. C., has 
been appointed to an executive position 
with Nationwide Corporation of Colum- 
bus, an Ohio holding company asso- 
ciated with Nationwide Insurance. The 
announcement was made by Paul Board- 
man, vice president- general manager of 
the corporation. 

Mr. Mellen joined the company last 
month and is assisting Mr. Boardman 
in the administration of corporation’s 
affairs. Since 1956, he has been manager 
of Nationwide’s Carolina region, encom- 
passing the Carolinas and F lorida. From 
1951 to 1956 he was regional manager in 
Maryland, Delaware and the District of 
Columbia. Mr. Mellen had been with 
Nationwide for 20 years. 


$3 Cut Proposed For UM 


Coverage in Virginia 
Stock and mutual automobile i insurance 
companies have proposed to the Virginia 
State Corporation Commission that an- 
nual premiums for protection against 
the uninsured motorist be cut from $6 
to $3. The proposed reduction in rates 
would be effective on all new and re- 
newal policies written on and after 
January 1, 1960. 
The commission has set a public hear- 
ing for November 6 in Richmond. 
Some of the strongest backers of the 
legislation providing the coverage have 
been complaining that the $6 fee should 
be dropped altogether. They advocate 
that claims be paid out of the $15 fees 
charged uninsured drivers each year 
when they purchase their license plates. 


Revised O.L. & T. Rates Up 


In Illinois and Pennsylvania 

Revised O.L. & T. bodily injury lia- 
bility rates for the area and frontage 
classifications and revised storekeepers’ 
liability rates in Illinois and Pennsyl- 
vania have been announced by the Mu- 
tual Insurance Rating Bureau on he- 
half of its members and subscribers. The 
revised rates are effective November 4. 

The statewide rate level produced by 
the revised area and frontage rates are 
as follows: In Illinois an increase of 
30% and in Pennsylvania a 26.5% in- 
crease, 











JOHN P. COUGHLIN DIES 

John Patrick Coughlin, 68, who retired 
recently as assistant secretary of the 
workmen’s compensation and liability de- 
partment of The Travelers, died October 
25 when stricken with a cerebral hemor- 
rhage. 

A Navy ensign in World War I, Mr. 
Coughlin had been with The Travelers 


for 45 years. He is survived by his 
widow, two daughters, three sons and a 
sister. 


000,000 in a single year. 


VE 


J. Dewey Dorsett, general manager of 
the Association of Casualty & Surety 
Companies, urged the public to shed its 
apathetic attitude toward conditions 
forcing increases in automobile liability 
rates in an address recently before 
the Charleston, W. Va., Rotary Club. At 
this time it is imperative to mobilize a 
public opinion “that is so soundly in- 
formed, so strongly in its mass voice, 
and so firm in its determination that its 
demand for prompt correction of the 
conditions that have been causing the 
price of your insurance to rise can not 
and will not be denied,’ Mr. Dorsett 
emphasized. 

He listed five principal conditions—all 
beyond the control of insurance com- 
panies—which he said caused increased 
rates. These are: (1) A continuing and 
shocking increase in traffic accidents; 
(2) continuing increase in the number 
and amount of unjust jury verdicts; (3) 
continuing increase in the cost of re- 
pairing both property and people follow- 
ing traffic accidents; (4) padded and 
fraudulent claims, and (5) general eco- 
nomic inflation. 

“As long as the public remains apa- 
thetic about traffic accidents,” he told 
his audience, “neither the public officials 
nor the police can do anything to correct 
them. Blame yourselves and provide the 
support your officials need.” 

Mr. Dorsett said the “true enormity 
of our nation’s annually recurring traf- 
fic tragedy” is unknown and that official 
and non-official safety specialists dis- 
agree by a wide margin on what the 
actual total may be. Estimates on the 
total number of traffic accidents—fatal, 
bodily injury and property damage com- 
bined—range from 9,000,000 to 12,000,000 
per year. Based on the minimum statis- 
tics we can put our hands on,” he said, 

“the economic loss is more thi in a stag- 
gering $7,250,000,000 per year.” 

Mr. Dorsett then suggested: “You can 
begin your crusade for lower insurance 
rates by demanding sound traffic laws, 
enough policemen to enforce them, and 
courts that will fit the punishment to 
the violation, without fear or favor. De- 
mand, too, a statistical bureau that will 
give | the people complete accident fig- 
ures.’ 

Turning to high jury verdicts, the 
speaker referred to three spot studies 
made within the year in widely sepa- 
rated states. “It was shown in all of 
them, beyond the faintest possibility of 
successful challenge, that jury verdicts 
have been soaring far beyond the cost 
of living.” 

Mr. Dorsett pointed out that automo- 
bile insurance rates have lagged far be- 
hind the increase in the cost of the 
goods and services that enter into the 
settlement of claims and that they lag 
behind the increases in other essential 
commodities and services. 

He cited figures which showed that in 
the past 20 years hospital costs have 
gone up 313%; medical care, up 112%; 
automobile peaal costs, up 95%; food, 
up 140%; clothing, up 106%, and auto- 
mobile liability insurance, up 86%. 

He said it is a complete fallacy to he- 
lieve that “the rich insurance companies 
can afford to pay” the increasing num- 
ber of fraudulent and exaggerated 
claims. 

“If there is any doubt in your minds 
about the enormous losses the casualty 
insurance companies have ‘been, and still 
are, suffering in the fields of automobile 
liability insurance, consider just one 
more set of brief figures. 

“Tn 1958, they collected $2,900,600,000 in 
premiums--speaking in round figures— 
and they paid out for claims and ex- 
penses $3,292,000,000—a deficit of $392,- 
Nor was that 
just an ‘off’ year. In 1957, for every $100 
in earned premiums received, the com- 
panies had to pay out $116. 70. Nor was 
this just an ‘off’ year. 

“In only three of the 13 years since 


D. Dorsett Urges Public to Shed its 
Apathetic Attitude on Traffic Accidents 
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the end of World War II were the com. 
panies able to show the meagerest kind 
of profit, Their losses for the same | 
period aggregate the fantastic sum of © 
more than $800,000,000. These figures 
are open to the inspection of anyone 
They were the object of investigations 
by the legislatures of both Massachu. © 
setts and Florida last year, and in both © 
cases the investigating committees found © 
the companies’ petitions for higher rates e 
were wholly justified and bluntly told 
the motoring public that it had only it- 7 
self to blame for rising insurance costs, 

“It will gain nothing to attack the © 
insurance companies, because they can 
not do business any longer at a loss, as © 
I have attempted to demonstrate. Nor © 
will it gain you anything to denounce © 
your public officials. They—municipal, 
state, and county—can do little without 
the strength of an informed public opin- — 
ion standing firmly beside them when | 
they move to strengthen your traffic © 
laws, recruit and train more police for 
traffic duty, enforce the laws with a © 
firmness that will cause the most chronic | 
violator to hesitate, and require the | 
courts to measure justice in terms of Pa 
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the greatest good for all, in place of | W 
lenience to a comparative few.” char 
tion, 
Be ket 
“DELAY IN COURT” PUBLISHED | a 
Chicago University Law School Study | bv 
Examines Court Delay; Personal | the 
Injury Litigation Covered B tive 
Are insurance groups and corporate’ of p 
defendants responsible for the choking 7 
congestion in our courts today? What § I 
is the reason for the strange phenom- a Ri 
enon of “claim consciousness” and its that 
frequency in certain regions? Why does 
Chief Justice Earl Warren say our pres- 
ent court system, “leaves vulnerable 7 








throughout the world the reputation of 
the United States ?” 

These and_ other questions are 
answered and fully explored in the re- 
cently published book, “Delay In Court’ 
by Hans Zeisel, Harry Kalven, Jr. and @ 
Bernard Bucholz and published by Little © 
Brown & Co., 313 pages, $7. The first of 
a series of books based on research con- 
ducted at the University of Chicago Law 
School, “Delay in Court” is described at 
a significant inquiry into all the ramifica- 
tions of delay, particularly in personal 
injury cases. 

The authors have employed quantita- © 
tive, data-analysis methods in examining © 
this problem, but despite its technical © 
nature the book is written in non-tech- © 
nical language with the aid of 100 tables, ~ 
line and bar graphs and pictograms. 

“Delay In Court” is divided into six 
parts under the following headings: The | 
Problem, Reducing Trial Time, Increas- 7 
ing Settlement, More Judge Time, Re- 7 
lated Problems and Appendices. Under © 
the aforementioned general topics, the 7 
authors discuss such vital questions in 7 
detail as these: ie 

How can delay best be measured up! | 
How much longer is the jury trail than 7 
the bench trial? Can the jury trial be @ 
speeded up? How much help can be ex- & 
pected from moves to increase jury & 
waiver? Should pressures for settlement F 
be increased? Is pre-trial the answer? 
Is concentration of the trial bar the 

cause? What are the merits of the 
various proposals for substitute judges? 
Will charging interest from the date ol 
the accident help? Is the personal in- 
jury suit to blame? What about the & 
impartial medical expert? Can hours be § 
added to the average judicial trial day? 

With court congestion the most n0- 
torious and one of the most stubborn 
contemporary legal problems to solve, the 
publishers of “Delay In Court,” believe 
this book is the first thorough survey 2! 
the condition and a most complete 
appraisal of the various roads to its 
solution, 
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Greater Needs Than Ever for New 


Concepts of Insurance, Says Gilman 


“The insurance product which is being 
sold today—even the modifications and 
improvements which have been made in 
that product—is still based on concepts 
of yesterday,” Irving Gilman, vice presi- 
dent of the Institute for Motivational 
Research of Croton-on-Hudson, N. Y., 
told the National Association of Inde- 
pendent Insurers’ meeting last week at 
Sheraton-Plaza Hotel, Washington. His 
specific reference was to the dramatic 
changes taking place in the western 
world, forced upon us by the external 
pressures of soviet society and by the 
dynamics of life itself. In his opinion, 
these changing needs of people must be 
reflected in the insurance product, if it 
is to be successful on the market place. 

Mr. Gilman believes that it is now 
necessary to transfer the major physi- 
cal revolutions which have brought us 
to the atomic age into the psychological 
field, “for man is beginning to realize 
that the satisfaction of his physical 
needs is not enough,” insurance must be- 
gin to think in terms of the psychologi- 
cal needs, “which are related to the 
changing patterns of our cultural and 
social development,” he said. 

When insurance fails to take this 
changing moral climate into considera- 
tion, a large section of the potential mar- 
ket is cut out. “For example,’ Mr. 
Gilman explained, “the moral obliga- 
tion to provide for the future which 
was once the dominant motivation for 
the purchase of insurance, no longer has 
the same meaning. The moral impera- 
tive is being replaced by the gratification 
of present needs and desires.” 


Insurance an Emotional Product 


Research at the institute has shown 
that while insurance is a product that 
requires rationalization in terms of the 
individual’s long-term needs and goals, 
it is also one of the most emotional kinds 
of products because it can arouse anxiety 
or fear or pride or hope. Commenting 
further, Mr. Gilman said: 

“While it may very well be possible to 

sell a detergent simply by offering more 
per can, it is not enough to offer insur- 
ance in terms of more per policy. For 
when you are selling insurance you are 
selling not merely protection but a way 
of life. The purchaser must be predis- 
posed toward insurance before he can 
become aware of the advantage of a 
specific policy. He must have a gen- 
erally friendly attitude toward the com- 
pany and its agents before he will con- 
sider your insurance over that offered by 
another company.” 
_ However, the problem of developing an 
individual approach through advertising 
is not enough, he stated. Besides con- 
fusing the public more, this approach 
might stray too far from the needs of 
the consumer. Insurance companies must 
instead become cognizant of current con- 
sumer trends. Pointing out where the 
industry has failed in marketing and 
advertising programs, Mr. Gilman said: 
_“Tnsurance companies—not only in the 
life field but in the non-life field as 
well—have been selling ‘disaster insur- 
ance.” They have been selling insurance 
as a necessary evil. The product is 
therefore seen by consumers in a dis- 
torted light, 


Agent Called “Consumer’s Conscience” 


The insurance agent himself seldom 
communicates the life-giving quality, the 
happiness quality of insurance. Most of 
the time he is seen as the consumer's 
conscience. He is being told that he has 
failed to adequately provide for his fam- 
ily, whether it be in terms of liability in- 
Surance, accident insurance, health 
surance, automobile insurance, cas- 
ualty, etc, 

Every time he sees the insurance 
agent he psychologically crosses over 
. the other side of the street. When 

€ agent calls on the telephone, he is 
not at home. He does not respond to 


direct mail solicitations because thinking 
about insurance is distasteful to him. 
Psychologically, his back is being forced 
against the wall. He is put on the 
spot and is reminded of his failings as 
a good provider for himself and_ his 
family.” 

Mr. Gilman emphasized that the in- 
surance agent and his company must be 
developed in such a way that they are 
seen as counselors, as friends, as allies 
rather than as agents of disaster. 

Since insurance has ‘been identified 
with things which are unpleasant but 
must some day be faced, people prefer 
not to think about insurance, he re- 
marked. As a young child cannot com- 
prehend death even when it occurs to 
a playmate, the potential policyholder 
cannot conceive of any misfortune hap- 
pening to him. 

“Intellectually I might be convinced,” 
Mr. Gilman said, “but emotionally I 
cannot see the situation in which my 
home is burned, my property destroyed, 








my furniture stolen or my automobile 
wrecked, because within myself I feel 
that these things will never happen to 
me, or if they do, I will be capable of 
handling them myself.” 

Before purchasing most products, the 
institute has found that the consumer 
has a mental rehearsal. “Mental re- 
hearsal for purchase of a washing ma- 
chine, a house, an automobile or a bar 
of soap,” Mr. Gilman explained, “is a 
promise which can be redeemed. The 
consumer obtains the product, uses it and 
has pleasure and satisfaction from his 
purchase. But the insurance purchase 
can only be redeemed in moments of dis- 
aster. Therefore, a new frame of refer- 
ence must be developed.” 


New Concept of Agent 


Mr. Gilman further stated that an- 
other major problem in the insurance 
field is the need to convert the insurance 
agent from a simple salesman into a 
professional in his field. Amplifying 
this concept before the NAAI the 
speaker brought out: “Instead of selling 
an insurance policy, the agent should be 
selling a program of insurance in which 
he sells a full line of insurance even 
though his company may not be able to 
write some of these policies. 

“Actually, the insurance agent now is 


seen as a very limited personality. He 
represents only a few companies. He 
should function somewhat like a broker. 
Naturally, we would not expect him to 
function on the level of the broker who 
represents insurance companies in every 
field of activity but he should be able to 
recommend other companies to his client 
or prospective client so that he functions 
in the role of an insurance counselor. 

“This is what people want. They want 
to buy all their insurance today in one 
package. They want to buy it in one 
place. They want to deal with one indi- 
vidual. This will drive many people into 
the arms of the broker or it can result 
in a new role for insurance companies 
and their agents. I suggest the possi- 
bility of some type of super brokerage 
operation developed by a group of com- 
panies who would establish a central unit 
for prescribing insurance on a counsel- 
ling service basis.” 


Most Companies “Faceless Entities” 


Mr. Gilman then stressed the fact that 
“most insurance companies are faceless 
entities to most people.” Studies con- 
ducted at the institute revealed that only 
a few of “the big names” are known and 
even these companies have a need to 


(Continued on Page 42) 
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To the many brokers who have recently earned 


the C.P.C.U. designation, Prudential sends its 
compliments and best wishes. The high profes- 
sional standards symbolized by the Chartered 


Property and Casualty Underwriters reflect credit 
on the entire insurance industry. 


The Prudential i 


INSURANCE COMPANY OF AMERICA * 
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Slaight and McDonald 
‘ Promoted by R&S 


BOTH ARE VICE PRESIDENTS 


Respectively in Charge of Conventional 
Punch Card Service and Electronic 
Computer Service; Their Careers 


Promotions of Walter R. Slaight and 
John W. McDonald to be vice presidents 
were recently announced by the Record- 
ing & Statistical Corp. whose main of- 
fices are located in New York City. Both 
of these executives have assumed man- 
Ssta- 
R & S which was re- 
con- 


agement responsibilities in the U. S. 
tistical division of 
cently expanded into two divisions— 


JOHN W. McDONALD 


ventional punch card service and elec- 
tronic computer service. 

Mr. McDonald, who was formerly as- 
sistant to R & S president, W. B. Aus- 
tin, is now in charge of the newly 
created electronic computer — service. 
Currently he is developing this program, 
including the installation of a large scale 
computer which should be available for 
service to the insurance business soon 
after January 1, 1900. 


McDonald has a broad experience 


Mr. 





N.Y. 


Pach Bros., 


WALTER R. SLAIGHT 


in the electronics field. Prior to 1958 
when he joined R & S, he served several 
years with one of the well known manu- 
facturers as general manager of its busi- 
ness services department. He _ resides 
with his family in Short Hills, N. J. 
Mr. Slaight, who now heads the con- 
ventional punch card service division, 
joined R & S in 1946. He was trans- 
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Competitive Problems Aired by Evans 


(Continued from Page 31) 


1958 reflected aggregate operating results 
for the agency companies of 105% com- 
pared with 94% for the specialty com- 
panies. 

“Converting the underwriting results 
to tariff rates,” he said, “would develop 
a 79.6% aggregate operating ratio for 
the specialty companies compared to 
105% of the same dollar for the agency 








Texas Merit-Demerit Plan 


Commenting on the recently an- 
nounced merit-demerit automobile plan 
in Texas, (Mr. Evans predicted: “Texas, 
with its absolute uniformity of coverage, 
classification and rates, will have less 
trouble in effectively administering its 
new program and come closer to achiev- 
ing the desired results than any other 
plan announced so far. Complete uni- 
formity is obviously essential to make a 
merit-demerit plan work.” 








TEE IE) 
companies.” The same study also re- 
vealed that the specialty companies 


average costs per automobile B.I. claim 
were larger than that of agency com- 
panies, whereas accident frequency was 
consistently at least 20% better than 
agency companies. “This would indicate 
that a better book of business was de- 
veloped as a result of more aggressive 
selling and more selective underwriting, 
made possible by attractive rates which 
the companies offered by reason of 
marked reductions in both the expense 
and loss component parts of the pre- 
mium dollar.” 

‘Noting that the direct writers confine 
their operations to accepting only the 
best of each classification and thus make 
no contribution toward accepting their 
share of marginal or poor business, Mr. 
Evans said they are now redoubling 
their efforts to attract the rest of the 
preferred business through an even more 
aggressive merchandising program spear- 
headed by radio, TV and extensive con- 
sumer advertising. “Their advertising 





Allstate Sponsors Small 
Car Clinic at Skokie H. O. 


A compact car clinic, designed to better 
acquaint Allstate’s claims people with 
new models of smaller cars, has brought 
what is believed to be the first automo- 
bile show held in an insurance building 
to Allstate’s home office in Skokie. 

President Judson B. Branch said the 
clinic is the first of a series of meetings 
for Allstate claims employes throughout 
the country to familiarize them with 
damage and repair characteristics of the 
new compact and small car models. 

“This program will enable our special- 
ists to give owners of the smaller cars 
the same fast, skillful claims service that 
standard-size automobile owners re- 
ceive,” he declared. 

In addition to providing actual models 
for study by the claims personnel, the 
display also has provided a unique oppor- 
tunity for employes and their families to 
inspect, side-by-side, seven makes of 
American and foreign cars. Included in 
the show are the Studebaker Lark, Ram- 
bler American, Chevrolet Corvair, Ford 
Falcon, Renault Dauphine, Volkswagen 
and the Triumph TR-10. All the cars 
were loaned by Chicago area dealers. 

Following the show at Allstate’s home 
office, a display will be held in the 
Illinois regional branch, also in Skokie. 
)ther shows are also being planned at 
several of the Sears, Roebuck & Co. 
stores in the Chicago area. 





ferred to Chicago as manager of the sta- 
tistical division in 1953. While there he 
did an outstanding job in developing and 
expanding the scope of R & S activities 
in the midwest. A native of upstate 
New York, Mr. Slaight resides with his 
family in (Ramsay, N. J. 


budget alone is 600% more than that of 
agency companies,” he emphasized. 

Under the accepted practices of agen- 
cy companies in producing and servicing 
business, Mr. Evans said: “We can 
never hope to compete on the basis of 
the expense component part of the pre- 
mium dollar alone. However, given a 
fair opportunity to compete for the 
‘sweet’ and with specialty companies 
shouldering their fair share of the ‘bit- 
ter, we can easily offset the difference 
in rates.” 


Margin Between Rates Narrowed 

The speaker then brought out that the 
adoption of the lower production cost 
factor by agency companies had the ef- 
fect of keeping rates about 8% lower 
than they otherwise would be. “This has 
effectively narrowed the margin between 
our rates and will materially help stem 
the tide. Even though commissions had 
to be adjusted in keeping with the lower 
production cost factor, ‘take home pay’ 
per risk is actually higher. Agents, of 
course, would not expect to benefit be- 
cause of poor experience.” 

He further felt that most, if not all, 
companies would be happy to pay any 
amount of commission which agents in 
good conscience believe they earn, “pro- 
viding competitive practices of com- 
panies employing other less expensive 
methods of distribution were curbed so 
that our system of distribution would 
not be selected against.” 

Speaking of the “merit rate” for the 
better risks of each class, Mr. Evans 
called it “another blow to the captive 
agent” and said: “His ‘pickings’ will 
even be more scarce for now almost all 
companies are at the ‘trough’ on a very 
competitive basis. 

“Their honeymoon could be over—in- 
dependent agents now have the tools— 
but a word of caution—these tools must 
be honorably used and not abused. 
Classifications must be absolutely ac- 
curate, signed applications must be se- 
cured, free insurance must be absolutely 
avoided, agency leverage for acceptance 
of business or —— of claims must 
never be used. Above all, an aggressive 
sales program seeking the risk, rather 
than providing coverage for the risk 
seeking insurance, must be continually 
followed. 

“Tf every independent agent will faith- 
fully follow this program, the other 
method of distribution which is so inimi- 
cal to the very spirit of the American 
Agency System would be in trouble and 
its progress arrested.” 

For Mandatory Program Providing 

Uniform Coverage 

As earlier indicated ‘Mr. Evans advo- 
cated “as the most practical solution to 
the automobile problem,” the adoption 
of a mandatory program providing uni- 
form coverage with standard provisions 
covering automobile 'B.I. and P.D. lia- 
bility, including uninsured motorists 
coverage and medical payments, with the 
physical damage being the only optional 
coverage. he plan would require a 
limited number of reasonable territorial, 
use and age classifications with a uni- 
formly and strictly regulated demerit 
rating program designed to punish se- 
verely the accident producer and/or 
traffic violator on an equitable point 
system. In recommending this proced- 
ure the speaker remarked 

“Assureds deserve no special recog- 
nition for doing what is expected of 
them. Strictly and severely penalizing 
the producer of an accident or traffic 
violator is an effective form of punish- 
ment. It is equally as important as the 
extra premium charged, and from a psy- 
chological point of view will have a more 
beneficial effect in preventing accidents 
and traffic violations than any other 
factor. The risk free of accident and 
traffic violations will automatically bene- 
fit to an even greater extent and on an 
extremely simplified basis. 

“To minimize adverse selection against 
tariff companies, the premium volume of 
rate deviators would be increased by 
twice the percentage of deviation for the 
purpose of determining the number of 


TRIPP ELECTED PRESIDENT 


Named at Southwestern Insurance In. 
formation Luncheon; Awards Given 
to Outstanding Speakers 

Murrell R. Tripp, president, Western 
Fire and Indemnity and former mayor 
of Lubbock, Texas, was elected presj- 
dent of Southwestern Insurance Infor- 
mation Service for the 1959-60 fiscal year 
at the recent annual stockholders’ and 
a ged meeting in Dallas. 

Mr. Tripp, prominent Lubbock insur- 
ance executive, assumes the presidency 
of one of the major casualty informa- 
tion associations in the industry. 

In behalf of the stockholders and di- 
rectors, Mr. Tripp presented a rosewood 
plaque and gavel to Austin F. Allen, 
chairman of the board, Employers Cas. 
ualty Co. and Texas Employers’ Insur- 
ance Association, the retiring president 
of SII 

Mr. “Allen, in turn, presented awards 
to outstanding SIIS speakers for the 
past year, who were: A. A. Merback, vice 
president, Texas Casualty of Austin; 
Verle Petri, Pacific Employers of Hous- 
ton, and C. Sliger of Southwestern 
Indemnity of Waco. 

Other officers and directors elected 
for the coming year were: First vice 
president, Charles Yancey, Southwestern 
Fire & Casualty of Dallas; second vice 
president, William Biggs, Southwestern 
Insurance Company; third vice presi- 
dent, Sumner Roberts, State Farm Mu- 
tual of Bloomington, IIl.; secretary 
treasurer, John D. Carter, Central Mu- 
tual of Dallas. New directors are: W. 
Joe Anderson, Angelina Casualty of Luf- 
kin, Texas; H. V. Harman, Jr., South- 
western Indemnity, and F. W. Hathaway, 
Northwestern Mutual of Dallas. 

Directors held over for additional 
terms are: Frank McBride, Kemper 
Group, Dallas; William Glen-Walker, 
Millers Mutual Fire of Texas; Ben 
Voth, Standard Insurance of Tulsa, and 
Mr. Tripp. Mr. Allen, as retiring presi- 
dent, is an ex-officio member of the 
board. 





They would be required to 
write such business at their scheduled 
rates but not in excess of full tariff, 
plus assigned risk surcharge. 

“Rates established in accordance with 
a pre-determined statutory formula, ade- 
quate to discharge all losses, and with 
reasonable allowances for agency com- 
missions and company operating ex- 
penses should be provided. 

“Under this plan companies would be 
free to deviate if warranted by their f- 
nancial condition and, if savings in 
either the loss or expense component 
part of the premium dollar could be es- 
tablished. This would provide the type 
of competition anticipated by the ant! 
trust acts and on a non-discriminatory 
basis. Experience could then be com- 
piled on a uniform, credible and mean- 
ingful basis which would permit  subse- 
quent refinement and modifications when 
indicated.” 

The speaker felt that the adoption of 
such a uniform plan would return the 
business to a sound and orderly basis. 
“Tt would eliminate existing chaos and 
utter confusion, provide a broad equita- 
ble market, maintain company solvency 
and permit companies and agents (0 
plan and think constructively instead of 
continuously being on the defensive,” he 


contended. 

“Company and agent alike,” Mr. 
Evans added, “could tackle the job of 
insuring every deserving motorist under 
a broad policy with built-in protection 
against damages caused by the uninsure 
and untraced motorist, and medical pay- 
ments to complete the protection. 

“Further agitation for compulsory, 
compensation, unsatisfied judgment 0 
indemnification plans would cease. 

“Equally important, the industry cou! 
settle down and concentrate and really 
do a job on accident and loss prevention Ba 
and rehabilitation of claimants, in add 
tion to its present field of sole indemni- 
fication.” pee 

A second installment of Mr. Evans 
address in = he discusses the agent’ 
survival in “the new order of things” wil 
appear in an jane issue. 


assignments. 








f 


=. 
oR ae ROE Ry 

























































































e In. : 
Ahi im ee ate nag 
vel ; <a 
nines i 


Stern ; ee 

nayor a bese at 
Dr esi- 
nfor- 
year 

and : . 


nsur- gat 
lency ~ 
rma- Ms 


d di- ~e . 
wood ~, 

\llen, , : . 
Cas- ; —_ ~ 
nsur- * ~ ™ 
‘ident 


vards 
~ the 
, Vice 
istin; * 
Lous- 
stern 


ected 

vice 
stern 

vice ‘ 
stern 
yresi- . 
Mu- 
etary 

Mu- 
: W. 

Luf- 
outhh- 
way, 


ional ‘ 
mper : 
ker, ° 
Ben i 
and * : 
resi- 
the 





—— * 


ed to 
luled 
ariff, 


with 
ade- 
with 

























com- 

ex- 
d he 
ir fi- 
sin 
nent 
> Ce 

type 
anti- 
tory 
com- 
ean- 
bse- 
vhen 

‘i e © a 

ae Independent agents acclaim MERITmatic...Mr. Za’s 
erp i iti ition! 
aut answer to direct-writing auto competition! 
ency 
; 0 . . e e . 
d of | Write it on the spot with a ball-point pen; deliver on spot. quality protection in a top company. Gives you com- 

. End of bookkeeping. Electronic brain takes over, sends petitive edge. Want to operate this way? We’re with you. 
= notices, pays commissions monthly. You own expirations. Happy to furnish details. Just ask. 

« ; P 

on F All in line with Insuremanship*, Zurich- MERITmatic not yet available in all states. Details on request. 
we ae . : ZURICH INSURANCE COMPANY 
ve f American’s new concept of insurance selling, AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 


ZURICH LIFE INSURANCE COMPANY (an affiliate) 

135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, 
New Haven, Buffalo, Amsterdam, Orange, Philadelphia, Pittsburgh, 
Baltimore, Greensboro, Charleston, Savannah, Atlanta, Birming- 


and Z-A’s increased income plan. Based on 
letting you sell, not bookkeep. 
MERITmatic is competitively priced, auto- 














puld a ll bl d bl t ] ham, Canton, Cleveland, Cincinnati, Detroit, Grand Rapids, 
ally fe WwW e an ayable quarter. or s = * Minneapolis, Milwaukee, Chicago, Jackson, Dallas, St. Louis, 
= ; — y = se P y q y vAu) R | 6 H ; AM E | CAN Kansas City, Denver, Seattle, Portland, Sacramento, San Francisco, 
idi- semi-annually. Gives your best auto accounts | BISIRWi@aieeiaiiiacee | Fresno, Los Angeles, Phoenix, 
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66 Investment Firms to 
Sell U.S.F.&G. New Issue 


910,743 SHARES AT $5 PAR 








Stockholders Offered Right to Subscribe 
At Rate of One Share for Each Five 
Held; Expansion Program Underway 





A group of 66 investment banking firms 
headed by Alex Brown & Sons, Baker, 
Watts & Co., John C. Legg & Co. and 
Stein Bros. & Boyce is underwriting an 
issue of 910,743 shares of $5 par value 
capital stock of United States Fidelity 
& Guaranty. The company is offering to 
its stockholders the right to subscribe 
for the additional shares of capital stock 
at the rate of one share for each five 
shares held of record on October 28, 
1959. The subscription offer, evidence by 
transferable subscription warrants, ex- 
pires at 3:30 p.m. on November 17. 

Subscription price to warrant holders 
is $26.50 per share. The underwriters 
have agreed to purchase any unsub- 
scribed shares and may offer stock both 
during and after the subscription period. 

The purpose of the sale of the addi- 
tional shares is to provide the company 
with additional capital and surplus which 
will support a continuing growth in the 
volume of net premiums written. The 
net proceeds of the issue will initially 
be added to the company’s general funds. 
Funds not required for working capital 
will be invested in securities. 

S. F. & G.’s business volume has 
increased substantially in recent years 
which tended to reduce the ratio of 
capital funds to premiums written. While 
there is no fixed formula, management 
believes a conservative and adequate 
policy is to maintain total capital and 
surplus in the neighborhood of 50% of 
the annual net premiums. 

On July 27, last the company’s di- 
rectors authorized the incorporation of a 
new life insurance company, the stock of 
which will be wholly owned by U. S. F. 
& G. The formation of this new life com- 
pany to write life insurance, annuities 
and related lines will require supporting 
funds. It is expected that the initial in- 
vestment in the life insurance company 
will be approximately $10,000,000. 

Giving effect to the present financing, 
capitalization of U. S. F. & G. will con- 
sist of 5,464,458 shares of $5 par value 
capital stock. 


$6,700,217 Net Profit for Seven Months 


On an adjusted basis for the seven 
months ended July 31, the company re- 
ported a net profit of $6,700,217, equal 


to $1.47 a share compared with a net 
profit of $1,183,423 in the comparable 
period of 1958. For the year ended 


December 31, 1958, U. S. F. & G. reported 
an adjusted net profit of $10,648,867, equal 
to $2.36 a share. 
Associated with 
Baker, Watts 


Alex. Brown & Sons, 
& Co. John C. Legg & 


Company and Stein Bros. & Boyce in 
the offering are the following: 

The First Boston Corp., Blyth & Co., Inc., 
Eastman Dillon, Union Securities & Co., Glore, 
Forgan & Co., Goldman, Sachs & Co., Harriman 
Ripley & Co., Inc., Kidder, Peabody & Co., Inc., 
Lehman Brothers, Merrill Lynch, Pierce, Fen- 
ner & Smith, Inc., Smith, Barney & Co., Stone 


& Webster Securities Corp., White, Weld & Co., 
Inc., Clark, Dodge & Co., Drexel & Co., Robert 
Garrett & Sons, Gregory & Sons, Hornblower 
& Weeks, W. E, Hutton & Co., F. S. Moseley 
& Co. 

Also—Paine, Webber, Jackson & Curtis, R. W. 
Pressprich & Co., Dean Witter & Co., Equitable 
Securities Corp., Mead, Miller & Co., Wood, 
Struthers & Co., Bacon, Whipple & Co., Robert 
W. Baird & Co., Inc., William Blair & Co., 
Coffin & Burr, Inc., Cooley & Co., Shelby Cul- 
lom Davis & Co., R. S, Dickson & Company, 
Inc., Dominick & Dominick, Walter C. Gorey 
Co., Johnston, Lemon & Co., Laird & Co., 
Corp., Revel Miller & Co., Inc., Piper, Jaffray 
& Hopwood, Putnam & Co., Reinholdt & Gard- 
ner, The Robinson-Humphrey Co., Inc., Chas. W. 


Scranton & Co., William R. Statts & Co., H. C. 
Wainwright & Co., G. H. Walker & Co. 
Also—Baumgartner, Downing & Co., Clark, 


Landstreet & Kirkpatrick, Inc., Doolittle & Co., 
Clement A. Evans & Co., Inc., Hayden, Miller & 





CLARENCE BREARLY DIES 
Deputy General Manager of General 
Accident Had 50 Year Career 
With the Group 
Clarence L. Brearly, deputy general 
manager of the General Accident Group, 
died in his sleep recently, at his home 

in Wynnewood, Pa. 

Mr. Breary’s long e4 with the coii- 
pany dates from 1909. He became super- 
intendent of the automobile department 
in 1915. An authority on automobile 
underwriting, he developed methods 
which contributed substantially to the 
advancement of company interests. In 
1942 Mr. Brearly established a pattern 
of multiple line treatment of automobile 
business for the Group when he assumed 
responsibility for the underwriting pro- 
gram of the Potomac Insurance Co., then 
a fire carrier associated with General 


Accident. 


Mr. Brearly was named assistant gen- 
eral manager of the General Accident 
and secretary of the Potomac in 1950, 
and three years later became a deputy 
general manager for General Accident 
and a vice president of Potomac. Upon 
the formation of Pennsylvania General, a 
Group member company, he was elected 
vice president. In these posts Mr. 
Brearly had executive supervision over 
the Group’s multiple line underwriting 
program. 

He is survived by a daughter, Mrs. 
George MacDonald, of Swarthmore, Pa., 
and a brother Albert, of Colwyn, Pa. 





General Accident Group Now 
In 110 William St. Building 


General Accident Fire & Life has 
moved its New York metropolitan office 
to the new 3l-story office building near- 
ing completion at 110 William Street. 
The company’s new offices, comprising 
18,000 square feet, were opened on No- 
vember 2, following an office occupancy 
of 20 years at 99 John Street. 

The General Accident Group, which 
also includes the Pennsylvania General 
and the Potomac Insurance Co., has_its 
main offices in Philadelphia. Its New 
York operations were established in 1914. 

The new quarters at 110 ‘William Street 
provides General Accident with modern 
and complete facilities for the servicing 


of producers’ needs and, for the first 
time, combines all departments of the 
company on one floor. 


The 110 William Street structure, one 
of the major new buildings erected in 
downtown Manhattan, is providing office 
quarters for a number of leading insur- 
ance companies. They include Fireman’s 
Fund Group, Crum & Forster, Employers’ 
Group, Insurance Co. of North America, 
United States Aviation Underwriters, 
Guy Carpenter & Co., Inc., Brown Crosby 
& Co.. Inc. and John C. Paige Co., Inc. 
Now 85% rented, the building is being 
leased through the Cruikshank Co., agent 
for 110 William Street Corp., owner. 





Aetna Casualty Traffic 
Film Wins Yugoslav Award 


“Look Who’s Driving,” an Aetna Cas- 
ualty & Surety safety film, won the top 
award for animated cartoons at the 
Yugoslav Traffic Films Festival of 1959, 
held recently at Belgrade, Yugoslavia. 

The eight-minute color film dramatiz- 
ing the consequences of childish behavior 
while driving, was the only United 
States film to win an award at the fes- 
tival, 

The Yugoslav award was the fifth won 
by “Look Who’s Driving” in United 
States and European film competitions. 
The year the film was released it was 
judged the best general traffic safety 
film by the National Committee on Films 
for Safety. 





Co., J. J. B. Hilliard & Son, Hirsch & Co., A. E. 
Masten & Co., Pierce, Carrison, Wulbern, Inc., 
Rauscher, Pierce & Co., Inc., Singer, Deane & 
Scrivner, Stephens, Inc., Watling, Lerchen & Co., 
C. T. Williams & Co., Inc., Simon J. Block & 
Son, Herbert W. Schaefer & Co., George C. 
Shriver & Co., Inc. 


RUTLEDGE AWARD WINNER 





R. L. Symons, Indiana Farmers, First in 
Annual Competition; His Thesis Read 
at Mutual Cos. Meeting in Dallas 

Robert L. Symons, claims manager for 
the Indiana Farmers Mutual of Indian- 
apolis, won first place in the mutual com- 
panies’ nationwide competition for the 
annual W. A. Rutledge Award. Purpose 
of this award is to promote and develop 
good management in the farm mutual in- 
surance field. Established by the Farm- 
ers Mutual Hail Insurance Co. of Iowa 
and the National Association of Mutual 
Insurance Companies, it consists of a 
bronze plaque, check for $300 and two 
additional cash prizes. The late Mr. 
Rutledge was founder of both organiza- 
tions. 

Mr. Symons read his prize winning 
thesis, titled “Let’s Adjust Losses,” on 
October 13 before the general session of 
the 63rd annual convention in Dallas of 
National Association of Mutual Insur- 
ance Companies. 

“Forgotten Men of Farm Mutual In- 
surance” was the title of the thesis 
which placed second. It was written by 

Z. Cason, secretary, Farmers Mutual 
of Macon, Mo., who received a check for 
$150. 

The third prize of $50 was presented to 
Richard K. Welch, field representative, 
Mutual Reinsurance Bureau, Belvidere, 
Ill., and his thesis was entitled “Invest 
for Continued Mutual Success.” 

To be eligible for entry in the Rut- 
ledge award program persons had to at- 
tend the School of Mutual Insurance 
Company Management at Purdue Uni- 
versity last June. The entrants sub- 
mitted a thesis on a particular phase of 
farm mutual insurance in which they 
were particularly interested. 

Judges who examined this year’s en- 
tries were Dr. J. H. Atkinson, Depart- 
ment of Agriculture, Washington, °C); 
Earl L. Cooper, secretary, Indiana Farm- 
ers Mutual: L. F. Roherty, director of 
insurance, Rural Mutuals of Wisconsin, 
and George F. Rutledge, assistant sec- 
retary, Farmers Mutual Hail of Des 
Moines. 





Continental Opens New 
K. C. Office; Promotes Two 


Lee Farmer, assistant vice president 
of Continental Casualty has announced 
the opening of a general group office in 
its Kansas City branch. The opening of 
this office is part of the overall expan- 
sion of the general group division. 

In keeping with the policy of the Con- 
tinental Casualty’s general group division 
personnel policy of placing highly trained 
men in the important business areas of 
the country, William Meyers has been 
appointed regional sales manager in 
charge of the new Kansas City office. 

After serving in the United States 
Navy as a frogman in both World War 
I! and the Korean War, Mr. Meyers 
began his insurance career in 1952. In 
1956 he joined Continental as a special 
representative completing all phases of 
home office and field training. 

He is a graduate of Northwestern Uni- 
versity. 

Mr. Farmer also announced the ap- 
pointment of Barrie R. Owen as Group 
representative to serve the upstate New 
York area. Mr. Owen, a graduate of 
Columbia University, reports to the Syra- 
cuse branch office after completing Con- 
tinental’s one year training program. 





Aetna Casualty Files Suit 

Aetna Casualty & Surety has filed suit 
for $44,180 against two Louisville, Ky., 
brothers, Max and Henry Rosmarin. 
Aetna seeks recovery of money it paid 
to two building-loan firms: Avery Build- 
ing Association ($23,747) and Jeffer- 
son Federal Savings & Loan ($20,435). 
Both firms suffered losses when they 
loaned the Rosmarins money on lots that 
allegedly had houses on them. The 
brothers pleaded guilty in 1956 to various 
charges stemming from their transac- 
tions. 





Lumbermen’s Mut. Tops 

$100 Million in Sales 
J. S. KEMPER SEES NEW ’59 HIGH 
Board Chairman Reports More Than 


$6 Million Increase Over ’58 Already; 
Policyholder Dividends Increased 








Based on premium income to date, 
Lumbermens Mutual Casualty Board 
Chairman James S. Kemper predicted 
another sales high in 1959 at the com- 
pany’s semi-annual board meeting in 
Chicago, October 27. 

Premiums reported by agents of Lum- 
bermens throughout the country during 
the first eight months of the year 
totaled $101,883,983—a $6, 139,101 increase 
over the company’s net premiums during 
the first eight months of 1958. 

“If this increase is maintained during 
the remainder of the year—and we are 
confident it will be—Lumbermens will 
mark a new high in sales for the fourth 
consecutive year,” Mr. Kemper said. 

He reported that Lumbermens also 
fhad an increase over 1958 in  policy- 
holder dividends for the first eight 
months of the year, from $8,050,659 to 
$9,118,961, “reflecting our adherence to 
the mutual insurance principles of re- 
turning unabsorbed premiums to policy- 
holders.” 

Said Mr. Kemper: 

“Sales and dividend figures do not 
constitute the entire measure of success 
in the insurance business. More acci- 
dents mean an increase in claims and 
resultant higher insurance costs. 
Slight Improvement in Auto Loss Ratio 

“There has been a very slight improve- 
ment in our automobile insurance loss 
ratio, but rates still do not reflect 
steadily mounting accidents and increas- 
ing claim costs. Rates are bound to rise 
until we reverse the trend. 

“One ray of hope,” he said further, “is 
the encouragement of efforts to control 
inflation. Every insurance policyholder 
and beneficiary has a particular stake in 
reducing government spending because 
inflation and confiscatory taxation are 
eroding their savings, diluting their ben- 
efits and destroying the will, desire and 
incentive to save.’ 





Kemper Group Advances 
Three Men in New England 


Three advancements in the Kemper 
companies’ New England claim depart- 
ment staff are announced by Martin P. 
Luthy, vice president in charge of 
Kemper’s six-state New England depart- 
ment, 

John J. Mooney, formerly branch claim 
manager in Manchester, N. H., has been 
named senior district claim examiner in 
the Boston headquarters. 

Parsons P, Richmond, who had been 
serving as branch claim man: ager in 
Pittsfield, Mass., succeeeds Mr. Mooney 
in the Manchester office and William J. 
Kirchner moves up from claim adjuster 
to manager in the Pittsfield branch claim 
office. 

Mr. Mooney joined the Kemper 
group’s claim department staff in 1947 
in the Boston office. He also served as 
a claim examiner in B oston and Chicago 
and was claim manager in Framingham, 
Mass., before being named Manchester 
manager in 1957. 

He is a past secretary and treasurer 
of the New Hampshire Casualty Claim 
Managers Council and past treasurer of 
the New Hampshire Casualty Adjusters 
Association. 

Mr. Richmond started with the Kem- 
per organization in 1942 as a claim ad- 
juster in the Providence office. Four 
years later he was transferred to a 
similar position in the Springfield, Mass., 
office. In 1952 Mr. Richmond was ap- 
pointed claim manager in Pittsfield. He 
is a former member of the Berkshire 
Casualty Claim Association’s steering 
committee. 

Mr. Kirchner, who has been a claim 
adjuster in the companies’ Pittsfield 
office since 1947, has served on the steer- 
ing and finance committees for the 
Berkshire County Casualty Adjusters 
Association. 


November 6, 1959 


Bk Sat 








: 
Bs 
ti 
: 
st 
A 
es 
er 
oy 















made 
ager 
of A 
AST} 
Th 
meth 
ships 
tric | 
ship 
sente 
mem 
Chicz 
Piz 
No. ¢ 
nual 
Th 
meeti 
Fra 
porat 
Clayt 
grap 
Habe 
cinna 
Cleve 
chapt 
can 


chapt 
South 
Ohio 

ing di 
Insur: 


F, & 


The 
as m 
brancl 
nounc 
presid 

Mr. 
office 
years 
partme 
in Bu 
Cincin 
ford n 
his pre 
ident | 
tion o! 

Mr. 
by Lot 
as a sf 
for the 

Paul 
preside 
charge 
stated. 


CON 
_ Whe 
joined 
in Dal 
Ppany’s 
arm 
that tl 
almost 








7-2) ee eae 








November 6, 1959 








Page 37 








Management Society 
Holds Regional Meet 


ASIM RALLY AT CLEVELAND 





Four States’ Delegates Discuss Methods 
of Increasing Membership, Exchange 
of Activities, Future Seminars 





The first regional meeting of the 
American Society of Insurance Manage- 
ment, Inc., was held recently at the 
Hotel Hopkins, Cleveland. 

The meeting, which was called by 
Charles H. Thiele, insurance manager 
for Federated Department Stores of Cin- 
cinnati and regional vice president of 
Region No. 4, which includes the states 
of Illinois, Indiana, Michigan and Ohio, 
was designed to develop a closer liaison 
between the various chapters, the ex- 
change of chapter activities and future 
programming for other regional confer- 
ences and educational seminars. 

Arrangements for the meeting were 
made by Julia Sullivan, insurance man- 
ager for the General Tire & Rubber Co. 
of Akron, and secretary of the Cleveland 
ASIM chapter. 

The agenda included a discussion of 
methods of increasing chapter member- 
ships. Blaine Wiltse of Automatic Elec- 
tric Co., Northlake, I!l., who is member- 
ship chairman of Chicago ASIM, pre- 
sented a paper in which he outlined the 
membership drive now in progress at 
Chicago Chapter. 

Plans for the next meeting of Regional 
No. 4 will be announced after the an- 
nual meeting in Chicago, November 2. 

Those who attended the first regional 
meeting were: 

Frank O’Shaugnessy, Container Cor- 
poration of America (Chicago chapter) ; 
Clayton R. James, Addressograph-Multi- 
graph Corp. (Cleveland chapter); A. J. 
Haberer, the Procter & Gamble Co. (Cin- 
cinnati chapter); George L. McCready, 
Cleveland Pneumatic Industries (Cleveland 
chapter); Ewald R. Zimmerman, Ameri- 
can Bakeries Co., (Chicago chapter); 
Paul Kipp, United States Gypsum Co. 
(Chicago chapter) ; Paul W. Willberg, the 
Goodyear Tire & Rubber Co. (Cleveland 
chapter); Wesley A. Johnston, the 
Chrysler Corp. (Detroit chapter); John 
M. Ulrich, Jaeger Machine Co. (Central 
Ohio chapter); Edward W. Allstaetter, 
North American Aviation (Central Ohio 
chapter); Sam Garwood, Columbus & 
Southern Ohio Electric Co. (Central 
Ohio chapter); Peter A. Burke, manag- 
ing director of the American Society of 
Insurance Management, Inc. 





F. & D. Names Kessler 
Newark Branch Manager 


The appointment of C. C. Kessler, Jr., 
as manager of Fidelity & Deposit’s 
branch office in Newark, N. J., is an- 
nounced by D. L. Buckler, agency vice 
president. 

Mr. Kessler joined (F. & D.’s home 
office organization in 1923. After initial 
years in the accounting and agency de- 
partments, he was appointed special agent 
in Buffalo; subsequently transferred to 
Cincinnati, and in 1938 was named Hart- 
ford manager which post he held up to 
his present assignment. He is a past pres- 
ident of the Casualty & Surety Associa- 
tion of Connecticut. 

Mr. Kessler. is succeeded in Hartford 
by Louis C. Wayman, Jr., who has served 
as a special agent in the Hartford branch 
for the past ten years. 

Paul S. Parris, F. & D. resident vice 
President in Newark, continues in active 
ore of that branch, Mr. Buckler 
stated. 





COMPANY ’S 10,000TH EMPLOYE 
. When 18-year-old Marilyn Hughes 
joined State Farm Mutual as a file clerk 
in Dallas recently she became the com- 
Panys ten thousandth employe. State 
Farm President Edward B, Rust noted 
that the company’s employe count has 
almost doubled in the past five years. 
















N. Y. Mutual Casualty Names 
Toelle New Production Mgr. 


R. Maynard Toelle has joined New 
York Mutual Casualty as manager of 
agency production, it is announced by 
William F. Dowling, president of the 
company. Mr. Toelle’s background in 
insurance covers both underwriting and 


. production and dates back to 1929 when 


he first entered the field with a Chicago 
general agency. After World War II 
service he joined the management staff 
of the Fireman’s Fund Indemnity. Later 
he became Chicago branch manager for 


the American Foreign Insurance Asso- 
ciation. His last position with that 
organization, before joining New York 
Mutual, was secretary in charge of all 
casualty and bonding claims in its New 
York office. 

Mr. Toelle is presently the national 
treasurer of the Society of Chartered 
Property & Casualty Underwriters and 
past president of both the New York 
and Chicago CPOU chapters. He is also 
vice president and director of the Inter- 
American Safety Council. 

His experience in all phases of insur- 
ance operations has earned him more 
than the assignment as production man- 


ACCO’S BAGGOTT TRANSFERRED 
American Casualty has transferred 
Kenneth L. Baggott from its Charleston 
office to property lines special agent in 
the Williamsport and Harrisburg, Pa. 
areas. Mr. Baggott, who has had ten 
years’ experience in underwriting prop- 
erty lines, will have headquarters in 
AOCO’s Harrisburg service office. 





ager for New York Mutual. He will also 
be a member of the company’s manage- 
ment team for co-ordinating and extend- 
ing its underwriting policies. 
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KANSAS O.L. & T. RATES UP 24.6% 


Mutual Insurance Rating Bureau Also 
Revises Storekeepers’ Liability Rates; 
N. J. O.L. & T. Rates Amended 

Revised O.L. & T. bodily injury lia- 
bility rates in Kansas and New Jersey 
and revised storekeepers’ liability rates 
in Kansas have been announced by the 
Mutual Insurance Rating Bureau. The 
revised rate went into effect October 28 

Kansas area and frontage classifica- 
tions of the O.L. & T. liability manual 
went up 24.6%. These classifications in- 
clude bodily injury rates applicable to 
retail stores, hotels, churches, hospitals, 
clubs, restaurants, apartments and tene- 
ments, boarding or rooming houses and 
mercantile office buildings. 

Storekeepers’ liability rates have been 
revised where necessary in order that the 
this coverage will not be 

greater than the combined 
and property damage rates 
classifi- 


rates for less 
than 10% 
bodily injury 
for the corresponding O.L. & T. 
cation. 

In New Jersey the bodily injury lia- 
bility rates were revised for the O.L. & T. 
classification applicable to residences, 
schools, theatres as well as those apply- 
ing for risks such as automatic slot and 
vending machines, boat houses, bathing 
beaches, skating rinks and swimming 
pools. 

Also approved were amendments to the 
comprehensive personal and farmers 
comprehensive personal liability policies 
which permit the writing of these policies 
for six months in combination with a six 
months automobile liability policy. 


Employers’ Group Graduates 
56th Class For Agents 


Several of the United States, includ- 
ing the 49th state, Alaska, were repre- 
sented in the 56th Agents’ Class of the 
— Group of Insurance C 
which held its graduation ceremonies re 
cently in Boston. The class marked the 
completion of seven weeks of intensive 
schooling in all lines of insurance. 

Among teed present to congratulate 
the graduates were Frank W. Boyle, 
deputy manager; Daniel B. Linscott, 
deputy manager and John W. Cookson, 
director of agencies. Diplomas were pre- 
sented by Hans Barber, CPCU, superin- 
tendent of the education department. 


Cos. 


Joseph O’Neil Named ibeaiis 


Executive of Kemper Group 

Joseph O’Neil, Jr., has been named 
a junior executive of the Kemper Com- 
panies. Now assistant to President Nor- 
ris C. Flanagin, he joined the Kemper 
organization in 1957 in its business ex- 
tension department. 

Before his promotion in August, 1958, 
Mr. O’Neil was a member of the Kem- 
per advertising department staff, serving 
as supervisor of trade magazine and 
A. & H. advertising. 


L. M. Eisaman, Pittsburgh 
Mgr. for Hartford A. & I. 


Lewis M. Eisaman has been named 
Pittsburgh manager of the Hartford Ac- 


cident & Indemnity, Vice President 
Frank C. McVicar announced recently. 

He will succeed Alfred M. Battistini 
who has been promoted to assistant 


manager of the Hartford \Fire Group’s 
new departmental office to be established 
in Cincinnati. Mr. Battistini is expected 
to assume his post early next year. 

A native of Greenburg, Pa. and for- 
mer high school teacher, Mr. Eisaman 
was graduated from the University of 
Pittsburgh. He joined the Hartford Ac- 
cident in 1942, serving as supervising 
underwriter, and abetinenaind of the 


casualty department before he was 
named assistant manager in 1955. Mr. 
Eisaman is a World War II \rmy vet- 


eran. A past president of the Casualty 
Association of Pittsburgh, he also is a 
member of the Insurance Club of Pitts- 
burgh and various fraternal and civic 
organizations. 


Capitol Ind. Being Formed in 
Wisconsin; G. A. Fait, Pres’t 


A new Wisconsin fidelity insurance 
company, the Capitol Indemnity Corp., is 
being formed in Madison. The two prin- 
organizers, George A. (Fait and 
Frederick H. Rolfsmeyer, have received 
incorporation papers from the Wisconsin 


Insurance Department and will soon 
make a stock offering of 200,000 shares 
at $2.50 par value a share to the public. 
Clearance on this offering is expected 
shortly from the Wisconsin Department 
of Securities. 


cipal 


Mr. Fait, formerly an agent in Madi- 
son for Hartford Accident & Indemnity, 
will be president of the new company, 
and Mr. Rolfsmeyer, formerly a Hart- 
ford agent in Butler, Wis., will be secre- 
tary-treasurer. They report that Capitol 
Indemnity is the first company of its kind 
to be organized in Wisconsin since 1926. 
Initially it will write probate, public offi- 
cial, contract bonds and some fidelity 
risks in Wisconsin. Later the company 
will expand into other states and will 
write fire and casualty lines. 

The company will sell business through 
independent agents, and most of its sales 
effort in issuing its stock will be among 
insurance agents. 


‘Proposed as directors of Capitol In- 
demnity are Messrs. Fait and Rolfs. 
meyer; Robert Arthur, Madison attor- 
ney; Clarence Schramm, president, Ger- 
mantown State bank; Warren Vedder, 
Milwaukee insurance agent; Anton s 
Arneson, Madison insurance agency part- 
ner; P. Kendall Bruce, president of Fed- 
eral Underwriters, Madison; Calvin 
Marx, owner of the Vernon Loan asso- 
ciation, Viroqua; Arthur Coffey, Apple- 
ton insurance agency owner; Jack Olson, 
president of Olson Boat Co., Wisconsin 
Dells, and Gerald A. Bartell, ‘Madison, 
one of four brothers who own Bartell 
Broadcasters, Inc., radio and television 
station chain. 
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Abe 


BALANCING your insurance ‘ 


coverage against your many needs for 
protection calls for professional skill. The 
independent insurance agent is an expert 
in many kinds of insurance protection, in- 
cluding those provided by the U.S.F. & G. 


Select and consult your independent 
Insurance agent or broker as you would 


your doctor or lawyer. 


SUSF&G | 


THE 


YOUR) BF nd-pendenr 





CASUALTY—FIRE—MARINE INSURANCE o FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. « Fidelity Insurance Co. of 


Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3,Md, 





A new series of 
compelling U. S. F.& G. 
ads like this . . . in 
THE SATURDAY’ 
EVENING POST, 
TIME, U. S. NEWS - 
& WORLD REPORT 
... IS currently 
building still 
greater public 
respect for the 
independent agent. 
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N/W National Entering 
Personal A. & S. Field 


PILLSBURY MAKES STATEMENT 


To Write on Non-Can. Guaranteed Re- 
newable Basis; Will Also Have Major 

Medical for Men, Women, Families 

Northwestern National Life of Minne- 
apolis will begin writing individual acci- 
dent and sickness insurance effective 
January 1, it is announced by John S. 
Pillsbury, Jr., company president. 

In making the announcement Mr. 
Pillsbury said: “Our decision to enter 
this field results from a greatly increased 
interest in personal A. & S. and from 
our long-standing conviction that this 
important health insurance protection 
can best be provided by voluntary means 
through commercial companies. North- 
western National Life has underwritten 
Group A. & S. insurance for 12 years. 
The addition of personal A. & S. insur- 
ance to the company’s present ‘product 
line’ means that N/W National clients 
will have the benefit not only of pro- 
tection against premature death but also 
against loss of income from accident or 
sickness.” 

The A. & S. coverages offered will be 
written on a non-cancellable, guaranteed 
renewable basis. Basically, they will 
provide benefits for men or women for 
loss of income resulting from total dis- 
ability caused by accident or sickness. 
In addition, there will be a major medi- 
cal policy for men, women or families. 
Surgical expenses, accident medical re- 
inbursement and _ hospital indemnity 
benefits will be available as optional 
coverages to the basic contracts. 

In addition, Northwestern National 
Life will have an exclusive new A. & S. 
plan for the young executive or profes- 
sional man, a plan believed by the man- 
agement to be unique in the industry. 





New Cancer Policy 

Praetorian Mutual Life of Dallas an- 
nounces a new cancer policy specifically 
designed to provide benefits for indi- 
viduals or family groups in line with the 
high costs of hospitalization and medical 
care, 

The new cancer policy, which is non- 
cancellable, includes hospital benefits up 
to $3,500, President J. M. Mottley of 
Praetorian Mutual explained. 

Other maximum benefits are: 
$500; anesthesia, $100; X-ray, radium 
therapy and radioactive isotopes, $500; 
nursing, $250; attending physician, $150; 
blood and plasma, $150; ambulance, $50, 
and transportation, $250. 


IAAHU Augments Staft 


The IAAHU goes into the holiday sea- 
son with an augmented staff, ready to 
handle the 10,060 membership goal set 
by Membership Chairman Rollie Slot- 
en. 

New general secretary and the A. & H. 
Underwriter magazine’s advertising man- 
ager is Hilda Scofield. Formerly of 
Pensacola, Fla., Mrs. Scofield got her 
insurance background as a claims assist- 
ant with the Chicago office of The 
Travelers. She also has been public rela- 
tions chief for the Lutheran Home Find- 
ing Society in Chicago. 

New associate editor is Darrell Strong. 
A native of Chicago, and a journalism 
major from Northwestern University, he 
ormerly worked for the Cook County 
Inspection Bureau. 

Joseph McInerney and Joseph Massa- 
relli are the two new administrative 
assistants. Both are native Chicagoans 
and attend Loyola University in Chicago. 
at Kassanitz remains as membership 
Secretary for the International Associa- 


Surgical 





Fireman’s Fund Adopts A.&H. 
Credit Card Plan in Calif. 


Another important sales tool for 
agents and brokers representing Fire- 
man’s Fund was announced last week— 
a credit card plan through which resi- 
dents of California can now obtain acci- 
dent and health insurance on easy pay- 
ments. 

The new setup, made possible through 
cooperation of The Fund and the Bank 
of America, the world’s largest banking 
institution, opens a lucrative market of 
more than 3,000,000 credit card holders 
to The Fund’s representatives in Cali- 
fornia. 

Under the plan, the buyer simply uses 
his ‘Bankamericard to purchase the A. & 
H. insurance he needs from his agent or 
broker—just as he would purchase any 
other products or services with a credit 
card. The plan is reported a big step 
forward in buying A. & H. insurance 
without disturbing budgets. 

In addition, this business will be writ- 
ten for non-card holders in the same 
manner, subject, of course, to the bank’s 
acceptance of the application for Bank- 
americard, which must be submitted to 
The Fund with the sales draft and the 
policy for which it is written. 

The credit card plan comes as a timely 
addition to The Fund’s individual acci- 
dent and health “Programs of Percep- 
tion.” Meanwhile, insurance other than 
A. & H. is being sold throughout the 
nation on The Fund’s credit account 
plans—CAP. CAIP, however, does not 
provide installment terms for accident 
and health, which led to The Fund’s 
Bankamericard program in California. 





BERKSHIRE’S NEW A.&S. LINE 





Offering Non-Can. Disability Income 
With Improvements; Also Hospital 
Plans With New Features 
A completely new line of accident and 
sickness policies on disability income and 
hospital expense coverages has been 
issued by the Berkshire Life of Pitts- 

field, ‘Mass. 

The company’s new  non-cancellable 
disability income policy is incontestable 
after two years and has no average earn- 
ings clause on coverage providing bene- 
fit periods of one, two and five years. 
A variety of tailored waiting periods, 
ranging from 7 to 360 days, is available. 
Non-medical underwriting limits have 
been liberalized. 

New features common to both the non- 
can and commercial policies are: A dis- 
ability definition based on the insured’s 
occupation for up to five years, house 
confinement never required, non-aggre- 
gate indemnity limits and liberal option- 
al benefits such as first day accident and 
lifetime accident. 

Berkshire’s new Economy hospital pol- 
icy, designed to give low cost personal 
hospital expense coverage, is consequent- 
ly offered with or without surgical ex- 
pense rider, no regular maternity bene- 
fits. Premiums are reduced 25% at 
age 65. 

The new Protector hospital policy, 
giving wider expense coverage at slight- 
ly higher premium outlay, pays regular 
maternity benefits and has a_ non-de- 
ductible or a $50 deductible feature, with 
surgical schedules of $250 or $500. New 
features common to both hospital pol- 
icies are: Both accident and_ sickness 
covered from effective date of the pol- 
icy; policies guaranteed renewable for 
life of insured; coverages continued be- 
yond age 65. 


The nine former chairmen of the 
Health Insurance Council 
ored November 20 for their contributions 
in “furthering the effectiveness of vol- 
untary health insurance.” 

‘. J. Faulkner, current council chair- 


will be hon- 


man and president of Woodmen Acci- 
dent & Life, announced that inscribed 
gavels will be presented to the past 


chairmen at the fall meeting of the coun- 
cil at the Biltmore Hotel, New York. 

“In no small way, today’s climate of 
better understanding between health in- 
surers and the health care professions 
is the result of the leadership in council 
affairs of its chairmen,” said Mr. Faulk- 
ner. 

“One past chairman brought to fruition 
the forming of state committees to work 
with doctors and hospitals at the local 
level on problems of mutual concern. 
Another helped lay the groundwork for 
cooperation with hospitals through the 
development of hospital admission plans. 


A third spurred liaison between the 
American Medical Association and the 
council. In similar fashion, each chair- 


man has contributed to furthering the 


Former HIC Chairmen to be Honored 


effectiveness of voluntary health insur- 
ance.” 

The gavels will be presented 
with separate citations to each of the 
men who served as Council head since 
the organization was formed in 1946. 

The former chairmen and their years 
of service are: 1946-47, Ambrose B. 
Kelly, general counsel, Associated Fac- 
tory Mutual Fire of Providence, R. L.; 
1947, Wendell \Milliman, consulting ac- 
tuary, Milliman & Robertson, Inc., 
Seattle; 1947-49, Ralph J. Walker, vice 
president, Pacific Mutual Life, Los An- 
geles; 1949-1950, J. Henry Smith, under- 
writing vice president, The Equitable 
Society, New York. 

Also in 1950-1952 J. W. ‘Joanis, 
president and general counsel, Hardware 
Mutual Casualty, Stevens Point, Wisc.; 
1952-1954, Ralph T. Heller, second vice 
president, The Prudential, Newark; 1954- 
1956, John H. Miller, vice president and 
senior actuary, Monarch Life, Spring- 
field, Mass.; 1956-1958, Howard A. Mor- 
een, vice president and secretary, Aetna 
Life, and 1958-1959, Morton D. Miller, 
vice president and associate actuary, The 
Equitable. 


along 


vice 





Ins. Aspects of Diners’ 
Credit Card Deal Given 


BY BENEFICIAL’S ~ V.P. GOLDEN 





Explains That Independent Brokers, 
Agents Can Sell Travel Accident Cov- 
erage for Either Cash or Credit 


Alfred L. Golden, president of 
Beneficial Standard Life of Los 
and its affiliated companies, has 
the following statement which 
background facts on the new method 
which the Beneficial has adopted of 


marketing insurance through use of na- 
tional credit cards, specifically those of 
the Diners’ Club, Inc. and the Sheraton 


vice 
Angeles 
issued 
gives 


Hotels. 
As Mr. Golden points out, the oppor- 
tunity to sell Beneficial’s travel acci- 


Club members 
to independent 


dent coverage to Diners’ 
was given a year ago 
agents and/or brokers. Today Beneficial 
is appointing resident state agents 
around the country, paying them a regu- 
lar amount of commission on both new 
and renewal business, and encouraging 
them to sell this travel accident coverage. 
People may buy the insurance with or 
without the use of credit cards. Mr. 
Golden says further: 


Recognizes Trend of Purchases Through 
Credit Cards 


“We at Beneficial Standard have stud- 
ied the growing trend on the part of the 
public to make more and more purchases 
through credit cards. We concluded that 
this trend, coupled with an evident need 
for coverage, could be wedded to media 
of mass communication and the personal 
selling techniques characteristic of our 
industry. 

“As advocates of the American agency 
system, and offering our various forms 
of coverage through agents and brokers. 
we do not believe that direct writers of 
insurance have a monopoly on advertis- 
ing space and the air waves. We believe 
that independent insurance agents and 
brokers should avail themselves of the 
mass media of communication which 
have raised the standards of this coun- 
try so far above the rest of the world. 
Pursuing similar logic there are no sound 
reasons for agents and brokers not to 
avail themselves of convenient, up-to- 
date methods of billing and collecting 
such as provided through national credit 
card organizations. 

“About a year ago then. we pioneered 
in advertising comprehensive travel acci- 
dent coverage to Diners’ Club members 
on the West Coast. As part of our ex- 
periment this coverage was offered 


TO HONOR FRED ASTAIRE 





Mutual of Omaha Achievement Award 
To Go to Famed Entertainer; also to 
Dr. T. A. Dooley at Nov. 10 Dinner 

Fred Astaire, and 
native Omahan, 
city on November 
tual of Omaha 
announcing the award, V. J. Skutt, 
ident of Mutual of Omaha, said it was 
being given Mr. Astaire for his out- 
standing contributions to the field of 
entertainment “whereby he has won the 
hearts of all ages and all nations.” 

Mr. Astaire will receive the award at 
Mutual’s golden anniversary award din- 
ner, to be held in the Civic Auditorium. 
The climax of the affair will be the pre- 
sentation of the Mutual of Omaha Criss 
award to Dr. Thomas A. Dooley, famous 
jungle doctor. This presentation will be 
televised over a national network pro- 
—, 

In the audience for the event will be 
past 1 bern He asi of the Criss Award, such 
as Dr. Jonas Salk; Dr. Edward Kendall 
and Dr. Philip Hench, who won the 
award for their work on cortisone, and 
crusading newspaper editor, W. Earl 
Hall, Mason City, Ia, who was honored 
for his work in traffic safety 

Among other outstanding Americans 
in attendance will be members of the 
award’s board of judges. They include 
Lt. Gen. (ret.) James Doolittle, who is 
now president of the space technology 
laboratories in Los Angeles; Don Mc- 
Neill, radio personality; Dr. Louis Orr, 
president, American Medical Associa- 
tion; William Laurence, prize-winning 
author and science writer of the “New 
York Times”; DeWitt Wallace, editor 
of the “Reader’s Digest”; Dr. Thomas 
Parran, president, Avalon Foundation, 
and Dr. Charles Mayo, Mayo Clinic, 
chairman of the award’s board of judges. 


famous entertainer 
will return to his home 
10 to receive the Mu- 
achievement award. In 
pres- 





through resident state agents. As soon as 
we determined that this new, convenient 
way of paying for insurance had popular 
acceptance, we extended it nationally, 
and actively encouraged its sale by any 
independent agent or broker. 

“Today, these independent agents ob- 
tain the advantages of mass advertising ; 
in addition, the efficient credit mechan- 
ism of the Diners’ Club and the Sheraton 
Hotels is placed at their disposal without 
any extra cost to them. Furthermore, the 
same coverage, at precisely the same 
rates may be purchased through inde- 
pendent agents and brokers without the 
use of credit cards, Whether cash or 
credit, the insurance agent receives the 
same regular commissions and _ re- 
newals.” 
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H. J. Seed Calls for More 
‘Courage and Pioneering 


TO MEET FORAND BILL THREAT 





British Pacific Life President in Sales 
Congress Talk for Further Broaden- 
ing of “Over 65” Market 





Another warning and possible alterna- 
tive to the proposed Forand bill has been 
sounded by British Pacific Life presi- 
dent, Harry J. Seed. The bill, which 
looms as a major issue in the 1960 na- 
tional elections, would provide certain 
hospital, surgical, nursing home and den- 





HARRY J. SEED 


tal benefits to persons receiving social 
security retirement and survivorship pay- 
ments. 

In a recent address before the North- 
western Accident & Health sales congress 
at Seattle, titled “Are We Headed for 
the Welfare State?”, Mr. Seed quoted 
a copyrighted article in the “Congres- 
sional Quarterly” which calls the Forand 
bill a new political force of wooing votes 
from oldsters. 

“T don’t believe I am being an alarm- 
ist,” he said, “in calling this (bill) the 
thin edge of a very wide wedge.” The 
“very wide wedge” could conceivably be 
socialized medicine. Mr. Seed pointed 
out that at present accident and health 
service in America is superior to Can- 
ada’s government hospitalization and 
England’s “state medicine.” However, 
the long series of accident and sickness 
bills presented in state legislatures and 
on Congress indicate the precarious po- 
sition of this superiority. Mr. Seed be- 
lieves most of the bills which failed were 
“unwise” and “unjustified,” but adds: 

“I can’t help but feel that A. & H. 
associations dealing with this problem 
have been merely putting fingers in the 
dyke. I feel we should recognize this as 
a set of symptoms—a ground swell. The 
various legislative attempts must be 
taken as signs of dissatisfaction and un- 
rest—signs that in certain ways we are 
swimming against the tide—that we are 
applying vigorous marketing to a faulty 
product.” 

Inadequate coverage, high costs of 
handling medical claims, and too few 
over-65 hospital plans, have all been fac- 
tors for making accident and health in- 
surance a faulty product, he commented. 
In order to block government inroads 
into insurance and offer the public what 
they want, the industry must be willing 
to accept some fundamentals in its think- 
ing. Mr. Seed listed them as follows: 


Six Fundamentals 


“First, we must sell straightforward, 
clean-cut plans, keeping the limitations, 
deductibles and waiting periods to a 
minimum. We know the policyholder is 
getting his money’s worth, but I believe 
we have been ‘force-selling’ a product 
which just doesn’t provide sufficient 





coverage. Many insurance company off- 
cials will tell you that medical plans 
covering the first visit for sickness are 
not sound economically. I tell you from 
10 years’ experience in this type of pro- 
tection, that it is what people want.” 
Mr. Seed then discussed administra- 


tion costs. He suggested that it might 
be cheaper for companies to pay all 
medical claims than to check premium 
status, audit, etc., and reject a few. “I 
know of one company,” he said, “which 
reduced its medical claims handling cost 
from an average of $2 to approximately 
30 cents per claim.” 

A breakthrough in the pre-existing 
condition problem is long overdue, said 
Mr. Seed. He cited the success of com- 
panies selling the over-65 hospital plan 
who have eliminated underwriting and 
covered all pre-existing conditions after 
six months. 

The fourth fundamental in Mr. Seed’s 
program deals with the question of de- 
ductibles and coinsurance in medical care 
plans. He recommended coninsurance 
commencing with the first visit, but co- 
insurance which is sufficient to check 
abuse through irresponsible demands for 
treatment by the patient. “I feel coin- 
surance should cover from 80% to 90% 
of a reasonable fee,” he remarked. “Do 
you think our orthodox policies elimi- 
nating the first one or two visits (which 


(Continued on Page 42) 


D. C. MacLean Joins in Debate on 


Cancellable vs. Non-Can. Insurance 


In a letter to the Editor, D. C. Mac- 
Lean, representing Massachusetts In- 
demnity & Life in Philadelphia, brings 
out what he regards as “several impor- 
tant points” not yet covered in the re- 
cently published views expressed in The 
Eastern Underwriter by J. W. Nelson, 
training director of Zurich-American; 
Loyal Atkinson, general agent, Massa- 
chusetts Indemnity & Life, and Gerald 
S. Parker, A. & H. secretary, Guardian 
Life of America, on the subject of “The 
(Cancellation Mirage in A. & H.” Mr. 
MacLean writes: 

The recent article by Gerald S. Parker 
on the Nelson-Atkinson Debate would 
almost appear to be the closing “gavel 
rap” on the subject of “Cancellable ver- 
sus Non-Cancellable Disability Insur- 
ance.” I hope this is not the case, as 
there are several important points not 
covered by any of the three writers. 

First of all, disability insurance should 
be regarded as first person—primary in- 
insurance, closely akin to life insurance, 
and not just another line of third party 
property-casualty coverage. We are con- 








sale. 


ization. 








These and many other names have been applied to this 
vital high-limit, long-term Accident & Sickness Group Dis- 
ability Income Plan for employees of business and industry. 
Whatever you call it, you can be certain that American 
Casualty’s specialists can create the plan that assures the 


Tell us what your prospect needs. We'll prepare a plan that 
will fill his requirements, no matter how large his organ- 
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cerned with a man’s most priceless asset: 
his ability to earn a living. Tihis is the 
very foundation of his family’s economic 
security. Disability Insurance serves the 
same purpose as Life Insurance by pro. 
viding income to the family when it js 
vitally needed. Yet none of us would 
purchase cancellable life 
such a thing were available. 


Not the Only Limitation of Coverage | 


I don’t think the cancellation clause | 
per se is the only limitation of such coy. | 
> afhliat 
) that it 


erage. The underwriting and claim prac. 
tices usually associated with such cover- 
age is at times just as deterimental to 
the insured’s interest at outright can- 
cellation. I am referring to what some 
have called “blackmail insurance.” [t 
operates something like this: An assured 
will have a claim for some disability with 
above average recurrence possibilities, 


The company pays the claim, but also | 
i i | head t 


offers a waiver for his signature. 
In effect this waiver says that in con- 
sideration of the continuance of the 


policy, he must give up any claim for | 


recurrences of the disability he was just 
paid for. 


Outright and complete cancellations 


insurance jf | 





may run as low as 5%, but it would be | 


interesting to know the number of re. 
currence waivers offered to claimants by 
these insurers. ( 

Keeping in mind that we are insuring 
the human life value, would it not be 
better to own disability insurance that 
had the valuable attributes of a life in- 
surance contract. For instance, a fixed 
and known premium for the life of the 
contract, or a clear cut definition of dis- 
ability. As we all know, a life insurance 
contract pays in the event of death, 


period. Why must some disability con- | 


tracts be vague and confusing at the 
time disability occurs? Is a man’s family 
more or less in need of funds depent- 
ing on how the disability occurred, or 
whether he is confined or not confined? 
_ Sure, cancellable disability insurance 
is cheaper. And cancellable life insurance 
would be cheaper too. Who would buy 
it? Or rather, who would rent it? 

I am not at odds with those who quote 
lengthy figures on chances of disability, 
hospital admissions, accidents, illness, etc. 
They are right! 


Prolonged and expen- © 


sive disabilities are a serious problem | 
for millions of Americans every year. | 
This is all the more reason why a dis- | 


ability policy should be regarded more 


like a valuable life insurance contract | 


and less like just another numbered auto 
— in a company’s expiration tickler 
e. 





LoTruglio to Manage Aetna 


Life’s New York A.&S. Dept. | 


Joseph LoTruglio has been appointed 
manager of the accident and sickness in- 
surance department at Aetna Life’s New 
York office. He was formerly with the 
Union Mutual Life’s New York agency, 
headed by Vice President M. J. Denda. 

Mr. LoTruglio will be responsible for 
the development of the accident, sickness 
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and hospitalization insurance written by | 
the company’s 11 general agencies ™ / 


the metropolitan New York area. 
Irving F. Lewis, manager of the A. &S. 
department for Aetna Casualty & Surety. 


will continue to be responsible for this § i 


business among casualty offices in the 
New York area. 





Iowa Approves Program 


Mutual Bureau’s package automobile J 


policy program has been approved or 
use by its members and subscribers 
Iowa effective October 26. The program 


was previously adopted by Nebraska and } 


Pennsylvania on October 21. 
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New Jersey A. & H. Assn. Stages 
Sales Congress With “AllStar” Program 


By Wat ace L. CLapp 


Nearly 200 agents, brokers and A. & 


'H. underwriters attended the third an- 
/ nual sales congress October 28 of the 


New Jersey Association of Accident & 


| Health Underwriters, held in Military 


Park Hotel, Newark. They were treated 
to an “all star” program of speakers on 
techniques in writing A. H 

It is a tribute to this organization, an 


that it has maintained a steady growth 
in membership over the years and now 
has 110 members, an increase of 35 dur- 
ing the past year. 

Saul S. Vort, who heads a brokerage 
Ordinary agency for The Prudential in 
Newark, extended the welcome as presi- 
dent of the association. In addition to 
introducing the speakers, seated at the 
head table, he welcomed these guests: 


' Herman Weiniger, president, Paramount 


Mutual Life of Newark; William Hill, 
secretary, New York A. & H. Associa- 
tion; Dan Blackman, associate director 
of Ordinary agencies of The Prudential; 
William Winslow, Prudential’s director 
of brokerage service, and Charles Mc- 
Cafferty, Continental Casualty Co., New 
York, who brought a delegation of 19 
men to the meeting. 

President Vort expressed appreciation 
to William B. Cornett, (Prudential’s A. & 


| H. director of sales and service, and 


George E. Lehman, manager, ‘National 
A. & H. Insurance Co., for their yeoman 
service as co-chairmen of the congress, 
and to his fellow officers and directors 
for support this year. He indicated that 
the association would continue to grow 
under able leadership. 


Alan L. Reed First Speaker 


After a “good fellowship” luncheon 
the first speaker was Alan L. ‘Reed, sec- 
ond vice president of The Prudential, 
who in pointing to the factors involved 
in the growth of voluntary health insur- 
ance, said: “If we are going to ‘sell’ our 
coverages, it is important that we must 


| first ‘sell’ the public on the philosophy 


of voluntary health insurance. This 
to the public at every possible oppor- 
tunity to develop a more complete public 
understanding of our system.” 

_ Concerned over the threat of Federal 
intervention, Mr. Reed said that if com- 
panies and their salesmen should fail 
in filling the great need for adequate 
health protection, that failure would 
have only one result—socialized med- 


' icine. He warned that forces are at work 


to bring such legislation into being and 


' cited the Forand bill, already introduced 
' in Congress, the cost of which “would 
' be astronomical.” 


_ To defeat the apparently well-organ- 
ized forces of the social planners, Mr. 
Reed said that great strides have been 
made by private companies in develop- 
ment of new contracts, such as catastro- 
phe-type coverages and senior-age pol- 
Icies, as well as establishing larger policy 
limits. “These are indicative,” he said, 
of the tremendous amount of research 


being done by the industry today, so 
48 to provide the public with increasing- 
_ ly better coverages at a price they can 
| afford to pay.” 


H. Cochran Fisher’s Talk 


‘The second speaker, H. Cochran 
Fisher, CLU, Aetna Life agent in Wash- 


| ington, D. C., who sold his first A. & H. 


policy in 1925 when he entered the 
business, declared in opening his talk, 
Take It Or Lose It,” that health insur- 


) ance sales are now a substantial part of 














1s production. He said this line is “a 
atura] supplement to life insurance and 
4 natural feeder for life sales.” 

Mr. Fisher shares the industry’s belief 
that one of the serious challenges facing 
A. & H. companies today is to provide 
more adequate private health insurance 
Coverage for the country’s senior citi- 





zens. “Unless we meet this challenge— 
and we are making significant and en- 
couraging progress in this direction— 


we shall be faced with the grim pros- 





pect of the government’s taking over our 
health business, first with respect to the 
aged and ultimately all other types of 
risk,” the speaker warned. 

Mr. Fisher devoted most of his talk 
to raising the sights of A. & H. produ- 
cers in making a success. He pointed 
to qualities possessed by million dollar 
life producers (MDRT members), one 
of the most important of which is time 
control. He said that surveys show MD- 
RT members (1) have learned to put 
first things first; (2) have the habit of 
study which, in turn, helps them to gain 
prestige and reputation as a knowledge- 
able underwriter; (3) possess an abun- 


MEN 


ELORS 
INSURANCE 


cOUNS 


< COLEMAN — | Sst) 


dance of motivation within themselves 
to enable them to “keep going” after 
losing a sale; (4) have ability to plan 
and regulate work habits. In this con- 
nection Mr. Fisher said his habit is to 
prepare at home each evening for the 
following day’s work. 

The speaker underscored the MDRT 
agent’s willingness to work and to make 
a habit of it. Emphasis was put on 
value of keeping records “so that you 
may judge progress made toward your 
objective. Planning tells us what to do 
with our time; records tell us what we 
did with our time; without one the other 

(Continued on Page 42) 
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N. J. Sales Congress 
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falls.” His final MDRT tenet was 
tenacity of purpose about which he said: 
“With all the study, planning and record- 
keeping, if we do not have courage we 
will fail.” 

Sales Panel Discussion Makes Hit 

Next feature was the sales panel dis- 
cussion moderated by George Lehman, 
which centered around prospecting, re- 
ferred leads, presentation and close of 
the sale and delivery of the policy. Panel 
participants were Edgar A. Howe, asso- 
ciate manager, United Benefit Life in 
Philadelphia; G. Warren DeGelleke, di- 
rector, A. S. sales, New York Life, 
and Robert W. McCabe, A. & S. sales 
director, Guardian Life of America. 

Mr. Howe, first speaker, described 
prospecting as an activity which the new 
man learns at the start of his insurance 
career which will continue with him to 
the very end of it. He made clear: “It 
is not a thing apart, but an absolute 
essential to his success in the business. 
It is the knack of seeking out potential 
buyers of what he is selling. Prospecting 
cannot be separated from the selling 
process—it is a part of that process. 
It is that part which done yesterday 
means sales today and which done today 
means sales tomorrow and all the to- 
morrows of the future.” 

The speaker then described a prospect- 


ing idea, found useful in his agency, 
which he labeled “An Inventory of Cir- 
cles.” Giving as an analogy the mer- 
chandising of a tangible commodity, 
Mr. ‘Howe said that quality of the prod- 
ucts sold and their rate of turnover are 
primary to a successful operation. He 


then noted: 

“This analogy has an application to 
our insurance business and the subject 
at hand. Your inventory is your pros- 
pect file. Your goods move fastest when 
your inventory of prospects is top-notch. 
Moving that inventory—seeing and sell- 
ing your prospects—is the way you make 
money and profits. You can’t use the 
same merchandise over and over. You 
want to use those prospects by selling 
them and then growing with them until 
each one has matured and has a real 
personal insurance program. 

“Thus your inventory is your prospect 
file, a fast moving, continuously growing 
file of good names. They are names that 
have been qualified and placed in their 
proper slot as bird-dogs, centers of influ- 
ence or policyholders. The circles now 
come into the picture.” 

On the blackboard Mr. Howe showed 
several circles, the center one being 
the policyholder. Around him he put 
four circles which, he said, are mnppate at 
as “they represent people he is related 
to, does business with, knows socially 
or in business. Your object is to get in- 
to his circle of friends, acquaintances and 
business associates. He moves in four 
circles and it is into each one that you 
want to gain admittance. Your job is to 


ask the right questions because your 
key to admission is the impression you 
make and the confidence you earn in 


selling No. 1 himself. 

“This is an idea worth following up 
on in relation to your own prospecting 
file—your inventory of merchandise. But 
before starting on any of those cards 
in your inventory, I have a small secret 
to reveal—each of you moves in four 
circles. Why not, as a starter, begin with 
yourself and work outward. Start com- 
piling your own list of ‘red hot prospects’ 
who are already qualified; you know all 
about them, but have forgotten to ask 
them to buy. 

“This is the idea we try to stimulate 
our men with. We start them with leads, 
give them ‘orphan’ policyholders’ names, 
have them deliver claim drafts. We do 
this to help them begin prospecting in 
‘Circles’ and work outward in whirlpool 
fashion.” 

Warren DeGelleke on Presentation 

In discussing the “Presentation” War- 
ren DeGelleke emphasized: “During the 
first few moments in front of a prospect, 
the successful salesman concentrates on 
earning the right to an interview. He 
makes every attempt to create a favor- 
able first impression, selling himself by 





use of the right words, the tone of his 
voice, his overall appearance and actions. 
He tries to get an interview by present- 
ing an idea which will arouse his pros- 
pect’s curiosity, or by asking thought- 
provoking questions, or by implying 
some gain or benefit to the prospect. 

“Tf the prospect agrees to listen it is at 
this point that too many salesmen, I 
fear, are tempted to start an immediate 
discussion of their product and its bene- 
fits. If the salesman does this he makes 
a serious mistake. 

“Successful salesmen understand that, 
first, the prospect must determine in his 
own mind that he needs and desires the 
product the salesman is selling. Few 
people buy anything just for the sake of 
possessing it. Before a man buys a 
house he decides the type of house he 
needs and what he wants in the way of 
shelter, convenience, prestige. The prod- 
uct, the house, is nothing more than a 
solution to his problem. 

“The same is true of A. & S. insurance. 
Every & S. salesman knows that it 
is the ideal solution to man’s problem 
of financial security in event of dis- 
ability. But the successful agent also 
knows that the prospect must decide that 
he needs and wants A. & S. insurance 
before he will buy. Thus, it is the agent 
who uncovers the problems, which only 
A. & S. insurance can solve, that finds 
the key to a sale! 

“To put it another way, I quote a 
great New York Life agent, Isaac 
Kibrick, who always says (and I recall 
it so well) ‘look for the loss.’ 

Some Prospects Are Complacent 

“It is not unusual for a prospect to be 
unaware, and thus unconcerned, about 
the problems of financial security that 
prevail in his economic life and that of 
his family. On the other hand the re- 
verse may be true. Some prospects have 
a feeling that all their financial problems 
have been solved through ownership of 
existing insurance, other property, sav- 
These prospects 


ings or investments. 
are complacent. Other prospects pro- 
crastinate. They have some idea as to 


their problems, but they never quite get 
around to doing anything about them, 
because there is always ‘Manana.’ 

“Thus a sales presentation must take 
the prospect by the shoulders and shake 
him up, at least to the point of making 
him wonder whether or not he is se- 
cure in his present situation or whether 
his present plans are adequate. 

A discussion of the economic facts of 
life in a general way, leaves little room 
argument. Your prospect must agree 
with you. This agreement opens the 
door to a discussion of his problems 
and financial needs, on an easy conver- 
sational basis.” 

McCabe Is Windup Speaker 

Robert McCabe featured the close, de- 
livery of policy and referred leads. He 
rang the bell in his talk which he de- 
livered at a brisk pace and then an- 
swered questions so succinctly that they 
brought applause and laughter. Some of 
his time-tested ideas follow: 

“While asking the health questions in 
completing the application I prefer to 
start the actual writing with a pencil be- 
cause it seems to aleviate a certain 
amount of the psychological fear that a 
pen on white paper brings to many peo- 
ple. It is not too difficult while using the 
pencil and marking in short answers or 
check marks to press a little bit hard 
and break the pencil point. This gives 
you a wonderful reason for replacing 
your pencil with a pen, thus completing 
the application so that his signature is 
made with ink. 


for 


“After asking him each individual 
health question and _ discussing _ it 
thoroughly, I recommend working 


through the application backwards and 
ask the question: ‘If we have any corre- 
spondence with you shall we write you 
at your business or your residence ?’ 
Actually, what we are asking him is 
whether he wants premium notices sent 
to his business or residence. This is an 
easy way of letting the insured decide 
which address he uses. If he answers 
this question I assume it to be implied 
consent. 

“When we ask the question regarding 
what doctor he has seen, it is helpful 
to suggest looking in the telephone book 


Follmann Optimistic 
(Continued from Page 31) 


gate the specific problem of medical care 
of retired persons from the whole of the 
problems which face aged persons. There 
are many studies which point to the com- 
plexity and the inter-relatedness of these 
problems. They cover a wide spectrum 
of concern from maladjustment to retire- 
ment, to all the costs of personal living, 
to people maintained in general hospitals 
and mental institutions simply because 
there is no other place where they might 
be adequately housed. 

“8. Health insurance is not the only 
method of meeting the health needs of 
the aged. Many people age 65 or older 
are receiving, in addition to or independ- 
ent of OASDI benefits, pensions from 
previous employment and income from 
investments, annuities, and from indi- 
vidual and group life and health insur- 
ance policies. 

“9. Steps should be taken to reduce to 
a minimum the number of future aged 
who would be needy. Educational and 
skill training programs to reduce the 
number of low-income workers in the 
future can be one positive approach. 
Other approaches might be sought with 
respect to low-income or marginal farm- 
ers and farm workers, migratory work- 
ers, and the designated geographic areas 
where, because of shifting industrial op- 
portunity, many people find it impossible 
to earn subsistence wages. The success- 
ful overcoming of the problem presented 
by those groups in our population might 
be looked upon as the keystone upon 
which any concern for the economic wel- 
fare of the future aged might be built. 

“10. The ultimate objective should be 
to insure that the years which have been 
added to life through the reduction in 
mortality shall not be spent in chronic 
invalidity. This calls for greater develop- 
ment of preventive health measures, the 
early detection and treatment of chronic 
disease, the creation or expansion of 
special facilities and services designed 
to meet the health problems of the aged, 
and the circulation of health educational 
information. There also is need of a 
great expansion in rehabilitation services 
and facilities.” 





to get the proper spelling of the doctor’s 
name and his exact street address. This 
will not only help your home office 
underwriter in issuing the policy, but it 
also has a good effect on the insured 
as he now has taken definite participa- 
tion in the application itself. Continue 
through the questions such as employ- 
ment and exact duties, questioning care- 
fully on the exact duties, on up to get- 
ting the man’s full name near the com- 
pletion of the application. 

“Once I receive his full name, I prefer 
to sign my name at the bottom of the 
application as the witness, date the ap- 
plication, hand the application and the 
pen to the applicant and ask him to 
please verify that the statements I wrote 
on the application are correct. 

“This particular point has not caused 
much trouble in receiving a signature 
at the close of a sale. Some insurance 
men have asked me whether I was ‘boot- 
legging’ A. & H. by going into a close 
that way. I never felt that way because 
this is the method I have used in clos- 
ing business. I have done well with it. 
When,we help a person to buy a con- 
tract to protect his income in the event 
of disability we have done him a real 
service, and if this type of closing is the 
one that will help the prospect to buy 
it is the best for him. 

“T try to keep in mind while I’m on a 
sale the fact that when I walked in to 
see the man I had nothing, and if the 
man interrupts me at any time in the 
application and stops the sale I have lost 
nothing. I have only something to gain 
during the interview!” 

The addresses by William Harmelin, 
Continental Assurance, New York, and 
Howard Dewey, Mutual of Omaha, will 
be reported in our issue next week. Mr. 
Harmelin gave his well known “disability 
buy and sell” agreement talk. Mr. 
Dewey, an inspirational speaker, pinch- 
hit for John F. Gaule, Mutual of Omaha, 
who was unable to attend. 


Harry J. Seed Talk 4 


(Continued from Page 40) 


may be $15 to $25) and then contriby. 
ing $3 per doctor’s visit thereafter pro. 
motes high persistency of policies ang 
good public relations? The answer j 
obvious. 


“Many people in the industry consider | 2 


that major medical policies are the ap. 
swer here but I believe that the dedy. 
tible has proved too large in most case; § 


and has not met with general acceptance 


by the average working man or the labo; f 
unions. 
ance type of coverage developed in ¢./ 
operation with the medical profession js | 
the answer at the present time. 


prohibitive. Then deductibles 
sold by everyone. But let’s wait for that 
time. We are going through the same 
cycle as automobile insurance.” 


Closer Liaison With Medical Profession 


Mr. Seed stressed the necessity for! 
close bonafide liaison with the medical 
profession. He called attention to the 
forms and routines insurance has insti- 
tuted blindly, assuming that the doctor 
would go along. In order to gain full co. 


“ayaa 


operation with the medical profession 
Mr. Seed said: 
“We must, for example, realize thai 


the doctor-patient relationship is para. 
mount to every medical man. Protecting 
the sanctity of this relationship is his 
foremost consideration. We must under. 
stand then, his reluctance to become in- 
volved in any plan which appears to 
interfere with this relationship. He con. 
siders insurance which pays a fixed fee 
direct to the doctor a short circuit of 
this close association he has built up 

with his patient. It is going to take; J 





I firmly believe that a coinsur. 4 


The # 
time will come, however, when the cos |) 
of the first visit coverage will becom) 
will be a 


Nov 
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lot of education and tolerance on his 
part to understand that our contract is 
intended only to reimburse the patient 
for loss and it is not intended to inter- 
fere when we request, for example, that 
the claim form be sent direct to us, 
“Some doctors may tell you that we 
are selling their services when we use 
medical plans involving schedules and 
short-cuts. Surely no one can claim? 
that the automobile insurance industry , 
selling the services of the garage if the 
insurance company sends the car to the} 
mechanic and pays the bill direct to ih 
garage for the repairs. We must not 
forget, however, that the doctors have 
developed this point of view over many, 
many years and it will only be by com) 
promise and discussion, mutual under 
standing and tolerance that satisfactory 
plans can be developed.” 
Mr. Seed’s sixth fundamental called 7 
for a reversal in general accident and® 
health thinking. “Let’s design a quality | 
product,” he said, “and charge the pre : 
mium it warrants. With the idea that! 
people will pay well for a good product, 7 
but never forgive the industry for 2 
mediocre one, regardless of its low cost 
he recommended a full cover medical 
plan that will dissuade the public from 7 
government insurance.’ 






















Irving Gilman Talk 


(Continued from Page 33) 





develop distinct and definite personali- 
ties. : 
“Tied in with the lack of identity 8% 
the lack of knowledge about differet! 
types of insurance and what they accom} 
plish for the buyer. When we throw § 
out phrases like ‘class,’ ‘crop hail,’ ‘inland : 
marine,’ ‘fidelity & surety,’ ‘malpractice & 
etc. we take a lot for granted. How mail § 
people have read the small print? How 
many people really know what their ow @ 
policies cover? More important, ho 4 
many people have a real understandit | 
of the role insurance plays in our 
ciety ?” 

Mr. Gilman concluded that with the 
questions as guide posts, the image 
insurance as a “necessary evil” can if 
changed to one of an essential and var 
uable service which plays an importatl 
role in our democratic society. 
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uilt up 
take “I’m really enthusiastic about The 
bee Travelers Premium Budget Plan,” says 
patient Agent Bob Salisbury. “‘My prospects are, 
) inter too, for there’s tremendous appeal in this 
le, that new plan that lets them wrap up all their 
nti personal or business insurance in a single 
we a program and pay for it by the month with a 
es and single check. 
aim 
sil 4 “My first Premium Budget Plan 
if the F interview was with a young couple who 
to x . had just moved into a new home. Here are 
bi uh the results: Automobile coverage, Home- 
a owners policy, Mortgage Redemption, a 
s ha y Hcy Sage ne 
many Family Life Insurance policy, and 
y com Accident Insurance . . . all possible 
“_ because premiums could be put on a 
pay-by-the-month basis.” 
BY - MR. SALISBURY found out how effectively 
juality | The Travelers Premium Budget Plan can 
e pref help build premium volume. This new 
a tha method of merchandising and financing 
ome all the personal and business lines of 
for a € p 
7 cost insurance also cuts red tape and helps 
redical FF meet competition on all fronts. And it will 
; from save you expense dollars in the operation 
: of your office. Find out what The 
: Travelers Premium Budget Plan offers 
3 you by writing our Manager in the branch 
Q office nearest you. 
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EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 


substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 





Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD,LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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